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Set Pace in Output/ain 


By Martin L. Whitmyer 
Staff Writer 
E “compact” cars produced by 
American Motors and Stude- 
baker-Packard came into their own 
during the first half of this year. 


cent of total industry output on| 
894,194 assemblies this year, com- 
pared with 27.28 percent on 525,- 
648 cars. 

The highest-priced field, with 
Lincoln and Cadillac showing de- 
At the same time, outstanding clines, dropped 0.87 points from 
gains in shares of industry output | ® year ago on the basis of 117,207 (Continued on Page 45, Col, 3) 

were registered by Ford division * * ¢* © 8 


and Pontiac as both Chevrolet || Fach U. S. Car Maker’s Slare of Assemblies .. . 


and Plymouth lost ground, 
First Half Qutput—'59 vs. '58 


assembjies good for 3.57 percent 
of totgi industry output this year, 
comp4éred with 4.44 percent on 
99 cars during the January- 
Juhe period a year ago. 

On a corporate basis, General 
Motors, with only its Pontiac divi- 
























AMC turned out 216,803 cars of 
which 51,466 were Americans, This 
captured 6.60 percent of total in- 














cleanup task as they do this year, 
and probably never before has 
the problem been so urgent. 

With nobody certain of the im- 
pact the Big Three small cars will 
have on the auto market this fall, 
dealers agree on only one thing: 
They must clean out new ’59s “to 
the bare walls” and at the same 
time keep their used-car stocks at 
a minimum. 

a 7 
SRAMECALLY, here are the prob- 
lems surrounding this year’s 
cleanup: 

1. Sheer size of new-car inven- 
tories. : 

2. Most factory sales contests 





Top Cars 


New-car registrations for four 
months, plus 27 states for May: 





1959 1958 
Pos. Make Pos, 
1—521,203 Chev. 465,319— 1 
2—506,405 Ford 357,235— 2 
3—138,444 Pontiac 90,406— 6 
4—137,342 Olds, 123,266— 4 
5—129,103 Plym. 144,373— 3 
6—117,878 Rambler 51,102— 7 
7— 98,512 Buick 107,017— 5 
8— 55,448. Cadillac 49,790—10 
9— 54,773 Mercury 50,828— 8 
10— 48,141 Stude. 14,841—14 
ll— 47,980 Dodge 50,465— 9 
12— 21,782 Chrysler 24,429—11 
18— 17,646 Edsel 16,680—13 
14— 15,945 DeSoto 20,059—12 
15— 11,373 Lincoln 11,993—15 
16— 6,539 Imperial 6,536—16 
196,027 Misc. 107,453 
Total All Makes 


2,124,541 1,692,292 
Further details on Page 38. 











By William Ullman 
Washington Bureau Chief 
Aaron. Studebaker- 

Packard is emphatically op- 
posed to the permissive territory- 
security legislation now before Con- 
gress, and American Motors is 
neutral. 

Their positions were contained 
in documents filed with the Sen- 
ate Auto Marketing Practices 
subcommittee. by Harold E. 
Churchill and George Romney, 
presidents of the auto firms. 
Meanwhile, subcommittee mem- 

bers Were still considering what to 
do about the four security bills. 

Neither Churchill nor Romney 
appeared in person at Senate hear- 

ings on the four bills. 

S-P joined Chrysler Corp. in re- 
fusing to endorse any of the bills. 
AMC and Ford Motor Co. are neu- 
tral on the issue, and General Mo- 
tors is the Only auto maker that 
went on record in favor of pro- 
tected territories. | 


Cr TOOK Churchill only 365 
words to set forth S-P’s oppo- 
sition to territory security legisla- 
tion. He summed up his argument 
in his final sentence which read: 
“We urge ypu not to enact any 
(Continued on Page 8, Col. 1) 























e-point loss from a year ago 


Combined with AMC and 
Studebaker, however, the lowest- 
priced field showed a 0.98 point 
increase over the first six months 
of 1958. 

The five makers turned out 2,272,- 
636 cars for 69.20 percent of total 
industry assemblies during the first 
six months of this year, compared 
with 68.22 percent on 1,617,198 units 
a@ year ago. 

* * * 
HE medium-priced field, with 
five. of its producers showing 
gains and four declining from a 
year ago, dropped 0.05 percentage 
points on the basis of 27.23 per- 


7-Inch Headlamp 
2 + e =e ‘ 

Ups Visibility 

NEW seven-inch headlamp unit 

has been developed by lamp 
and vehicle manufacturers in co- 
operation with the American Assn. 
of Motor Vehicle Administrators, 
according to the AAMVA and ‘the 
Automobile Manufacturers Assn. 

The unit, ed for the con- 
centrated of today, 
soon appear ‘on the nation’s 
streets and highways. 

Intended for oviginal or replace- 
ment use, the new headlamp pro- 
vides greater driving seeing dis- 

(Continued on’ Page 4, Col, 4) 





priced field, Chevrolet, Ford) 


however, was a 3.43 per-| 





dustry production during the first| aan int te oa oe 
half and register a 2.46 percentage- 1959 Output 1958 Output Loss 
-|| AMERICAN MOTORS .. 216,803 6.60 92,812 4.14 -+2.46 
Car output this week............ 108,719 | TI ios Sesicresctecseiecsonss 165,337 5.03 68,890 3.07 +196 
Car output last week............ 129,150 American ........../.......... 51,466 1.57 23,922 1.07 -+-0.50 
Dealers Grant Pay Hikes— June, 558,015; May, 546,817 CHRYSLER CORP.\ .......... 439,159 1340 316,243 14.10 —0.70 
Signing a one-year contract calling. for 7 percent pay raises for service personnel : 7 Chrysler oo... foc 44,813 1.37 30,245 1.35 --0.02 
employed by Eastbay Motor Car Dealers Assn. in Oakland, Calif., are, standing,| point gain over the first six months | IEE Cs opasicsdcialeetbauvesiersdasbes 31,132 0.95 19,867 0.88 -+-0.07 
from left, Walter Bovie, Teamsters Automotive Employees Union; Leslie K. Moore,;Of a year ago, when AMC cap- | MIO sscuspncafessccsniecrsonvonsens 96,943 2.95 56,141 2.50 0.45 
Auto Painters Local 1176; Paul Mennenga of the association's negotiating committee,| tured 4.14 percent on 92,812 assem- BNI sie cse ses cacesesesuteseses 11,866 0.36 7,618 0.34 0.02 
and Ed Slusser, association secretary-manager, Seated: R. L. Philippi, association presi- | blies. ROTI foo ncccesenescssensoveeve 255,005 1.77 202,372 9.03 —1.26 
dent, and E. H. Vernon, Automotive Machinists Local 1546. The dealers also nego- Studebaker produced 89,068 cars|} FORD MOTOR .................. 948,155 28.87 591,014 26.36 -+2.51 
tiated a new one-year contract with Automotive Salesmen's Union, Local 1095.|for 2.71 percent of total industry I a sciradet inh ccttleemins 23,299 0.71 6,944 0.31 -+-0.40 
(See story on Page 3.) assemblies during the January-| rd ciichiancnscecucdoasstinkodic 786,939 23.96 481,569 2148 +2.48 
June period of this year, compared | Thonderbird .............. 39,276 1.20 23,406 1.04 -+-0.16 
N C Cl with 0.82 percent on 18,514 cars a| a ee 15,897 0.48 14,833 0.66 —0.18 
a year ago. Its percentage-point gain | RC 82,744 2.52 64,262 2.87 —0.35 
ew ar eanup Begins over a year ago was 1.89, fourth|| GMNERAL MOTORS ......1,590,252 4842 1,222,219 54.51 —6.09 
\ best in the industry. i ct ha ical 141,590 4.31 133,111 594 —1.63 
W ith Clouded Sale Outlook Combined, the two compact-car | Cadillac 2.00.00... 89,444 2.72 77,051 344 —0.72 
makers assembled 305,871 cars for/ a taceeneeinn 885,546 26.97 712,486 31.77 —4.80 
9.31 percent of total industry outp Oldsmobile. ........................ 226,029 6.88 179,386 8.00 —112 
By Robert M. Lienert have te this year, compared with 4.96 per-| I hs Sodas seckcsoccthatcrccy 247,643 7.54 120,185 5.36 +2.18 
Associate Editor this week, cent on 111,326 assemblies las{Year. || §.p CORP. ooo...ccccccseeeeeees 89,068 2.71 20,060 089 +182 
As NEW-CAR dealers swing into| 3. Diminishing profits, which} Car assemblies for thefndustry ET Cnc iencicegiay takenee = ieee 1,546 0.07 +=—0.07 
the hot summer days of July,| makes traditg tougher. during the first six moriths of this Studebaker ........................ 89,068 2.71 18,514 0.382 -+1.89 
the 59-model cleanup season begins| 4. A — year totalled 3,284,037, compared ee 
in earnest. new-car deman with 2,242,348 units*a year ago—| Total Cars, U, S.............. 84,037 100. . 
It promises to be tough. 5. Labor tr an increase of 46.5’ percent. 3,2 OO 2,242,348 100.00 
It has been a long time since | 4uStry. * A + 
dealers faced such a monumental THER makérs in the lowest-| 


Chevy Gives More Data 
On Rear-Engine Corvair 


By Joseph M. Callahan 
Engineering Editor 

Hew and why Chevrolet is going 

to build its rear-engine Corvair 
was explained to 40 newsmen here 
last week by Maurice Olley, who 
retired in 1955 as Chevrolet’s direc- 
tor of research and development. 


Although the Corvair will not 
be introduced for three months, 
Chevrolet deemed it necessary to 
stage this discussion about a 
“theoretical” car of pre- 
introduction “abeastaaen bom- 
bardment against rear-engine 
cars by both Chrysler and Ford. 

Some of this advertising has con- 
sisted of Ford Motor Co.’s TV com- 
mercial showing what happens 
when the weight of an arrow is 
transferred to the rear. Simca, 
Chrysler’s imported car, has also 
joined the fray, by distributing a 
booklet on the “Advantages of 
Front Engine Cars.” 

. + + 
cyst revealed for the first time 
officially a good many specifica- 


Inside 
Auto News 


Nation’s truck fleet grows, 

Page 17. 

Popovic tells story, Page. 43. 

Oldsmobile Sales Test, 
Page 6. 


| tions about Chevrolet’s light car, 


















































such as that it will have: 

1. An aircooled aluminum engine; 
2. An aluminum transmission hous- 
ing; 3. Coil springs; 4. Individual 
rear swing axles; 5. An unloaded 
weight of about 2,400 pounds, o 
percent of which will be on the © 
rear wheels). 7 

6. 13-inch wheels; 7. A flat floor} 77 
8. A low roof line; 9. Special long” | 

(Continued on Page 42, Col. 1) 


Hectic 2 Weeks 
To Cover Debuts 
Of 1960 Models 


By Kenneth C. Kelley Jr, 
Staff Writer 

Ta auto industry will have the 
shortest, most hectic new-model 
introduction season this fall that 
it has had in recent years, if cur- 

rent plans hold up. 
It now looks like the first ’60 
models .will go on sale on Oct. 1 
and all of the new models will be 


5 


Introduction schedules, of course, 
are all tentative at this time with 
every date subject to change with- 
out notice. 

In addition to the usual uncer- 
tainties connected with introduc- 
tions, manufacturers this year face 

(Continued on Page 45, Col. 4) 
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Business Upsurge 
Continues but Pace 


Slows Down a Bit 


Reserve Banks Find 
Few Soft Spots in 
Booming Economy 


By Kenneth C. Kelley Jr. 
Staff Writer 
USINESS continues to move 
ahead across the nation, al- 
though the rate of gain has eased 
a bit in some sectors of the econ- 
omy. 

That sums up what the Federal 
Reserve banks have been saying 
about business conditions in their 
districts in recent weeks. 

While the overall picture is one 
of continued gains, a soft spot is 
noted here and there. On the other 
hand, the gains in some areas are 
running ahead of the national pace. 

Here are some of the comments 
of the banks on business conditions 
on the district level. 

* oe * 


New England 


EW ENGLAND’S index of 

manufacturing activity is run- 
ning a full 15 percent ahead of the 
1958 rate, according to the Boston 
FRB 


The sharpest gains have been 
in primary metals and shoe and 
leather output. The textiles and 
paper industries have boosted 
their output but the rate of gain 
has been less pronounced. 
Construction contract awards are 
running 33 percent ahead of the 
1958 pace and nonfarm employment 
in the district has picked up by 
2 percent. - 

od 


New York 


oo tightening of the money 
market continues to be felt by 
the nation’s banks, figures from the 
New York FRB show. 

The upswing in business loans 
has put pressure on the banks’ 
reserves, the basis for all loans. 
The banking system as a whole 
has been borrowing large totals 
of reserves from the Federal Re- 
serve System. 

The tightening of the money 
market has, of course, produced 
the expected result: Interest rates 
have been edging steadily upward. 

* 


Philadelphia 
us Philadelphia FRB has con- 
Sidered the question of how 
consumers will spend their money 
in the near future. 

While consumer spending in gen- 
eral has picked up since the reces- 
sion, spending on durables such as 
autos has not picked up in the 
manner that it did after the 1953- 
54 recession. Some assume that the 


fact that spending on durables has | 
not yet picked up is solid evidence | 


that it will soon, the bank observed. 


This conclusion does not neces- 
(Continued on Page 41, Col. 1) 





Auto Production 
Truck Production .............. 
Auto Registrations—yYear to date.. 
Truck Registrations—Year to date. 
Steel Production—Tons ......... 
Lumber Production—Board feet... 

Production—Tons.... 
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Business Barometer 


Automotive News Economic Index — 
100.3 Percent of Last Week 
122.0 Percent of Like Week Last Year 


129,150 99.9 140.0 
27,194 98.8 164.7 
2,124,541 ass 125.5 
330,648 oome 134.5 
2,486,000 94.9 149.2 
262,930,000 100.7 108.9 
323,657 98.7 115.1 
9,265,000 102.6 104.4 
49 489,000 100.0 106.6 
_ 13,749,000,000 103.1 116.9 
393,736 100.1 113.9 

143 101.4 


—Fiscal year to date ............ $92,675,899,000 suc 113.3 
Commercial and Industrial Loans $32,017,000,000 102.5 107.4 
_——e. PL eat fis ncn nis $28,561,000,000 99.9 101.8 

—Average........ $1,056 99.4 109.0 
Business Failures ................ 256 95.9 76.4 
Common Common 
Stocks July | June 24 1959 Range Stocks July | June 24 1959 Range 
AMC....... 44 42 45%-25% es svaea 54% 50 54-39% 
Chrysler... 69 68%, 72%-50% Mack...... 465% 44, 48 -32% 
Ford....... 75Y_ 73%, 75-50% MP hs eo aie 11% 10% 15%- 9% 
GM........ 524%, 50%, 52%-45 White...... 57%, 55  58%4-40% 

(July 6, 1959) 





New Renault Truck— 


This new Renault truck, one of four truck models to be introduced in the U. S. early 
next year, features a front engine, front-wheel drive and four-speed gearbox. The 
vehicle has a capacity of % ton and weighs only about 11 tons fully loaded. 


* * * 


Front-Drive Renault Truck 


To Be Offered 


NEW YORK.—A new light truck 
featuring front engine and front- 
wheel drive will be offered in the 
U. S. by Renault, according to 
Robert E. Valode, general manager. 

He said the truck will be sold 

through the more than 3800 


KADA Directors 
Reelect Officers 


LOUISVILLE.—Directors of the 
Kentucky Automobile Dealers Assn. 
have reelected all officers for an- 
other year, subject to approval by 
the entire membership at the an- 
nual meeting Sept. 21-22 in Gil- 
bertsville. 

The officers are N. S. McGaw, 
Madisonville, president; C. E. 
Breants, Lebanon, board chairman; 
Ben F. Long, Louisville, treasurer; 
Harry Holder, Owensboro, first 
vice-president; W. E. Venters, 
Somerset, second vice-president, 
and Lew Ullrich, managing direc- 
tor-secretary. 

The board also nominated 
Orville R. Harrod, Frankfort, for 
another term as NADA director for 
Kentucky. 





Rear Engine Reported 
For New Small Ford 


LONDON. — Published reports 
here say that English Ford has 
developed a small, rear-engined 
car to replace its Popular model. 

The new Ford, the reports say, 
has reached the stage of develop- 
ment where it could be put into 
production. It is considered com- 
petition for the new small Morris 
and Austin, due in August. 










Percent of 
Percent of Like Week 
Last Week Last Year 



















421.8 101.3 
















in U.S. in ’60 


Renault dealers in 50 states, De- 
liveries are due to start early in 
1960, he added. 

The front-drive design was se- 
lected, Valode explained, because it 
eliminates all obstructions in the 
payload section, makes possible an 
absolutely level flooring that is only 
14 inches above ground level, and 
assures highly effective traction 
and pulling power regardless of 
load or road conditions. 

He said it also permits both side 
and rear loading. Mechanical units, 
both front and rear, are so de- 
signed that they can be completely 
removed for servicing in a matter 
of minutes, he added. 

The truck will be available in 
four body styles: Panel truck, 
panel truck with raised roof for 
added capacity and walkin con- 
venience, pickup truck and a 
microcar or bus seating eight 
passengers in addition to driver. 

In all versions the overall length 
is 13 feet 5% inches, width five feet 
10% inches, wheelbase 89% inches. 
Payload is approximately % of a 
ton, maximum loaded weight of the 
truck approximately 142 tons, 

The engine is derived directly 
from that long used in the Dau- 
phine, Valode said. The crankshaft 
undergoes a special hammering 
treatment to insure “sustained ef- 
fort over very long periods without 
damage,” he added. 

The engine delivers 32 horse- 


power and this, combined with a} 


four-speed gearbox, enables the 


truck to negotiate grades as steep | 


as 23.5 percent fully loaded, Valode 
said. 

At the same time, he added, it 
provides exceptional gasoline econ- 


omy—23 to 26 miles per gallon) 


under average conditions. 





for Summer Sales .. . 





Rebate Plans Mapped 
By areury, Chrysler 


By John K, Teahen Jr. 
Staff Writer 
DETROIT. — Mercury has insti- 
tuted a rebate program for dealers, 
and Chrysler Corp. has extended 
and.altered the rebate (or bonus) 
contests that expired in mid-June. 


The Mercury program is a two- 
month event that ends Aug. 31. 
The bonuses are based upon per- 
formance against a factory- 
assigned quota, and there are no 
payments until a dealer reaches 
51 percent of his quota. 


For sales between 51 and 100 per- 
cent of quota, a dealer receives 
$125 per car if (1) he reaches 100 
percent by Aug. 31, or (2) if he 
hits 60 percent of quota by July 31. 


If the dealership meets neither 
of the above requirements, the 
bonus is $75 per car for sales over 
51 percent of quota. Dealers get 
$150 per car for sales in excess of 
100 percent of quota. 

The Plymouth rebate contest con- 
sists of three “dividend levels.” The 
levels are $30, $50 and $80 per car. 
The number of cars a dealer must 
sell to reach each of the dividend 
levels is determined by the factory. 
The number varies from dealership 
to dealership. 

The program, which ends Aug. 10, 
also offers six-day vacation trips 
to Jamaica for sales managers and 
their wives. Two managers will 
earn trips in each of Plymouth’s 
five sales areas. 

The winners will be the man- 





July 20 Issue... 





Service Profits 
Both dealers and the fac- 


tories are becoming more 
service minded. They real- 
ize that owner satisfaction 
goes hand in hand with 
dealer survival. 

Last year Automotive 
News published a special 
Service Profits issue, giving 
dealers the lowdown on out- 
standing service operations 
across the nation. The issue 
was such a big hit that it 
was decided to publish a 
similar issue this year. 

The 1959 Service Profits 
section, bigger and better 
than last year, will be pub- 
lished in the July 20 edition 
of Automotive News. Watch 
for it, read it thoroughly— 
you'll be glad you did. 





Hine Loses Reserve Plea; 
GMAC Floor Plan Hiked 


WASHINGTON—The U. S. 
Supreme Court last week slammed 
the door on dealer hopes for re- 
serve-fund tax relief through judi- 
cial decision. 

The high court ordered lower tri- 
bunals to reverse judgments in 
favor of Hine Pontiac and Colonial 
Chevrolet. Both decisions were in 
keeping with the Supreme Court’s 
previous ruling that the Commis- 
sioner of Internal Revenue was cor- 
rect in levying income taxes against 
dealer reserves while such funds 
are not available to dealers. 

Hine Pontiac attorneys said a 
rehearing of the Dallas dealer’s 
case would be asked in the Su- 
preme Court, They have céntended 
that issues in their litigation dif- 
fered from those in the three test 
cases with which the Court tackled 
the reserve-tax conflict, 

Meanwhile, NADA _ spokesmen 
were silent on whether a bill would 
be pushed in Congress to outlaw 
taxation of reserve funds. Implica- 
tions of the Supreme Court’s stand 
are being studied, NADA said. 

The Supreme Court voted 7 to 1 


against the dealer position. 


NEW YORK. — General Motors 
Acceptance Corp. last week raised 
its floor-plan rate on new cars to 5 
percent, bringing its rate in line 
with those charged by its major 
competitors. 

GMAC said the boost was made 
necessary by increases in the cost 
of money the company obtains 
from *banks and in the commercial- 
paper market. 

The company had been charg- 
ing 4% percent for new-car floor 
planning since February. The in- 
crease of one-half percentage 
point was also applied to money 
advanced to dealers to carry used 
cars and demonstrators. The 
used-car rate became 6 percent 
on July 1 and the demonstrator 
rate went to 5% percent. 

Universal CIT, Commercial Credit 
and Associates increased their new- 
car floor plan rates by one-half 
percentage point in June. 

GMAC said the higher rates an- 
nounced last week will apply to 
floor-plan transactions on and after 
July 1. Cars in stock before the 
effective date will continue to carry 
the old floor-plan rates. 


ager whose dealership sells the 
most new Plymouths during the 
contest and the manager whose 

dealership achieves the highest 

percentage of accomplishment in 
relation to the first dividend level 
assigned by the factory. 

The Dodge contest, which also 
ends Aug. 10, is similar to the 
Plymouth setup, but there are no 
prizes for sales managers. The divi- 
dent levels in the Dodge event are 
$50, $90 and $125 per car. 

The Chrysler and DeSoto pro- 
grams will continue until the end 
of the model year. 

Each Chrysler dealer was told 
what the factory considered his 


i a tl oh Me tc aes elt Sa 
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“fair share” of production for the ete anr 


rest of the model year, This was 
broken down into a certain num- 
ber of units of each series and body 
style, depending upon the dealer’s 
previous performance. 

If a dealer orders those cars by 
June 30, he will receive a bonus of 
$100 for each Chrysler he sells from 
June 21 until the introduction of 
the 1960 models. 

DeSoto’s contest is an extension 
of one which ran from Apr. 11 to 
June 20, Payments still are based 
on quotas assigned in April. 

(In other words, if a dealer was 
assigned a quota of 60 cars for 
Apr. 11 to June 20, his quota is 
still 60 cars for Apr. 11 to the 
end of the model year.) 

Dealers receive $50 per car for 
sales between 50 and 100 percent 
of quota and $75 per car for sales 
from 101 to 150 percent, The re- 
bate is $100 per car from 151 to 
200 percent of quota and $175 per 
car if a dealer tops 200 percent 
of the quota he was assigned last 
April. 

In addition to the above contests, 
Imperial, Studebaker, Mercury, 
Edsel and Lincoln have incentive 
programs in effect, All offer mer- 
chandise prizes for salesmen and 


some include vacation trips for} 


dealers and managers. The M-E-L 
events end Friday (July 10). 

Seven incentive programs con- 
cluded June 30. They were staged 
by Ford, Chevrolet, Plymouth, 
Rambler, Oldsmobile, Dodge truck 
and Buick. The Buick contest of- 
fered rebates to dealers; the others 
were of the merchandise and vaca- 
tion-trip variety. 


Excise Extended 
For Another Year 


House Strips Away 
Relief Provisions 


WASHINGTON.—Excises on new 
cars, parts and accessories were 
extended for another year under a 
tax bill signed by President Eisen- 
hower last week. 

A House-Senate conference 
committee, with the House 
swinging the sharpest ax, strip- 
ped the measure of most of the 
relief provisions adopted earlier 
by the Senate. 


It was estimated the cuts pro-— 


posed by the upper house would 
have cost the U. S. about $3 billion 
in revenue in the next fiscal year. 


Earlier, the Senate turned down 
President Eisenhower’s request for 
a 1%-cent boost in the gasoline tax 
to finance the interstate highway 
program, 

The upper house also rejected a 
proposal by Senator Albert Gore, 
Tennessee Democrat, to earmark 
about $1 billion of other highway 
one yearly to the Highway Trust 

und. 


His suggestion would have 
taken part or all of the excises 
en cars, trucks, parts and lubri- 
cating oil, which now go into 
general Treasury revenues. 

The tax bill, which extended 
Korean War “emergency” meas- 
ures, provides for elimination of the 
10 percent Federal tax on local 
phone service next June 30, and a 
cut from 10 to 5 percent at that 
time in the levy on airline, train 
and long-distance bus tickets. 
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Michigan Dealers Elect— 


: New officers of the Michigan Automobile Dealers Assn., elected at the group's 
the costs annual meeting in Port Huron, Mich., ore, standing, from left, Arnold Klett (Cadillac), 


Detroit, first vice-president; Bud Kouts (Chevrolet), Lansing, president; Robert Cooper 


(Dodge), 
treasurer. 


Kalamazoo, outgoing president, and Howard Cook (Chevrolet), 
Second row: Group vice-presidents Harold Rockwell (Oldsmobile), Grand 


Lansing, 


Rapids; E. H. Gilbert (Ford), River Rouge; Charles Barrett (Buick-Rambler), Port Huron, 


and Harold Labyak (Ford-Mercury), Ontonagon. 


Third row: Herb Estes (Ford), Ann 


Arbor, convention chairman; Paul Chapman (Pontiac-Cadillac), Ypsilanti, group vice- 
president; Boyce Tope, executive vice-president, Detroit Auto Dealers Assn.; Gilbert 
L. Haley, MADA executive vice-president, and Al Edwards (Lincoln-Mercury), Lansing, 


assistant treasurer. 


NADA, Factory T. ruck Men 
Study Proposed Brake Law 


By Jack Weed 
Truck Editor 

DETROIT.—The proposed Penn- 
sylvania truck-brake specification 
regulation came up for consider- 
able discussion before the combined 
meeting of the NADA Truck Com- 
mittee and the truck sales man- 
agers of the various truck manu- 
facturers here. 

John King, secretary of the 
motor truck committee of the 
Automobile Manufacturers Assn., 
told the committee and the in- 
vited truck sales managers how 
the industry was approaching the 
problem of trying to establish 
standards for a safe brake law 
that the industry could live with. 
This was the first meeting of the 


-NADA Truck Committee with the 


truck sales managers of the fac- 
tories and several topics of mutual 
interest were uncovered. 

Included among these, in addition 
to the proposed Pennsylvania reg- 
ulation, were the attitude of the 
major finance companies regard- 
ing used-truck paper, how to im- 
prove truck merchandising and 
Service, the distribution of heavy- 
duty trucks of two-ton-and-over 
capacity, the need for more uni- 
formity of cab-to-axle dimensions 
and a drive to clean up retail truck 
advertising. 

Discussed in the closed session 
of the NADA committee before 
the factory men came in was the 
proposed truck session to be held 
at the next NADA convention. 
Considerable dissagreement was 
expressed with both the time ten- 
tatively set for the session and 
the format of the session. 

Meeting with the committee were 
Herman Sattler, assistant general 
Sales manager for trucks, and Har- 
old Anderson, assistant manager, 
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commercial and truck sales, Chev- 
rolet; W. C. Hamway, truck sales 
manager, and Ralph W. VanDer- 
mart, truck sales engineer, Dodge; 
David W. Lee, truck planning man- 
ager, Charles J. Seyferth, dealer re- 
lations manager, Don F. Ball, man- 
ager, heavy-duty truck sales, and 
W. J. Cooper, general sales man- 
ager, Ford; Duanne Kuntz, assist- 
ant sales manager, International 
Harvester; Carl Bruestle, manager 
of sales planning, Willys; W. L. 
VandeWater, assistant to the gen- 


eral manager, and E. F. Burnham, | 


organization manager, GMC; Noah 
Gresham, vice-president of whole- 





Finlay Vacations 
Editorial Director Robert M. 
Finlay, author of the weekly 
Dealer Forum column, is on 
vacation. 





sale operations, White, and W. H. 
Fetridge, director of sales, Dia- 
mond T. 

Invited to sit in on the meet- 
ing were Ed Sahli, chairman of 
the NADA Truck Committee last 
year; Ed Parkinson, assistant 
manager of the Pennsylvania 
dealers association; Ray Sulli- 
van, editor, NADA Magazine; 
Everett Lawrence, manager of 
the NADA guide book; Al Long 
(Ford), NADA director from the 
Detroit metropolitan area; Boyce 
Tope, executive vice-president, 
Detroit Auto Dealers Assn., and 
King. 

The members of the committee 
are W. M. McCune (Ford), Kittan- 

ing, Pa., chairman; Dave Holmes 
(Ford), Battle Creek, Mich., vice- 
chairman; Millar White (GMC) 
Oklahoma City; Jerry Valient (Har- 
vester), Salisbury, Md.; R. W. 
Peterson (White), Shreveport, La., 
Gilbert Haley, executive vice-presi- 
dent, Michigan Automobile Deal- 
ers Assn. (ATAM), and LeRoy J. 
Smith, truck committee secretary 
for NADA. 


Sticker Suspect 
Pleads Bankruptcy 


PHOENIX, Ariz.—Gary. Daymus, 
an imported-car dealer, has asked 
Federal Court to declare his firm 
bankrupt. He said he owes $106,530 
and has assets of only $11,235. 

Daymus and his wife have been 
doing business as International Mo- 
tor Plaza, Ltd., in nearby Scotts- 
dale. 

Daymus was one of four im- 
ported-car sellers in the Phoenix 
area who were charged earlier this 
year with removing price stickers 
from new cars. Two pleaded guilty 
and were fined $1 each, and a third 
is awaiting trial. Daymus has not 
yet been arraigned on the charge. 


| determined by adding to the total 
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Oakland Wages Tied to ‘Par’... 


New Salesmen’s Pact 


By Frank Gawronski 
Staff Writer 
| Sched members of the Eastbay 

Motor Car Dealers Assn. have 
signed a contract covering auto 
salesmen in the Oakland, Calif., 
area, 

According to Ed Slusser, associa- 
tion secretary-manager, the one- 

year contract was 
signed with the Au- 
tomobile Salesmen’s 
Union, Local 1095. 
There are two ma- 
jor changes in the 
new contract. Both deal with re- 
muneration. , 

Plan A calls for an increase in 
the salesmen’s monthly guarantee 
from $300 to $400 with a three- 
month wipe-off period. 

The other contract change in- 
troduces a second plan for com- 
puting salesmen’s commissions. 
Called Plan B, it is designed to 
encourage salesmen to try for 
better deals. 

Under Plan B the commission on | 
a car is tied to a “par” deal, with 
the salesman sharing in the profit 
if the deal is above par and sacri- 
ficing part of his commission if it 

goes below. 

A par transaction, according to 
the contract, shall be computed and 


dealer cost a sum equal to 8% 
percent of the posted selling price. 
The employe’s commission for a 
par transaction shall be computed 
in an amount equal to 4% percent 
of the posted selling price, the con- 


tract says. 
In all sales transactions in which 


Moore Flays U. S. 


For ‘Persecution’ 


Price-Fix Probe Hit 
At Ohio Convention 


By Ernest L. Arms 
Staff Correspondent 


COLUMBUS, O.—The U. §S. At- 








torney General’s price-fix investi- 
gations are “not honest prosecu- 
tions, they are persecutions,” James 
C. Moore, NADA executive vice- 
president told the Ohio Automobile 
Dealer Assn. 

Calling the inquiries “contrary to 
the President’s recommendations,” 
Moore said: 

“People in gov- 
ernment tell us 
how important we 
are, how dedi- 
cated they are to 
our well-being 
and welfare ... 
but all we're get- 
ting is lip serv- 
ice.” 

The OADA ses- 
sion drew the 
largest attend- 
ance in five years. Members of the 
Legislature were guests at the an- 
nual banquet for the first time in 
the association’s history. 

Moore accused the Attorney Gen- 
eral and his underlings of “substi- 
tuting their own judgment for that 
of the President.” 

He referred to rampant boot- 
legging two years ago which he 
said led NADA to “take the 
problem to the Department of 
Justice for advice on action 
which could be taken collectively.” 
Receiving no satisfaction, he said, 

“we were compelled to take our 
problem to Congress. The result 
was the Good Faith Act. 

“The President said the industry 
was beset by grave problems, but 
did not believe this was the full 
answer to our problem. So he di- 
rected studies to determine reasons 
for our problems. 

“Were the studies conducted? 
Was additional legislation recom- 
mended? Certainly not. Instead, 
grand juries were convened to find 
out whether dealers had sat around 
the table and made illegal agree- 
ments. 

“Dealers were charged with 
fixing prices of new cars. There 
is no such thing as a fixed price. 
This is a trading business, and as 

(Continued on Page 4, Col. 5) 


James C. Moore 


the difference between the total 
dealer cost and posted selling price 
is greater than the par transaction, 
the commission shall be an amount 
computed at 4% percent of the 
posted price, plus 25 percent of the 
total amount by which the actual 
sales price exceeds the par trans- 
action, according to the contract. 
* * + 


Dealer Has Option 


[= DEALS less than the par 
transaction, 

shall be 50 percent of the difference 
remaining between the total dealer 
cost and the actual sale price, pro- 
vided, however, that in no instance 
shall the commission be less than 


$50 for each vehicle sold, the con-| 


tract says. 

Under the second plan, called 
Plan A, commissions on new ve- 
hicles shall not be less than 4% 


the commission | 






percent of the retail delivery 
price, excluding state and city 
sales taxes, state license fee and 
license, but including all factory 

installed accessories, the contract 
says. 

The dealer has an option on 
whether to employ Plan A or Plan 
B 

In addition to commissions under 
both plans, all regular salesmen are 
to receive commissions on “house 
| deals.” 
| Under terms of the contract, the 
| dealer totals commissions on all 
house deals made during a calendar 
| month and divides the total amount 
|equally among all regular sales- 
men. 

Exempt from the house-deal com- 
|missions are the first four house 
deals during the calendar month, 


sales to the State of California, 
(Continued on Page 45, Col, 1) 





Dealers, State Aide Hail 
Iowa Sunday-Sales Ban 


By Fred M. Lazell 
Staff Correspondent 

DES MOINES.—Iowa’s new law 
prohibiting the sale of new or used 
motor vehicles on Sunday went into 
effect July 5 with praise from 
dealers and Public Safety Com- 
missioner Russell I. Brown, who is 
charged with its enforcement. 


Compliance with the new stat- 
ute was reported as good, 

Brown said the law “will aid the 
Public Safety Department in en- 
forcing existing laws against the 
sale of unsafe vehicles, the im- 
proper transfer of title and undis- 
closed sales terms under the re- 


| cently passed auto-finance law.” 


Alfred W. Kahl, Des Moines, ex- 
ecutive vice-president of the Iowa 
Automobile Dealers Assn., which 
sponsored and pushed the Sunday- 





8 Employes Sue 
Estate of Dealer 


SAN JOSE, Calif—Eight em- 
ployes of a former San Jose dealer 
are suing his estate for $100,000 each 
because they were left out of his 
will. The dealer, Robert F. Benson, 
left almost all of his $2 million es- 
tate to Catholic institutions and 
charity. 


The employes claimed they pass- 
ed up better paying jobs because 
Benson promised they would share 
in the proceeds when he sold the 
dealership, He retired in 1955 but, 
because of legal difficulties, the suit 
claims, could not give them their 
purported shares, 

Instead, they alleged, Benson said 


he would give them equal shares | 


of the sale price in his will. He died 
last November. 


On the House. . 


car market and 


“Do everything 
every remaining 





Wemhoff mark from the 


sales ban through the Legislature, 
said: 

“We do not anticipate much 
trouble in enforcement of the 
new statute. In addition to their 
more well-known benefits, such 
laws are recognized by many 
economic experts as tending to 
combat inflationary trends 
through reduction of overhead 
costs.” 

Violation of the Sunday-sales ban 
is punishable as a misdemeanor 
($100 fine) or by suspension or 
revocation of the dealer’s license. 


District Meetings 
Set for Dealers, 


Employes in Iowa 


DES MOINES.—R. E. Bickel- 
haupt (Studebaker), Clinton, presi- 
dent of the Iowa Automobile Deal- 
ers Assn. has announced a series of 
nine district meetings for dealers 
and dealer personnel. 

The meetings are to be completed 
before the fall showings of 1960 
models, he said, and will be similar 
to those held last year. 

Among the topics will be im- 
provement of dealer relations with 
the public through improved serv- 
ice work and contacts, preparation 
of company financial statements, 
and sales promotion. 
| The schedule follows: 

Aug. 24, Veterans Club, Clear 
Lake; Aug. 27, Cobblestone. Inn, 
| Storm Lake; Sept. 2, Mayflower 
Hotel, Iowa City; Sept. 3, American 
Legion Club, Dubuque; Sept. 8, 
Country Club, Atlantic; Sept. 11, 
The New Inn, Lake Okoboji; Sept. 
| 14, Elks Club, Waterloo; Sept. 16, 
Fort Des Moines Hotel, Des 
Moines; Sept. 17, Country Club, 
Ottumwa, 








Now that July 4 is past, it’s time dealers adjust 
their used-car practices to the forthcoming small- 
car year. As the Wisconsin dealer association points 
out, July 4 usually marks the downturn in the used- 


your higher-priced units will face 


extra competition from the smaller cars this fall. 


possible to stay in the black for 
month of this year and don't let 


factory sales appeals make you carry the factories’ 
production gamble,” says the WATA... 

Starting its 27th year, the North Dakota associ- 
ation hopes to raise its membership over the 400 


present 387 ... Ed Aschbacher 


was reelected and Bob Hunt elected directors of Buffalo dealer 
group ... 85 Kentucky dealers filled out NADA business-manage- 
ment forms during the first quarter, 29 percent above national 


average .. 


. Van Gates (Chevrolet dealer) has been reelected head 


of the Committee of 100 in South Bend... 


Missouri and Kansas dealers will hold joint convention next May 
5-6 in Kansas City, following success of joint Missouri-Illinois parley 


this year ... E. R. Hopper, Boise 
named by Gov. Smylie to serve as 
missioner. 1 





DeSoto-Plymouth dealer, has been 
Idaho state law enforcement com- 


—Perte Wemuorr, Editor, 
Automotive News 
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ed Summer Shapes Up... 





Sales Outlook Clouded 
As Cleanup Begins 


(Continued from Page 1) 


favor is that car production is be- 
ginning to taper off. 

Four-day work weeks have be- 
come the vogue in the assembly 
plants and roughly a half-dozen 
makes will have completed ’59- 
model output by the end of this 
month. 

Inventory is still the big ogre. 
The new-car stockpile, at a record 
high June 1, was trimmed very 
little—if at all—last month despite 
surprisingly high retail deliveries. 

Ending of key sales-incentives 
campaigns will doubtless be reflect- 
ed in July sales figures, Some con- 
tests, however, have already been 
renewed for the cleanup season. 

Some market analysts believe 
June sales were inflated by the rash 
of factory contests, and that some 
portion of last month’s deals were 
“stolen” from July. 

* * @# 

ELLING in the summer months 

will be made no easier by re- 

duction in trading margins. Partly 
because of the type of prospect en- 
countered in the cleanup period and 
partly because of dealer fears about 
overloading on used-car stocks, 
profits have been sloping back to- 
ward zero, Furthermore, big inven- 
tories traditionally tend to squeeze 
retail profits. 

Summer buyers have long cher- 
ished rather austere transporta- 
tion, but the “cheapies” were 
snapped up early this year, leav- 
ing inventories oversupplied with 
heavily equipped, top-drawer 
models. 

It will be tougher than usual this 


GM Appoints 
Overseas Chief 


DETROIT.—Elis S. Hoglund has 
been appointed general manager of 
the General Motors Overseas Op- 
erations division, succeeding Ed- 
ward Riley, who has retired. 


Hoglund has been assistant gen- 





7 fe 
E. 8. Hoglund Edward Riley 


eral manager of overseas opera- 
tions since May, 1947, and a GM 
vice-president since October, 1949. 


Riley served more than 36 years 
with GM’s foreign operations, the 
last 18 years of which were spent 
as general manager. He was a vice- 
president of GM since March, 1942. 
Many of the company’s present 
overseas manufacturing facilities 
were instituted and expanded under 
Riley’s direction. 


One for the Road 


MINNEAPOLIS.—A sign blink- 
ing above a used-car lot on Lake 
Street (automobile row), reads: 
“Before leaving, how about one for 
the road?” 


Late Report... 


year for salesmen to move these 
out of stock. 
* * * 

_ real enigma lies in the steel 

industry. Postponement last 
week of the strike deadline has 
taken some of the urgency out of 
the new-car market, observers say, 
and there have been reports that a 
strike may be-averted altogether. 

One school of thought in the 

industry has held that the mak- 
ers have been stockpiling stcel 
all spring in anticipation of a 
strike, This “stockpiled” steel, 
they say, is not in the form of 
coils in the warehouse, but in the 
form of finished automobiles in 
dealer hands. 

“Don’t quote me,” a Michigan 
dealer said last week, “but a steel 
strike could be the best thing that 
happened to me fhis, year.” 

om 





Ford to Produce the 'MUTT'— 


The Army has awarded Ford Motor Co. a production order for the first units of the 


newly designed %4-ton passenger and cargo carrying vehicle, shown above. 


Desig- 


nated the M-151 and nicknamed by Ford as the “MUTT” (Military Utility Tactical 
Truck), the vehicle will succeed the Jeep as the Army's standard tactical and 
reconnaissance vehicle. Competitive proposals from several firms were considered by 


the Army. The lowest production price 
designed and engineered the vehicle. 


was submitted by Ford which also had 


The vehicle will be assembled at Ford's 


Livona (Mich.) automatic transmission plant. 


Dealer Ads Reveal Blitz Tinge 


By John K, Teahen dr. 
Staff Writer 

EALERS are running out of 
time in the ’59 model season, 
but they’re not running out of cars. 
Only about 90 days remain in 
the model year, but the new-car 
stockpile still contains upwards of 
900,000 units. Dealer advertising, 
consequently, is reflecting a con- 
certed effort to get out from under. 


Some of the ads attempt to 
disguise the overstock condition 
through “anniversary” or “quota- 
maintenance” sales. Others blame 
it on “mistakes” in ordering cars. 


In Portsmouth, Va., Davenport- 
Lewis Chevrolet admitted: “We've 
got new Chevys running out of our 
ears. We must sell 153 by July 4.” 

Hine Pontiac, Dallas, mentioned 
that “260 cars must be sold” a 
mid-June date, and O’Daniel Mo- 
tors (Dodge-Plymouth), Louisville, 
declared: “We won’t be caught by 
a high inventory. These 100 cars 
will be sold.” 

*” * * 
tar FORD, Hattiesburg, Miss., 
had 54 new cars to sell at “big- 
gest bargain prices in history,” and 
Yingling Chevrolet, Wichita, head- 
lined an “overstocked sale” with 
more than 250 cars to choose from. 

Pendergrass Chevrolet, Louisville, 
had an inventory problem that 
many dealers would like to share. 
“We've got too many ’59 Bis- 
caynes,” the firm said. It wanted 
to sell 43 of them during a four- 
day period “to balance our inven- 
tory.” 

With a reasonably straight face, 
Hull-Dobbs Ford, Cincinnati, de- 
clared that two staff members had 
placed the company’s monthly new- 
car order without telling each 
other. 

“Now we have 166 new Fords 
in stock and 140 more coming,” 
Hull-Dobbs said. “Our only solu- 
tion . . . Sell ’em at some figure.” 

* * * 

GWaeDeon FORD, Milwaukee, 

said it would sell 44 new Fords 
“regardless of profit” in conjunction 
with its 44th anniversary, while 
Phillips Motors, Phoenix, Ariz., was 
“determined to sell 93 new Ram- 
blers at cost and below cost to meet 
our quota.” 

“Our future allotments of Ram- 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week declined $6 to $1,056, according to Automotive News’ 


index. 


With the exception of ’52s, which rose one dollar, every model 
on the index was down from the previous week’s price. Losses 
amounted to $2 on ’56s, $5 on ’55s and ’54s, $6 on ’53s, $8 on ’59s 


and ’57s and $14 on ’58s. 
At a group of representative 


auctions last week, the average 


consignment stood at the year’s high of 287.7 units, compared 
with 255.9 units a week earlier. The sales ratio was 69.1 percent, 
compared with 68.3 percent the previous week. 


Auction reports begin on Page 34. 





blers are based on quota,” Phillips 
said. “We are determined to sell at 
least 93 Ramblers (by July 1) to 
be assured of receiving adequate 
shipments from the factory for 
the remainder of the year.” 


Elsewhere in auto advertising, 
Lipman Motors (Rambler), Hart- 
ford, Conn., observed its 14th an- 
niversary by offering new-car 
buyers “free service for a year or 
25,000 miles, including all parts 
and labor.” 

Among the free items in Lip- 
man’s offer were lubrications, oil 
changes, wheel alignment, battery, 
spark plugs, radio repairs, fall and 
spring tuneups, winterizing and 
antifreeze and brake and steering 
adjustments. 

* * a 
ts boees FORD, Louisville, 
invited visitors to “crack our 
safe and win a new Ford.” The 
dealership furnished the first two 
numbers of the four-number com- 
bination. 

In Milwaukee, Humphrey Chev- 
rolet staged a sale to celebrate 
the production of the four-mil- 
lionth car at Chevrolet’s Janes- 
ville (Wis.) plant. The milestone 
unit was displayed at the dealer- 
ship. 

It was a “trade for anything” sale 
at Perkins Plymouth, Louisville. 
“Fantastic allowances” were offer- 
ed on “chickens, horses, rings, 
watches, radios ... golf clubs, 
stoves, refrigerators, money and all 
kinds of automobiles.” 

* * x 


F SENATOR MIKE MON- 

RONEY spotted an ad inserted 
by Rhodes-Holland Chevrolet, 
Charleston, W. Va., he probably 
turned pale at the firm’s misinter- 
pretation of his price-sticker law. 

Rhodes-Holland advertised: 
“Every car in stock priced far be- 
low Government retail price.” 

There is, of course, no such 
thing as a “Government retail 
price.” The price sticker carries 
only the manufacturer’s suggest- 
ed retail figure. 

Broadway Motors, Oakland, 
Calif., offered 1960 Fords for $198. 
The dealership said purchasers of 
59 Fords could return in nine to 
12 months “and pick up the exact 


Time-Sales Bill 
Killed in Illinois 


SPRINGFIELD, Ill.—A finance 
bill regulating installment sales of 
motor cars has been killed by a 
Senate committee. The measure 
was supported by the Chicago 
Automobile Trade Assn. and the 
Illinois Automotive Trade Assn. 

The committee also tabled a com- 
panion bill to exclude motor ve- 
hicles from the present Installment 
Sales Act. 

A CATA spokesman said “the 
present act gives little or no pro- 
tection to the car buyer from 
being gouged with exorbitant in- 
terest charges by the unscrupulous 
dealer and finance company.” 


1960 model, including the same ex- 
tras, for $198.” 

In the price arena, Ourisman- 
Mandell Chevrolet, Washington, of- 
fered a ’59 model for $1,795, and 
Norton Studebaker, Oklahoma City, 
tagged a Lark Deluxe two-door 
sedan at $1,787. 

A Ford dealer in a small town 
in Arkansas wrote Automotive 
News to complain about an ad 
inserted by a competitor in a 
metropolitan area, 

The big-city dealer offered a 
Ford V-8 Custom 300 two-door for 
$1,995 and a half-ton pickup for 
$1,598. 

The small-town operator wrote: 
“Both the Custom 300 and the pick- 
up cost us more than that, and 
when we say ‘cost,’ we mean fac- 
tory cost to us.” 


-|Moore Flays U.S. 


For ‘Persecution’ 


Price-Fix Probe Hit 
At Ohio Convention 


(Continued from Page 3) 


long as it is, competition will be 
the byword. 

“So we have dealers branded 
as criminals. Why? Because an ad- 
ministrator decided, contrary to the 
President’s recommendations, to 
substitute his own judgment for 
that of the Chief Executive. 

“Dealers in Washington and New 
York decided not to fight the 
charges and paid fines. San Fran- 
cisco dealers were found guilty by 
the district court. NADA is putting 
money into appeals, and we'll do 
the same in other cases. 

Moore also referred to false and 
misleading advertising, 
“unless dealers correct our own 
situation the long arm of the FTC 
(Federal Trade Commission) is 
going to dictate what you can or 
cannot put in your ads.” 

OADA members elected nine 
new trustees and reelected 10 
others to two-year terms. Newly 
elected were Robert Williams, 
Milford; T. D. Peffley, Dayton; 
Thomas W. Conner, Lima; D. 
Nelson Banham, Toledo; Clarence 
Fresch, Sandusky; J. R. White, 
Lancaster; Dale Abbott, Cam- 
bridge; Burton W. Greenwald, 
Barberton, and Pat Carlozzi, 
Kent. 

Reelected were W. J. Sander, 
Cincinnati; Glenn C. Teegardin, 
Troy; M. R. Purdy, Van Wert; Wil- 
liam F. McCoy, Wilmington; Carl 
E. Danner, Marion; Cliff Dunn, 
Curtice; W.C. Ingram sr., Mans- 
field; Mike Turk, East Liverpool; 
L. F. Donnell, Youngstown, and 
James S. Cole, Warren. 

OADA officers, elected last fall, 
will continue in office until next 
spring since the association is 
changing from a fall to a spring 
convention. 





New Headlamp Increases 
Visibility on Low Beam 


(Continued from Page 1) 


tance on the low beam. It offers 
better light distribution, improved 
illumination of the right side of 
the roadway and deeper penetra- 
tion of fog and rain. 

Known as the Seven-Inch Type 
Two Headlamp, it is an advanced 
sealed-beam unit and approximates 
low beam advantages of the dual 
headlamp system in use on many 
vehicles since 1957. 

* + ” 
HE “seven-inch” designation of 
the new lamp refers to the di- 
ameter of the unit. Dual headlamp 
units are 5% inches in diameter. 

Headlamp manufacturers have 
indicated they plan to change all 
seven-inch lamp production to 
the new Type Two model, It is 
estimated that 90 percent of all 
motor vehicles on the road in the 
U. S. now are equipped with 
seven-inch units, 

The engineering and inspection 
committee of AAMVA approved the 
new lamps following demonstra- 
tions by the AMA at a Detroit 
proving ground last month. 

“With the use of the high beam 
on the highway limited by increas- 
ing traffic volumes, improved visi- 
bility provided by the low beam 
will make nighttime driving both 
easier and safer,” AMA officials de- 
clared. Surveys indicate that 75 
percent or more of night driving 
is done with headlamps on low 
beam, 

+ * * 
vex new lamps require no in- 
crease in wattage and are 
completely interchangeable, both 
electrically and physically, with the 
older type of seven-inch sealed 
beam units. As in all headlamps 
produced in the U. S. and Canada 
since 1956, the Type Two lamps are 
designed for simple mechanical 
aiming. 
Aiming procedure for the new 
lamp is the same as for low 
beams of dual lights, 


An instructional pamphlet, “Aim- 
ing the Seven-Inch Type Two 
Headlamp,” has been prepared by 
the AMA for dealers, automotive 
service personnel, public officials 
and others concerned with auto- 
motive headlighting. It is available 
without charge, from the AMA, 320 
New Center Bidg., Detroit 2. 


* * * 


LOWER BEAM IMPROVEMENTS 


1955—IMPROVED SEALED BEAM 


1959-7" TYPE 2 SEALED BEAM 


Better Low Beam— 


With 75 percent or more of night driv- 
ing being done on low beams, lamp and 
motor vehicle manufactyrers continue im- 
provements in low beam headlighting. 
The latest advance is the Seven-Inch Type 
2 Headlamp, announced last week. It is 
said to provide greater driver seeing dis- 
tance through better light distribution, 
improved illumination of the right side of 
the roadway and deeper penetration of 
fog and rain. Approximating low beam 
advantages of the dual headlighting sys- 
tem, the new lamp will serve as original 
or replacement equipment. 
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NSUw PRINZ IS A SUCCESS! 


THE ONLY CAR UNDER *1500 WITH: 


SUCCESS ATTRACTS TOP DEAL 
QUALITY DEALERS ARE SCARCE! 


FADEX COMMERCIAL CORPORATION: EXCLUSIVE UNITED STATES IMPORTERS OF NSU PRINZ / NSU SPORT PRINZ / BMW ISETTA 300 / BMW 600 / BMW 502 / BMW 503 / BMW 507 
EXECUTIVE OFFICES: 487 PARK AVENUE, NEW YORK 22, PLAZA1-7200 DEPT. A* NEW YORK SPARE PARTS CENTER: 421 £.9]ST STREET, NEW YORK 28, TRAFALGAR 6-7010 
WESTERN DISTRICT OFFICE AND PARTS CENTER: 319 VAN NORMAN ROAD, P.O. BOX 442, MONTEBELLO, CALIFORNIA, RAYMOND 3-3148 
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The Man Behind the Wheel .. . 





Sales Testing the Oldsmobile 88 


By L. H. Houck 
Travelling Correspondent 
I HAVE just put an Oldsmobile 
88 through what I believe was 
the most exhaustive road test ever 
given an auto on 
factory—3,230 miles ranging from 


sea level to 11,000-foot mountain} 
in dense city} 
traffic, temperatures ranging from} 


passes, 670 miles 


55 to 110 degrees, grades up to 8} 


percent and speeds up to 80 m.p.h. 
There wasn’t a rattle or a loose 
knob and no service of any kind 


was required, It was a perfect | 


performance. 
Of the total, 2,560 miles were 
rolled up in seven days, which| 


meant before-dawn starts in some 
cases and night driving on others 
to reach destinations. 

The weather was such that early 
mornings often required heater 
operation and midday temperatures 


ealled for ‘the air conditioner.—| 


These two accessories operate per- 
fectly with one push-button. 


* * * 


‘Superlative Performance’ 


oe test proved the ’59 Olds- 
mobile is a remarkable 
from every standpoint with super- 
lative performance. 

The test car was picked off the 
assembly line in Kansas City and 
went to Greenlease-O’Neill Olds- 
mobile Co., Kansas City, for 
make-ready. 

Cars are made for travel, whether 
it is from home to the supermarket 
or coast-to-coast, and the important 
thing about this Oldsmobile was 
that it travelled just the same 
whether over mountain passes or 
in dense city traffic. 

After putting on 670 miles in 
traffic in Kansas City, St. Louis 
and a few smaller places, I soon 
discovered I was testing a remark- 
able car. 

The main trip started from Jef- 
ferson City, Mo., at 4 am. We 
headed west across Kansas in good 
wheat-harvesting weather of 90 to 
100 degrees. 

” 


* * 


570 Miles to First Stop 


| gored night stop was at Garden 
City, Kans., a speedometer 
mileage of 570 miles. The next day 
we entered Colorado, with stops 
in Pueblo and then on to Durango. 
We went over Wolf Creek Pass 
at 10,850 feet above sea level, with 
Sheep Mountain of the San Juan 
range on the right at 12,374 feet. 
This is a famous ski center and 
there was still plenty of snow 
around. 

Of course, with the new wider 
roads through the mountains, all 
cars use the highways and all 
cars in fair condition can make 
it. It’s not a feat, by any means, 
but some cars make it better 
than others. 

When you drive a car above 
10,000 feet with standard factory 
equipment and tuneup, you'll find 





loan from a| 


car | 


| that the thin air of the high alti- 
| tudes cuts down your power. 

It cut down the power of the 
88, but not enough to cause the 
Hydra-Matic to shift down. Nearing 
the summit of the peak I wondered 
what I had left under my throttle 
foot, and so I pushed down the 
rest of the way and had the sur- 
prise of my life to feel another 
| surge of power. 

I watched for danger signals on 
|the instrument panel. There were 
|none after or during the climb.— 
|This meant the car did not heat 
up, the generator did not fail to 
charge, the oil pressure did not 
drop. When you need all you’ve 
got to watch the curves on moun- 
| tain roads, and look for opportuni- 
ties to shoot around slow-moving 
| trucks, you'll learn to appreciate 
a dash you don’t have to watch 


except for danger signals. 
oe * ok 


|No Brake Fade in Descent 


= down mountain grades 
can be more dangerous than 


Car Tested: 
OLDSMOBILE 


Model: Dynamic 88, four-door 
sedan, 

Engine: OHV V-8, hydraulic 
valve lifters. Bore, four inches; 
stroke, 3 11/16 inches; piston 
displacement, 371 cubic inches; 
compression ratio, 9.75-to-1; 
horsepower at 4600 r.p.m., 270; 
maximum torque, 390 foot 
pounds at 2400 r.p.m. Five main 
bearings. 

Transmission: Jetaway Hydra- 
Matic, Quadrant indicator pat- 
tern: PNDSLR, Park, Neutral, 
Drive, Super range, Low, Re- 
verse. Super is used when super 
performance is required, hill 
climbing, increased acceleration 
in traffic, engine braking down 
hill. Lever can be moved be- 
tween D and S at will under all 
operating conditions. Low is 
gear for descending extra steep 
grades, or exceptionally heavy 
pulling through sand or mud. 

Accessories: Power steering, 
power brakes, heater, air condi- 
tioner, radio, electric clock, safe- 
ty sentinel, windshield washer, 
deluxe wheel discs, which snap 
out for airing tires. 

Dimensions: Wheelbase, 123 
inches; overall length, 218.4 
inches; overall width, 80.8 inches; 
overall height, 56 inches. 

Capacities: Gas tank, 20 gal- 
lons; crankcase, four quarts; 
cooling system with heater, 21 
quarts. 

Curb weight, four door sedan 
with Hydra-matic, 4,396 pounds. 

Rear-axle ratio, Hydra-Matic, 
3.0721. 

Tires: U. S. Royal Safety 8, 





9.00 by 14. 





Dodge Salesman Wins Award— 


Top Dodge truck salesman in the nation is Robert Chaplin, second from left, of 
S. H. Grossman, Inc., Newark, N. J., shown receiving the annual award of the Dodge 


truck-a-month club at a special ceremony 


held at the Dodge regional office in New 


York. Runner up was Leon Kessler, second from right. Looking on is Jack Friday, 
left, Dodge regional sales manager, and Maurice Robbins, regional truck manager. 











going up. Here the power brakes 
came into play. Most of the down- 
hill miles, some 50 miles or more, 


were made at a little better than| = 


average road speeds which made 


braking necessary on some of the}? 


short curves. 

There was the solid brake feel 
and the abrupt check of speed. 
I purposely let the brakes warm 
up good to see if they would 
fade. There was no brake fade. 

This was a good place to try 
the S slot on the Hydra-Matic 
transmission, which is a low gear 
designed for braking, and it worked 
fine. 

Before 
brakes, 


leaving the subject of 


scoop brake design” to reduce fad- 
ing and save wear on linings. New 


flanges on four wheels “scoop” in| 


the air to keep those brakes cool 
under trying conditions. 

Gasoline mileage? When you 
switch the key to start the warm- 
up engine‘of an 88 with the Econ- 


o-way two-barrel carburetor, with| 


which this Rocket engine was 
equipped, producing 270 h.p., it 
revs up on high idle for just a 
second and then slows down to 
normal idle speeds. 

This split-choke system helps 
with gasoline economy, The best 
way I can figure without scientific 
instruments is to check the miles 
on the speedometer and fill the 
tank, and with that check more 
than 10 different times I got 17 
miles to the gallon, up hill and 
down, in mixed town and country 
driving. 


oe * 


Averaged Near 70 


I DIDN’T spare the horses much 
on this trip. My highway cruis- 
ing speeds were kept purposely 
higher—more of an average at 70 
m.p.h. I cruised safely and quietly 
at 80 on some double-lane high- 
ways, I went hour after hour on 
straight roads at the legal speed 
limit of 70. 

While I kept a good watch on 
condition, oil, tire pressures, any 
sound of abnormal operation, I 
didn’t baby the Olds. I pushed 


* 


her so I could report on what | 


happened. That’s what Automo- 


tive News and Oldsmobile said to | 


do: “Try it any way you want as 
long as you want and see what 
we've got.” 

We tried another stunt with this 
Olds. Front-end alignment is 
the 


“mike” the rubber tread on 


front wheels before I left and when | 


I returned, There was no scuff— 
no more wear on one side than 
another and the even wear was 
almost imperceptible. 

I did this because I wanted to 
try out the methods the factory has 
designed to do away with front-end 


| alignment troubles and to let the 


owner keep this wasted-rubber 
money in his pocket. 

Specifically, the factory has de- 
veloped a new electronic device 
which automatically insures correct 
toe-in of front wheels to within 
030 of an inch. This guarantees 
that wheels come into zero align- 
ment at forward speeds. New king- 
Pin deal gives new camber and 


caster stability. 
* 


* * 


Unbeatable Combination 


UT this with the new Roto-Matic 

self-adjusting power steering, 
and you have a front-end combina- 
tion that will not wander or pull 
On any type of road. I found that 
on any mountain grade, you could 
take your hands off the steering 
wheel on straightaways with per- 
fect safety or hold it on a curve 
with your little finger. 

The new Jetaway Hydra-matic 
is by far the smoothest built, and 
engineering claims of 25 percent 
better fuel economy because of 
automatic transmission improve- 
ments are easily substantiated at 
the gas pump. 

Besides smoother shifts, better 
friction material in clutches for 
longer life and more sensitive ther- 
mostatic controls, the vanes in the 
main fluid coupling have had their 
pitch increased 25 degrees. 

Stripped of engineering terms 

(Continued on Page 44, Col, 3) 


eredit Oldsmobile’s big} 
tires and give credit to the “air-| 


ai 
|fetish with me. I had a tire man 


"Superlative Performer’ — 





correspondent. 





This is the Oldsmobile 88 test-driven by L. H. Houck, Automotive News travelling 
He called the car a ‘superlative performer from every standpoint." 


The car is shown near La Veta Pass, elevation 9,384, on US-160 in Colorado. 


DETROIT.—Nearly 2,000 DeSoto 
dealers are preparing for “Sell-a- 
thons.” The sales-boosting events 
will get under way Thursday (July 
9) in 150 cities. 

Many of the programs will be 
round-the-clock affairs, with deal- 
| ers staying open from 8 a.m. 
| Thursday till midnight Saturday. 
| Such events are not new to the 
|auto scene, of course, but Jack W. 
| Minor, Plymouth-DeSoto marketing 
| director, believes this is the first 
|time an auto maker has promoted 
|such marathons on a nationwide 
| basis. 

Minor also claims it’s the first 
factory promotion with a price- 
sticker tie-in. Ads supporting the 
|campaign will urge prospects to 
“Check the white tag price 
|then get our Red Tag deal.” 
| Dealers will label each car with 
a 9-inch-by-12-inch red tag which 
| bears the price for which they will 
| sell that auto. 
| DeSoto has distributed kits tell- 
ing dealers how to conduct their 
| Sell-a-thons, There are four varia- 
|tions, with the round-the-clock 
version expected to be the most 
| popular. 

Under another plan, dealers 
could extend their selling hours 
so they would be open 59 hours 
| during the three-day period. A 
| third idea is to conduct the sale 
during regular business hours. 

The fourth suggestion is for deal- 
ers who may not care for the July 
9-11 dates. The promotional mate- 
rial is so written that dealers can 
use it for Red-Tag sales beginning 
before or after those dates. 

The nationwide Sell-a-thons are 
patterned after a successful 10-day 
Detroit promotion during which the 
Motor City’s 13 DeSoto dealers 
hiked their new-car sales 114 per- 
cent over the preceding 10-day 
period. 

The Detroit plan was dealer- 
sponsored. It called for the dealer- 
ships to be open 87 consecutive 
hours (four days and three nights), 
but buyer response prompted the 
dealers to continue it for another 
six days during regular business 
hours. 

The Detroiters moved 146 new 
DeSotos, 210 Plymouths and 296 
used cars during the 10 days. 
They estimated that more than 

10 percent of the total volume of 
business was done between mid- 
night and 7 a.m, 

One dealer told about a customer 








who phoned at 11 p.m. the final | 


night of the Sell-a-thon, He said 
he wanted to buy a car but that he 





New Sunday Ban Met 
By Compliance in Miami 

MIAMI.—According to Burton 
S. Kahn, president of the Greater 
Miami Auto Dealers Assn., the 
first Sunday after Gov. LeRoy 
Collins signed the state’s contro- 
versial Sabbath closing law found 
dealers “abiding fully.” 

Kahn said “there may have 
been ‘curbstone brokers’ hustling 
sales from their homes, but cer- 
tainly no licensed dealers were 
operating.” 





Big Push Starts Thursday .. . 


150 DeSoto Sell-a-thons 





couldn’t be at the showroom before 
12:30 a.m. 

“We told him we'd stay open for 
him,” the dealer said, “and sure 
enough, he came in and closed a 
deal.” 

Another retailer commented: 
“I'm kind of glad it’s over. I was 
up every night past 3 a.m.” Asked 
why he didn’t leave his sales man- 
ager in charge and go home, he 
replied: “I couldn’t. We were just 
too busy writing deals.” 

Minor feels the success of the 
Detroit campaign augurs well for 
the nationwide Sell-a-thons. 

“Detroiters are so close to the 
auto industry that they’re some- 
times indifferent to these special 
promotions,” he explained. 

“If an event goes over well here, 


‘| it should be successful throughout 


the country.” 


On Demo Costs 
Mich. Deal $3,500 


MT. CLEMENS, Mich. — Circuit 
Judge Alton H. Noe ordered a ver- 
dict of guilty to fraudulent misrep- 
resentation in the case of an auto | 
dealer charged with turning back 
the mileage on a demonstrator. The 
jury awarded $3,500 to Bertha 
Yonkers. 

Mrs. Yonkers charged that a 
demonstrator she bought from 
Midway Motors, Inc., last October 
actually had more than 4,700 miles, 
although the speedometer showed 
only 560. She said the firm refused 
to return her $2,549. 

On the stand, George Merriam, 
dealership general manager, was 
asked if it was customary to turn 
back the mileage on demos and 
used cars. He replied: “It is quite 
general, I’ve had a number of re- 
quests to turn back the indicator 
on 1959 models.” 
| He said customers often want to 
| Start at the zero mark. Merriam 
| Said another first had wanted Mrs. 
| Yonkers’ car and had asked that 
'the mileage be turned back. But 
|the customer didn’t buy. Merriam 
called it an innocent misrepresenta- 
tion, but Judge Noe disagreed. 


Jones Heads Up 
Sales for Mack 


PLAINFIELD, N_ J.— Theodore 
|H. Jones has been elected vice- 
president and general sales man- 
|ager of Mack Trucks, Inc. 

Jones, a veteran in the automo- 
tive field for more 
than 35 years. 
has been with 
Mack since 1930, 
starting as office 
manager at the 
Charlotte (N. C.) 
branch, later 
being promoted 
to the posts of 
sales representa- 
tive and district za 4 
manager. In 1950, , 
Jones was ap- Theo. H. Jones 
pointed general manager of the 
Southern division. 
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... success is due to having 
ommercial Credit as a partner” 


says PAUL W. HOTALING, 
Ford-Mercury dealer, Sidney, New York 


‘We selected a finance connection the way you would a business 
partner. We made a careful study of the available plans and 
picked COMMERCIAL CREDIT because it seemed to have more 
of the features we wanted. Fourteen years later we can say that 
much of our success is due to having COMMERCIAL CREDIT as a 
partner. Having full control of financing is a distinct asset, 
and being able to work exclusively with one source cuts out a 
lot of wasted motion. COMMERCIAL CREDIT’s training program 
is a great help in recharging our salesmen’s enthusiasm.” 
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Commercial Credit dealers 
are successful dealers 


Write or cal] the nearest CommerciAL Crepir CORPORATION 
office for complete information on the benefits of CoMMERCIAL 
Crepir Pian. Why not do it, today? 


<\ 
I 
A ae A service offered through subsidiaries of the 
Oa eRe § Commercial Credit Company, Baltimore . . . Capital 
—— and Surplus over $200,000,000 . .. offices in principal 
cities of the United States and Canada. 
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Committee Studies Bills .. . 





S-P Opposes Security; | 


AMC Is Neutral 


(Continued from Page 1) 


legislation which would further 
complicate the operations of inde- 
pendent automobile manufacturers.” 


Churchill declared that a return 
to the use of territory -security 
provisions in dealer franchises 
would have a harmful effect on 
independent companies like S-P 
because of the high costs involved 
in establishing and administering 
a penalty system. 

“We believe these additional costs 
are unwarranted,” he said, “and the 
reduced competition which would 
result among dealers could only 
mean an increase in retail prices to 
automobile purchasers and an in- 
ordinately heavy financial burden 
upon the smaller automobile manu- 
facturers.” 

He added: “We do not see that 
either the public or our vast dealer 
body will benefit from the proposed 
legislation.” 

* + 
HURCHILL mentioned a situa- 
tion that also would apply to 
American Motors—-the difficulty of 
administering territory security for 
dealers who are dualled with Big 
Three makes. 

At the beginning of this year, 27 
percent of Rambler dealers and 18 
percent of Lark dealers were dual- 
led with Big Three lines. 

“It would be practically un- 
workable,” Churchill said, “for 
us to establish the area of respon- 
sibility of our dualled dealers 
in terms different from the ter- 
ritories defined by the Big Three 
for their dealers.” 

He said this would result in a 
restriction upon S-P’s freedom to 
act in the best interests of its deal- 
ers and their customers. 

“Even though the proposed legis- 
lation is permissive rather than 
mandatory,” Churchill said, “its 
adoption would result in increased 
pressure upon us to follow the pat- 
tern of our large competitors al- 
though we can see no benefits from 
it. 

“The reaction of dealers polled 
as to these bills indicates a strong 
minority in opposition to any legis- 
lation,” Churchill concluded. 

cd * * 


eae expressed his views in 
a mildly worded one-page letter 
to Senator A. S. Mike Monroney, 
subcommittee chairman. 

He wrote: “Since territory secur- 
ity involves an area of basic policy 
which affects American Motors 
dealers, as well as us as a company, 
we feel we should have the benefit 
of our dealers’ reactions before 
taking a position as a company. 

“In line with this, we have dis- 
cussed the matter on two occa- 
sions with our Dealer Policy 
Board in an effort to determine 


FTC Orders Halt 
To Ist-Line Claims 


In Firestone Case 


WASHINGTON.—The Federal 
Trade Commission has ordered a 
stop to misleading “original-equip- 
ment” claims by Firestone Tire & 
Rubber Co, for its second-line tires. 

The FTC also dismissed the 
charge that Firestone’s tire names 
were deceptive. It cited these rea- 
sons: 


“Firestone’s costly abandonment | 
of the questionable names; its new | 


designations comply with the Tire 


Advertising Guides issued by FTC} 


May 20, 1958; changes in competi- 
tive conditions, and continuing 
guidance under this program will 
prevent a recurrence.” 
Commissioner Edward T. Tait 
adopted the initial decision made 


by Hearing Examiner J. Earl Cox) 


last January. Cox had found that 
Firestone’s early 1957 ads implied 
that its second line “Super Cham- 
pion,” (later named Deluxe Super 
Champion), had been designed as 
original equipment for cars then 
being built. 

Cox also found that these tires 
were not being used as original 
equipment at that time, but that 
they were essentially the same as 
original-equipment tires sold by 
Firestone before 1955. 








the attitude of the majority of 
our dealer group. 


“These _ discussions,’ Romney 
said, “have resulted only in our 
conclusion that there is such a 


degree of divided opinion among 
American Motors dealers that it 
would be nearly impossible to de- 
termine what the attitude of the 
majority is. 

“We feel that, until this matter 
can be better clarified, we should 
not take any position as a company, 
either for or against the proposed 
legislation.” 


oi 


Talking Territories— 


Conferring at Senate hearing on terri-| Senting both 


tory-security bills are Senator Roman lL. 
Hruska, left, and Arthur E. Summerfield 
jr. (Chevrolet), Michigan NADA director. 
Senator Hruska, Nebraska 
testified in behalf of his bill providing 
for bonuses to dealers selling inside their 
territories, 





| 


GM Mum on Corvair Prices 
At Dealer Council Parley 


DETROIT.—General Motors deal- 
ers representing 48 cities in the 
U. S. and Canada concluded a 
three-day meeting with top Gen- 
eral Motors executives in the spring 
session of the GM president’s dealer 
advisory council, Factory-dealer 
policies and other matters of mu- 
tual interest were discussed, ac- 
cording to GM. 

Thirty-eight GM dealers repre- 
large and medium- 
sized cities in the U. S. and 12 
dealers from 10 Canadian cities 
participated in the meetings. For- 


Republican,| merly known as the GM Dealer 


Council, the program was _ insti- 
tuted by GM in 1934. 


GM President John F. Gordon 


Chicago Dealer Fights Security 


Eprror’s Note: Enclosed is a 
statement given the Monroney 
Auto Marketing subcommittee by 
Edward J. Stephani, president of 
Nickey Chevrolet, Chicago 

+ * * 

AM Ed Stephani, president of 

Nickey Chevrolet in Chicago, 
one of the largest Chevrolet dealer- 
ships in the world, with an expected 
volume of business for 1959 of over 
$20 million and still growing at 
a very satisfactory rate. 

We employ about 200 persons. 
Our credit is good. We make money. 


I am 49 years of age and have been | 


a Chevrolet dealer 29 years, and 
active head of the business since 
1940, including over three years in 
the U. S. Navy. 

Operating in a large metropolitan 
area, we should not expect to be 
much affected by the legislation 
suggested by the bills here under 
consideration, but because it con- 
flicts with our ideas of the proper 
relationship between manufacturer 
and dealer we are opposed. 

We are opposed also because of 
the waste of effort involved in 
operating under such conditions 
as we can envision under the 
climate created by the bills and 
the reduction of competition 
which we believe to be one of the 
indispensable ingredients of prog- 
ress. 

I am opposed to the introduction, 
consideration or passage of such 
legislation and intend to fight it 
in Committee, in Congress, in the 
public press, on radio and in the 
courts if necessary. 

There is indeed a condition in 
the automobile retailing business 
which deserves study and correc- 
tion but it is not in the field of 
competition at the dealer level. Of 
that there is a great plenty and 
that is as it should be. 


The key to the problems, in my 
opinion, can be found in the peculi- 
arities of the system of retailing 
and the peculiar relationship of 








dealer to manufacturer. 
should be exhaustively studied be- 
fore a solution is sought through 
the introduction of still further 
peculiarities. 

* cd * 


Y REFERENCE to a 


ment,” in the case of Chevrolet, 
which is not an agreement in fact 


but a document presented by the} 


manufacturer to a dealer which he 
is expected to sign before he can 


|identify himself as an authorized 


dealer and purchase merchandise 
from the manufacturer. 


These documents surrender, on 
the part of the dealer, nearly all 
usual business privileges. In effect 
he places himself in the loving 
hands of his supplier, “agrees” to 
have no secrets from him, to obey 
his commands and rely upon his 
judgment and pleasure. 


I do not want the manufacturer, 
in addition, to be specifically ex- 
empt from restrictions of law and 
permitted to delineate, within 
the U. S. our market area or 
permitted to punish or charge 
me for violations of such “agree- 
ment” nor “reward” me for some- 
thing we now do in self-interest. 

Such regulation of trade would 
inevitably increase the cost of doing 
business by creating frictions and 
adding administrative expense at 
dealer and factory level which must 
be paid for by someone, customer, 
dealer, manufacturers, shareholder, 
taxpayer or all. 

I again, most respectfully submit 
that unnecessary legislation such 
as this under consideration be de- 
nied and the attention of the Senate 
and NADA be turned to the afore- 
mentioned “selling agreements” as 
the key to the situation sought to 
be relieved. 

* od * 
Y COMPANY has been for 
years an active, supporting 
member of NADA but is no longer, 
due to the fact, in our opinion, it 
did not properly consider the views 
of its members and we did not wish 





Cadillac's Distributor-Dealer Council— 


The 1959 Cadillac Distributor-Dealer Council recently met at Cadillac's main plant 
in Detroit. The current members include, from left, first row, Conner Brown, Jackson- 
ville, Fia.; F. H. Murray, Cadillac general sales manager; R. L. Rickenbaugh, Denver: 
J. M, Roche, Cadillac general manager; C. Criss, Providence. Second row: W. Dunham, 
Eugene, Ore.; C. Murray, Sioux City, Ia.; D. Croasdale, Hewlett, N. Y.; B. Bowdle, 
Lima, O.; C. Dixon, Hollywood, Calif. Third row: Tom LaRue, assistant general sales 
manager, Western region; W. Bland, Houston; N. Lindsay, Chicago; F. Porter, Cleve- 
land; Floyd Akers, Washington. Fourth row: G. Humphrey,- Rockford, Ill.; C. Welch, 
Pine Bluff, Ark.; B. Simons, Dayton, O.; Gene Alderson, Lubbock, Tex, and W. H. 


Niven, dealer relations director. 


“fran- 
chise” I presume reference is| 
made to a so-called “selling agree- | 





These | it, therefore, to speak for us. Its| 


board of directors is subject to 
criticism on the grounds of self- 
perpetuation under bylaws which 


in the opinion of many should be 
| changed. 
A poll of dealers not NADA 


members ‘would reveal many op- 
ponents of the organization as it 
is now constituted and operated 
and it cannot be presumed to speak 
for the entire automotive retailing 
business. 

It would be interesting to know 
how many passenger cars and 
trucks are sold by members “vot- 
ing” for “territory security” or 
“closed territory.” If other deal- 
ers are able to lure their custo- 
mers away, they had better try 
to discover the reasons their cus- 
tomers are not willing to pay 
them a price they are presumably 
willing to pay the competing 
dealer. 

In my opinion were NADA to 
carefully and thoroughly study the 
problems within the industry as an 
organization wherein members may 
effectively express their views, it 
would find other means to help 
eliminate undesirable conditions 
than to seek relief in Congress (at 
the expense of the consumer) 
through “permissive legislation” 
paving the way for a cartel system 
of marketing. 


Rambler Claims 
Alltime Record 


In Economy Run 


NEW YORK—American Motors 
said last week that two ’59 Ram- 
bler Six four-door sedans had es- 
tablished new coast-to-coast econ- 
omy records during a 3,102 mile 
trip from Los Angeles to New York. 


The cars “posted mileages never 
before attained by any U. S.-built 
car in a sanctioned cross-coun- 
try run,” AMC said. 

An overdrive-equipped Rambler 
averaged 36.88 miles per gallon, and 
one with automatic transmission 
averaged 32.07 m.p.g., according to 
V. E. Boyd, AMC field sales man- 
ager, and Norris Friel, of NASCAR, 
the sanctioning organization. 

Les Viland and James T. Moore 
drove the overdrive car, and M. F. 
Thomas and Carl Chakmakian 
drove the other. A NASCAR ob- 
server rode in each car. Both autos 
were stock models, AMC said. 

The overdrive car used 84.11 gal- 
lons of gasoline, and total fue] cost 
for the cross-country trip was 
$27.01, or less than a penny a 
mile, AMC said. 

The car with automatic trans- 
mission used 96.76 gallons of gas, 
and fuel cost was $31.04. Both cars 
used regular gasoline. 

AMC said the cars cruised at 
speeds up to 60 miles per hour 
and averaged more than 40 m.p.h. 
for the entire trip. The cars were 
driven an average of 400 miles 
per day. 

Boyd said the test was under- 
taken “not only to establish new 
economy records but to demon- 
strate to motorists the best ways 
to achieve gasoline economy.” 

He said most: drivers waste 30 
percent of their fuel dollars be- 
cause of improper driving habits 
and failure to observe proper car 
maintenance habits. 











described the meetings as afford- 
ing “an excellent opportunity for 
frank discussion, for an exchange 
of views and, ideally, for a meet- 
ing of the minds.” 

Automotive News learned that 
GM executives shed little new light 
on Corvair merchandising plans, 
beyond a flat reassertion that the 
light car would be sold only by 
Chevrolet dealers. Corvair price 
and dealer discount intentions were 
not disclosed. 

Buick’s sales decline this year 
was discussed briefly, but Buick 
dealers present were given no ideas 
of what changes are in store in the 
line for 1960. 

Members of the president’s coun- 
cil present were: 

Large city group—Morris E. Bell 
(Oldsmobile), Revere, Mass.; W. W. 
Bland (Cadillac), Houston; T. J. 
Brogan sr. (Cadillac-Oldsmobile), 
Patterson, N. J.; Ellis C. Brooks 
(Chevrolet), San Francisco; Donat 
L. Coutu, Central Falls, R. 1; G. 
A, Fogarty (Chevrolet), Washing- 
ton; William M, Frank, East 
Orange, N. J.; M. G. Griffith (Olds- 

(Continued on Page 44, Col, 4) 


Quality Is Key 


To Lark Success, 


Skillman Says 


SOUTH BEND. — Studebaker’s 
achievement of nearly tripling its 
market penetration this year is due 


|to high quality of the product, con- 


sumer acceptance and close manu- 
facturer-dealer relationship, Sydney 
A. Skillman, sales vic e-president, 
said following a meeting of Stude- 
baker’s National Dealer Council. 

According to Skillman, market 
penetration soared from less than 
one percent during the previous 
model year to about 2.5 percent 
of domestically produced cars 
during this first half year of the 
company’s entry into the com- 
pact-car market with its six and 
eight-cylinder Lark. 

Sales to date total more than 
80,000, Skillman said. 

“Close attention to dealer sug- 
gestions and knowledge of con- 
sumer demands are important to 
success of the Studebaker team,” 
Skillman said. 

“Studebaker has not required its 
dealers to purchase cars in quanti- 
ties they can’t profitably resell, The 
dealer gets nothing he doesn’t 
order, whether in number of cars, 
body styles or color. He places his 
orders at least one month ahead of 
production and has been able to 
expect prompt deliveries. 

“In other words he gets a chance 
to run his business independently,” 
Skillman said. “For this reason we 
have been able to add quality deal- 
ers to our total this year, and there 
is every indication that they will 
continue to aggressively promote 
and sell the line because it has 
made money for them.” 

Suggestions and recommenda- 
tions by dealers for Studebaker’s 
new models are carefully taken into 
consideration, according to Skill- 
man. That is one of the principal 
purposes of the National Dealer 
Council which is composed of 16 
dealers, one from each zone. 

Elected chairman of the South 
Bend meeting was R. E. B. Blan- 
ton, Richmond, Va. Co-chairman of 
the council is Vic Freeman, South 
Bend. 


California Kills Bill 


To Ban Repair Kickback 

SACRAMENTO, Calif.—A bill 
which would have prohibited 
kickbacks by insurance adjusters 
and garage repairmen has been 
killed by the California Assembly. 
Enactment of this measure would 
be “saying the whole class of 
insurance adjusters are crooks,” 
one legislator said. 

Passed by the Assembly and 
sent to the Senate was a bill to 
prohibit garagemen from sub- 
mitting false bids for repairing 
damaged motor vehicles. The 
sponsor of the proposal said there 
is a “racket” going on between 
insurance adjusters and garage 
owners which results in payment 
of higher premiums for liability 
insurance. 























Ticking off new records by the minute... 









S Every 18 seconds of every weekday ... Monday 
through Saturday ...a Rambler dealer sells 
a compact Rambler to another smart motorist. 















Rambler dealers are now in the top three 
in unit sales per dealer. 


ae Rambler dealer profits exceed those of the 
industry average.* 


mF mbler Dealers Sell America’s No. 1 Success Car 
‘| -and Make America’s No.1 Profit Per Dollar of Sales! 






ill Rambler has increased production 10 times 


a this year—and is still growing! Wouldn’t 
to you like to grow with Rambler? 
al 
aT 
16 
th ; 
n- *Profit as per cent of sales based on In- 
- dustry Operating Averages as reported 
in Automotive News, February 23, 1959. 
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: We Ha ve the P l oduct f or the Director of Dealer Development 
” American Motors Sales Corporation 






YOU Have the opportunity! sien aa ayia wi hl ne ie oon 


ebligation and my inquiry will be held in the strictest confidence. 
Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada Write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 
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¥ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

¥ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 

{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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It's Easy to Join... 


Do You Belong to Clique? 





W* ARE not concerned here whether you belong to your 
local, state and/or national dealer association, although 
we think doing so would strengthen your hand as a merchant 
of new cars. 


Our main concern, if you are already a member of one 
or all of your dealer groups, is whether you take an active 
part in the affairs of the association. It is easy to say that 
your association is run by a clique. 


But if your association is run by a clique, then it’s your 
fault because you do not regularly attend meetings, accept 
appointments to committees or give of your valuable time 
to carry out your association’s objectives. 


The more ideas and suggestions your association receives 
from you and other members, the better job it will be able 
to do for you and your fellow dealers. 


* * * 


- IS NOT difficult to join the “clique” that runs your as- 
sociation; in fact, it’s very easy. Just attend more meet- 
ings of your association, make suggestions often, cooperate 
in all association matters, serve on a committee when you’re 
asked. Before you know it you, too, can become a member 
of that “clique” that takes its association duties seriously. 


You can’t make a more profitable deal for yourself or 
your -fellow dealers. 


The story is told of the New Zealand stage driver, who 
snapped his long whip at stray horseflies and grasshoppers 
but carefully passed by a hornets’ nest because “they’re 
organized.” 


And, if you’ve ever noticed, the hornets work together and 
attack en masse. Therein should be a lesson for you. 
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Coming 
Events 


Dealer Conventions 


Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 

Aug. 9%I1— Georgia Independent Auto- 
mobile Dealers Assn., General Ogle- 
thorpe Hotel, Savannah. 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 
Sulphur Springs, W. Va, 

Sept. 45—Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St, Paul, St. Paul. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn., Broadmoor Hotel, Colorado 
Springs, 

Sept. 20-22—Kentucky Automobile Dealers 
og ow Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wasconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 
Sept. 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 

Bretton Woods, N. H. 

Oct. I1-13—Automotive Trade Assn. of 

Virginia, John Marshall Hotel, Rich- 


mond. 
Oct. 18-20—Florida Automobile Dealers 
Assn., Hotel Robert Meyer, Jackson- 


ville. 

Oct, 25-26—Oklahoma Automobile Deal- 
ers Assn., Hotel Tulsa, Tulsa. 

Oct. 31-Nov, 2—Texas Independent Auto- 
mobile Dealers Assn., Hilton Hotel, 
San Antonio. 

Nov, 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov. 10—Connecticut Automotive Trades 

Assn., Statler-Hilton, Hartford, 

Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec. 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 








City. 

Jan, 30-Feb, 3—National Automobile Deal- 
ers Assn., Washington, D. C. 

Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 


Auto Shows 


Oct, 21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 

Oct. 21-31—44th Motor Show, Earls Court, 
London, England. 

Oct. 24-25—International ''500'' Motor 
Sports Show, Veterans Memorial Audi- 
torium, Des Moines. 

Oct, 31-Nov. II—4Ist International Motor 
Show, Turin, Italy. 

Nov. 14-2i—Philadelphia Auto Show, Phil- 
adelphia. 

Nov. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland. 

Nov. 30-Dec. 5—Denver Automobile Show, 
Denver Coliseum, Denver. 

Dec. !-6—Tampa Auto Show, Fort Homer 
Hesterly Armory, Tampa. 

Jan. 8-10—Birmingham Auto Show, Bir- 
mingham, Ala. 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 


cago. 

Jan, 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 

Feb. 6-14—Detroit Auto Show, Artillery 
Armory. 

Feb. 10-13—Automotive Service Industries 
Assn. Show, Coliseum, New York. 


Letterbox 






used if you so request. 





No TS, Please 


Eprror’s Note: This is a copy of 
a letter to Senator Andrew F. 
Schoeppel, Kansas Republican 
and author of the NADA-backed 
bill on territory security. 

I am an independent auto dealer 


been in business in Wichita for six 
years. The nature of the automo- 
bile business has changed in this 
country considerably since the war 
years. One of the reasons for the 
change has been the acts of inde- 
pendent dealers, such as myself, in 
freeing the automobile market for 
rigidly controlled prices and mar- 
keting outlets. 

This has served to reduce, in 


General and used automobiles to the gen- 


Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Forum and Display, Milwaukee 

Auditorium, Milwaukee, 


receive better service from both 
franchise and nonfranchise dealers 


Oct. S-F—Annvel wasn eS —_. of the cars which they have sold. | 
men ssn. CONVENTION 4nd exhibit, orTe i 
Sherman, Chicago. Unfortunately in our business, 


as in any other business, even in- 
cluding franchised dealers, there 
are fringe operators who give a 
bad name to our business. Never- 
theless, most of us are honest 
local .businessmen. We contribute 
to the taxes and to the promotion 
of our own community. We are 
home owners. We raise our chil- 
dren in the school system. 

We now learn that pressure is 
being exerted to enact what is 
called a territory-security bill. One 
such, I believe, has been introduced 
under the name of the Monroney 
bill, and that perhaps you have in- 
troduced a similar bill. We have 


Oct. 5-10—National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 
bassador, Los Angeles. 

Oct, 18-23— Annual American Trucking 
Assn, convention, Hotels Biltmore and 
Statler, Los Angeles. 

Oct, 21-24—Automotive Wholesalers of 
Texas, Adolphus Hotel, Dallas, Tex. 
Oct. 21-25—Second Annual Rod & Custom 
World's Fair Auto Show, Industrial Arts 
Bidg., Eastern States Exposition Fair- 

grounds, West Springfield, Mass. e 

Oct, 26-28—National Transportation Meet- 
ing, La Salle Hotel, Chicago, 

Oct. 27-28—National Diesel Engine Meet- 
ing, La Salle Hotel, Chicago. 

Oct. 28-30—Annual convention and trade 
show, Automotive Parts Rebuilders Assn., 
Roosevelt Hotel, New Orleans. 

Oct, 28-30—National Fuels and Lubricants 
Meeting, La Salle Hotel, Chicago. 


30 Years Ago... 


The Big Stories 


Germany’s 1928 production of automobiles was about 89,950, or 
about 25 percent more than in 1927. Opel led the other manufacturers 
with an estimated total of 24,000 units. Other makes of cars, together 
with production figures, were Adler, 8,000; Brenaber, 8,000; Daimler- 
Benz, 5,000; Hanomag, 5,000, and N. S. U. Dixi, 5,000. 


In England, car production in 1928 was estimated at 165,352 units. 
Leading individual manufacturers included Morris, 65,000; Austin, 
— Singer, 15,000; Clyne, 11,000; Standard, 11,000, and Daimler, 

In Sweden, only two cars were produced in 1928, the Volvo and the 
Thalin. Volvo turned out 450 four-cylinder cars, and Thalin made 12 
six-cylinder units. 

Leading car producers in Italy in 1928 included Fiat with 35,000 
units; Lancia, 2,400; Citroen, 2,000, and Bianchi, 900. 

—From the Files of Automotive News 





in the City of Wichita and have} 


many cases, the price of both new) 


eral buying public, and at the same} 
time by good competitive means) 
has enabled the buying public to} 


‘Freeing the Market ... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 
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Automotive Cartoon 


Of the Week 





“Better start thinking about nice things to say about 
small cars. It won't be long now." 








No attention is given to unsigned 


been advised by our counsel and 
by direct reports from the office 
of the Attorney General that the 


|whole territory-security arrange- 


ments are completely contrary to 
the antitrust law of this nation and 
that in order to legalize the so- 
called territory arrangement, it 
would be necessary to exempt the 
automobile industry from the anti- 
trust law which governs competi- 
tion and freedom of enterprise in 
other industries in this country. 

We feel that in order to justify 
such contemplation it would be 
necessary to convince the lawmak- 
ers that the automobile industry is 
completely different from all other 
enterprises in this country and that 
the so-called franchise dealers are 
entitled to peculiar subsidies which 
would, in effect, isolate them from 
free competition. We feel that the 
evidence is overwhelming, that the 
effect of the independent dealers 
since World War II has acted for 
the benefit of the consuming pub- 
lic. The automobile industry today 
is a very important and large part 
of our nation’s economy. 

We think a study would show 
that artificial control over the 
automobile market of enforced 
freedom from competition would 
inure only to the benefit of so- 
called franchise dealers. It would 
not serve to increase sales and 
use of automobiles and thus 
benefit the entire economy; in 
fact, it would probably reduce 
the sales of automobiles by the 
raising of prices as they are gen- 
erally found today. 

This not only effects the new-car 
market but effects what we might 
term the good used-car market be- 
cause the good used cars are nor- 
mally traded for a new model. 

If the franchised dealers are 
secured and protected from all in- 
dependent competition, then the 
next step would be easy for them 
to prohibit the independent dealer 
from having access to the late used 
cars. Each step in eliminating com- 
petition in the open market will 
mean an added price tag in the 
product to consumer. 

Independent dealers in the auto- 
mobile business have learned, just 
as have merchandisers in any other 
field, that they cannot long survive 
without satisfied customers, and al- 
though it is possible to show cases 
ef bad merchandising by independ- 


| ent dealers it is also easy to show 


cases of bad merchandising by 
(Continued on Page 29, Col. 1) 
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AUTOMOTIVE WASHINGTON 


Security Hearings Show 
A Split, Not a Mandate 


By William Ullman 


° Washington Bureau Chief 
AT THE close of territory-security hearings in the Senate, 
£%& the box score stood as follows: 
For protected territories—NADA and some new-car deal- 


ers, General Motors, the De- 


| 


partment of Commerce and,/| stake in defeating territory se- | 





presumably, the four senators who| curity, too. So do all small busi- 


introduced territory-security bills. 


tected territories 


ent (used and for- 
eign) car dealers, 
a spokesman for 
small _ business, 


Commission, 
Chrysler Corp. 
, and Studebaker- 
William Ullman Packard. 
More or less neutral—Ford Mo- 
tor Co., American Motors. 

As this rundown indicates, there 
is no clear mandate from any group 
to put territory security back into 
effect. 

Franchised dealers are split; auto 
makers are split, and even agencies 
of the Administration are split. 
Judging by remarks of Senator 
Strom Thurmond, South Carolina 
Democrat, members of the Senate 
Auto Marketing subcommittee are 
split, too. 

The only people who are not 
split are the independent dealers 
—and they are universally op- 
posed to territory security. 

NADA, of course, claims that it 

has a mandate from its member- 
ship. According to the association, 
a recent poll shows that 69.2 per- 
cent of respondents want territory 
protection and only 26 percent do 
not. 

But a group of 35 new-car dealers 
in North Carolina have challenged 
both NADA’s questionnaire and the 
results, charging that the poll was 
“loaded.” They were so mad that 
they resigned from NADA as of 
June 19, 





* * * 


Critics Speak Up 


we heard from during the hear- 
ings was the guy who buys 
the new cars, the American con- 
sumer. He was mentioned several 
times, however. 

The Tar Heel dealers declared 
that in the long run, territory 
security would mean “that the cus- 
tomer must pay a higher price for 
his automobile because the pro- 
tected territory of the local dealer 
has resulted in less area competi- 
tion.” 

William T. Gossett, Ford vice- 
president and general counsel, 
sent word that “the tendency of 
any territory security plan is to 
limit cross-buying by customers 
—in other words, shopping around 
and buying from someone other 
than the nearest dealer.” 

Any such plan, added Gossett, 
“not only would tend to restrict the 
freedom of choice of the buyer, but 
would limit sales opportunities for 
the dealers.” 

Also, Harold E. Churchill, Stude- 
baker-Packard president, wrote the 
subcommittee that “the reduced 
competition which would result 
among dealers could only mean an 
increase in retail prices to auto- 
mobile purchasers.” 

ok * ok 


NIADA Explains Stand 
T= close of hearings found 
Robert J. McKinsey, executive 
vice-president of the National In- 
dependent Automobile Dealers 
Assn., in a state of high excitement. 
He had made his first appearance 
for NIADA members since he took 
Over the helm, and he wanted to 
talk about the testimony. 

“I began to realize as the hear- 
ings wore on,” he declared, “that 
there was a lot more at stake 
than the interests of NIADA 
members. People who buy cars 
and all kinds of independents in 

the automotive trades have a big 





the Federal Trade | 


Against pro-| 


—Other new- car) 
dealers, independ- 


| 





nessmen, for that matter.” 
We asked him how he figured 
that. 


“Look at it this way,” he said. 
“NADA claims that the franchised 


dealer deserves territorial protec-| 


tion because he has made such a 
big investment in property and 
equipment. 

“If Congress passes a law to 
give dealers that protection, it won’t 
be long before other kinds of busi- 
nessmen with big capital invest- 
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ments will ask to be protected, 
too.” 
a * * 


‘Protection from Whom?’ 


——— brought his fist 
down on the table hard. “Now 
whom do you suppose dealers want 
to be protected from?” he asked. 

“Tl tell you,” he went on. “They 
want to be protected from the 
dealer down the road who runs a 
tighter operation, who is more ag- 
gressive, who may be leaner and 
younger and tougher.” 

The NIADA head said that he 
and his members thought there 
ought to be a lot more competi- 


| tion, not less. 


“If Congress starts hacking 
away at competition,” he ex- 
claimed, “farm-equipment dealers 
and TV-radio and appliance deal- 
ers will be next. Pretty soon 
the whole country will be divided 
into thousands of little territories, 
with a built-in price advantage 
accruing to the dealer who hap- 
pens to be there.” 

We asked McKinsey if he didn’t 
think that new-car dealers had a 
right to protect their sizable in- 
vestments in modern service and 
repair equipment. 

“The way to pay for service 











Parental Consent Sought 
For Minor Buyer in Wis. 


MADISON, Wis.— The State 
Senate has approved and sent to 
the Governor a bill requiring per- 
sons under 18 to have the written 
consent of their parents when 
buying a car, 

Dealers who fail to obtain such 
written consent would be liable 
to a fine of up to $200 or a jail 
term of up to six months, or both. 
Consent would not bind the 
parent for the auto debt. 





equipment,” he replied firmly, “is 
to use it for servicing. I can’t be-| 
lieve that anyone has to subsidize} 
a dealer’s sales operation so that} 
he can give good service. 

“Service should be able to stand| 
on its own feet. We know that it| 
can because there are thousands | 
of independent garages over the| 
country that do nothing except! 
service. You don’t hear them ask-| 
ing for a territorial subsidy.” 

aa * * 





Other Service Sources 


W* POINTED out to McKinsey 
that Thomas F. Abbott jr.,| 


11 


chairman of NADA’s National Af- 
fairs Committee, had told the Sen- 
ate that “adequate facilities, com- 
plete stocks of parts, modern 
equipment for analysis and correc- 
tion, and competent technical per- 
sonnel who must continually be 
sent to factory training centers, 
constitute an irreplaceable factor 
in keeping America mobile both in 
time of peace and war.” 

Did McKinsey disagree with that 
statement? 

The young attorney sighed. 
“Obviously,” he said, “dealer serv- 

ice departments are a valuable 
part of the automotive economy, 
and they keep a lot of cars run- 
ning. Nobody argues with that. 
But every motorist knows that he 
can get similar services per- 
formed by a variety of other busi- 
nessmen. 

“He can go to a muffler shop. 
He can get his car lubricated and 
oil changed at any gas station. He 
can get body work and paint jobs 
and brake relining and new glass 
and seat covers and motor analysis 


|} and any other job done at an inde- 
pendent shop. 

“You can even get the parts at 
independent stores—and they are 
parts made by the same manufac- 

(Continued on Page 38, Col, 1) 


“I coulda broke down and cried ... the way my last family car acted,” the big, burly truck driver moaned. 


Don’t Let Your Service Make This Truck Driver Bawl! 


by Stony Jackson 


This rig-hauler demands performance 
from anything on wheels. So do lots 
of people, whether they live with an 
engine in their laps or not. And when 
they buy a new car, they’re especially 
finicky about the service they get. 
The Pennzoil Program is made to 
order for them. Means extra profit 


for you. 


It provides 100% Pennsylvania 
motor oils and quality lubricants that 
your new-car buyers want to keep 
using. So when you sell them on 
Pennzoil, you sew up their profitable 


service business—right at the time 
you make the sale! And each new 
customer is worth an average $223 
a year to you! 

And Pennzoil’s exclusive Kontax 


System® . 
coast... 


come back for all 


. . 4 to 1 favorite over all 
others with car dealers from coast to 
. supports your good service. 
Actually makes customers want to 


need when they’re needed! 
In a nutshell: you'll build greater 


service traffic 
items per R. 


the services they 


to absorb overhead... 


get more repair orders and all needed 


O....and have extra 


profit for making better trades and 
more money on Car sales! 

Your Pennzoil distributor can show 
you proof. Call him today. 


The motor oil that makes people mad 
... if they don’t get it! 





MEMBER PENN. GRADE CRUDE Oll ASSN. 
PERMIT NO. 2, OL CITY, PA. 














12 





TURNINGS ... 
Simca Offers Insurance 
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Against U. C. Troubles 


By Joseph M. Callahan 


Engineering Editor 


= main problem of the used-car buyer in France, as in 
the U. S., is what the Frenchmen quaintly call “unpleas- 


ant surprises.” 


To reduce somewhat the unpleasantness of these surprises 
for French used-car buyers, Simca introduced an Insurance 
—_—$ me i — 


Guarantee Program two 
years ago in which the used 


car is guaranteed against al- 
most all defects by the manufac- 
turer through a highly reputable 
third party. Thus far, the plan has 
worked well. 

Without a doubt, such a program 
would substantially boost used-car 
Sales (and new-car sales, indirectly) 
by increasing the confidence of 
buyers, particularly women, in the 
used vehicles. 

A similar program could be 
adopted with good results in this 
country, except 
that it is clearly 
labeled as an in- 
surance program 
which has largely 
been responsible 
for the troubles 
of the independ- 
ent used-car 


grams in many 
states here. 
Simca’s pro- 
gram is _ inter- 
esting in that it not only guar- 
antees its own cars but those of 
its four major French competi- 


: 


J. M. Call 








guaranty pro-| 


tors — Renault, Citroen, Peugeot | 


and Panhard, that are less than 
five years old. 

The length of the guarantee is 
three to nine months, depending 
on when the car was purchased. 
It usually covers at least one vaca- 
tion period, apparently a big factor 
in France since all industrial work- 
ers are guaranteed a three-week 


annual vacation by national law. 
x of * 


Runs to September 


For instance, a car purchased in 
January is guaranteed until 
September of the same year, while 
a car delivered in July is covered 
only until October. A December 
purchase is guaranteed until Au- 
gust. 

Except for spark plugs, shock 
absorbers, batteries and bulbs, all 
parts, labor and related towing 
charges are cOvered in the guar- 
antee. 

For this protection, the buyer 
makes one payment of 5,000 francs 
(about $10), and he pays about a 
5-percent premium on the car. 

Simca officials worked out the 
plan after considerable difficulty, 
because there were no official 
statistics on the life expectancy 
of the various cars and their 
components, 

Eventually the program was sold 
to Lloyds-Netherlands, a respected 
old insurance firm, which actually 
does the guaranteeing. 

Explaining 
said, “The buyer is sure that the 
ear has been thoroughly inspected 


before the irisurance is issued, be- | 











STOP TRAFFIC 
with 
PENNANTS 


Theré is nothing else you can buy for 
any price that will attract as much atten- 
tion as beautiful, colorful, pennants and 
yet you can buy them for as little as 3c 
per foot. Write for our catalog. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 








its thinking, Simca! 


cause the insurance company is a 
third ‘disinterested’ party. 


* * * 


Faith in Insurer 


, HE idea of an insurance com- 
pany’s guarantee carries more 
weight with the buyer than would 
the guarantee of the manufacturer 
because it is the business of the 
insurance company to guarantee.” 
The buyer has the obligation 
(1) to take reasonably good care 





of his car (according to an in- 
struction booklet issued to him) 
and (2) to declare his claims 
within a required time. 


If a car develops troubles, the 
owner notifies the nearest Simca 
dealer who contacts Lloyds-Nether- 
lands and the price of the repairs 
is fixed. The repairs are made im- 
mediately; the owner pays the bill 
and sends it to an intermediary, 
representing Simca and Lloyds. 
Within a week the owner is reim- 


bursed. 
* * + 


Significant Differences 


RIEF visits with auto dealers 

in England and on the Con- 
tinent quickly point up significant 
differences in the distribution pat- 
terns of Europe and the U. S. 

For instance, the small busi- 
nessman and the consumer does- 
n’t appear to have the protection 
that they do here. The dealer 
often is competing for sales 
against a large number of fac- 
tory outlets and a large number 
of distributors. 

Somewhat typically, Renault in 
France has factory branch outlets 
in all French cities of ‘more than 
100,000 population. Then, there are 

(Continued on Page 13, Col, 3) 


New Ford Safety Technique— 


A new safety research method used by Ford Motor Co. in which a 16-mm. camera 
takes a 360-degree motion picture of everything before and behind a driver. What 
observations the driver failed to make and what actions he took are recorded. The 
driver's verbal observations are recorded on a dictaphone ahead of the camera. 





Now there’s “Jimmy” Diesel power for everything on wheels! 
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GiM DIESEL ENGINES: 
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) IN ALL YOUR TRUCKS 


... Mean money in your pocket! 
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Chrysler Adds 
Deutz Diesels 
To Engine Line 


DETROIT.—A complete line of 
diesel engines will be added to the 
Chrysler marine and industrial en- 
gine sales line, according to Arthur 
S. Hudson, president of the division. 

Hudson said an agreement has 
been signed with Klockner-Hum- 
boldt-Deutz of Germany and its 
subsidiary, Diesel Energy Corp, of 
New York, to represent their en- 
gines in the U.S. 

“The Deutz line of diesels has an 
excellent reputation for world-wide 
acceptance as a trouble-free, out- 
standing power plant,” Hudson 
said. “The interchangeability of 
parts, due to Deutz design, provides 
for an excellent service and main- 
tenance program with compara- 
tively low inventories. Additionally, 
our engine centers will carry a 
complete parts inventory.” 

Deutz specializes in a line of air- 
cooled engines ranging from nine 
to 300 horsepower, Sixteen basic 
models are included in the group. 











New Ad Account— 


Responsibility for advertising Dodge 
and DeSoto cars and Dodge trucks in 
Canada is symbolized in the model car 
being handed by Ron W. Todgham, right, 
president, Chrysler Corp. of Canada, Ltd., 
to L. R. McIntosh, executive vice-president 
of Grant Advertising, Inc. Grant's respon- 


Turnings . . . . . By Joc Callahan 





(Continued from Page 12) 


hundreds of distributors who sell 
against a couple of thousand small 
dealers in the country. Volkswagen 
has 67 distributors and about 1,200 
dealers competing against each 
other in Germany. 

* ca cm 


Little Price Difference 


OWEVER, the small dealer 

doesn’t have a terribly difficult 
time competing against his own 
factory and distributor because the 
car prices are generally fixed by 
the manufacturer and everybody 
sells at approximately the same 
price, even though slight discounts 
can be given by adjusting the 
tradein prices, 

In strong contrast, it is just 
this type of price fixing for which 
some U. S. dealers have been 
prosecuted. 

The net result is that the Euro- 


sibilities will also include all television| pean dealer sells many fewer units, 


programming for Chrysler in Canada. 


but at full markup. This larger 


markup is certainly a factor in 
keeping many Europeans out of 
the auto market, especially since 


Detroit Diesel Sees 


Biggest Peacetime Year 

DETROIT. — Production of two- 
cycle diesel engines through May 
and estimated shipments through 
December indicate Detroit Diesel 
will finish 1959 with the highest 
yearly volume in its peacetime 
history, according to Clyde W. 
Truxell, general manager. The total 
horsepower of units shipped dur- 
ing the first five months of 1959 
showed an increase of 81 percent 
over the same period of 1958, 
Truxell said. He added that “the 
increased volume forecast for the 
balance of the year already indi- 
cates that we will more than 
double our 1958 horsepower produc- 
tion.” 





The top fleet performance of GM Diesel highway hauling 
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DETROIT DIESEL ENGINE DIVISION, 


power is no secret. In fact, the new “71E” “Jimmy” Diesel 
engines are making new records the country over. 


And now you can cash in on “Jimmy’”’ Diesel efficiency and 
economy to a never-before degree—by standardizing on 
GM Diesel power in every piece of rolling stock you own. 


It will mean unheard-of fuel mileage in your peddle-and- 
shuttle jobs—increased performance and economy from 
your line rigs. Even your terminal fork-lifts will do more 
at lower cost and with minimum maintenance. 


You'll save still more on parts. Just imagine servicing all 
your equipment with one small stock of interchangeable 
parts! Mechanic training will be far simpler. You won’t 
even need as many shop tools. 


Isn’t it easy to see, then, what a tremendous money saver 
GM Diesel standardization can be? And all the economies 
—not to mention all the other advantages—are yours for 
the asking. Just ask your dealer to furnish “Jimmy” 
Diesel engine powered equipment—and for information 
on repowering your present rigs, contact your nearest 
GM Diesel distributor. 


GENERAL MOTORS, DETROIT 28, MICH. ° 


Parts and Service Worldwide 
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in Canada: GENERAL MOTORS DIESEL LIMITED, London, Ontario 























the per-capita purchasing power is 
relatively low. 
* * * 


Question on VW Change 


‘ question most asked of a 
U. S. reporter just returned 
from the European auto plants is 
“When is Volkswagen coming out 
with a new model?” 

Volkswagen people emphatic- 
ally and universally deny that a 
new model will be introduced in 
the near future, and there is 
nothing to contradict these de- 
nials, 

Although VW is in the midst of 
a major expansion at Wolfsburg, 
Germany, every indication is that 
| the new facilities will be used to 
| produce substantially the same 
“beetle” that has been made, 

* * * 


Demand Not Met 


STANDARD and rather con- 
vincing reply to the question 
|of a model change at VW was 
“Why should we go to the tre- 
|mendous expense of changing our 
|car when we can’t begin to fill the 
|demand for our present model?” 
Another common reply was, 
“Why, we’re continually changing 


our car. Last. year we made over 
300 improvements in it.” 


One Volkswagen distribution of- 
| ficial said, “Right now, we've only 
| got one real problem—how to con- 
vince our dealers in Germany that 
a clean deal (no tradein) isn’t nec- 
| essarily the best deal and that he 
can make some extra money by 
taking tradeins.” 





Jeep Sweepstakes 
Won by Dealer 


In Connecticut 


TOLEDO.—One thousand dollars 
|in cash and a week’s vacation trip 
for two to Colorado’s “Rush to the 
Rockies” Centennial were top prizes 
in a two-month Jeep Treat Sweep- 
stakes sales contest which ended 
for Willys dealers May 30. 

First prize of $1,000 was won by 
Robert J. Setaro, New Haven, 
Conn., while the second prize Color- 
ado Rockies trip went to W, W. 
Stewart, Tulsa. 


Other dealers winners of top 
prizes were Rite-Way Service, 
Bethpage, N. Y.; Williams Garage, 
Kittanning, Pa.; James Motor Co., 
Rapid City, S. D.; Corwin Sales & 
Service, Hickory, Pa.; A-B Motor 
|Co., Natchez, Miss.; Lewton’s 
Garage, Lisbon, O. 

Meyer Bros. Co., Lewiston, Pa.; 
Frank Woods, Inc., Charlotte, N. 
C.; Rogers Buick-Pontiac, Rawlins, 

| Wyo.; Northwestern Motor Bus, 
| Ironwood, Mich.; Towbin Edsel 
| Rambler, Lakewood, N. J.; Bob 
| Ford-Pontiac, Auburn, Calif.; 
| Surrey Motors Corp., Long Island 
| City, N. Y.; Blouin Motors, Ince., 
| Augusta, Me. 
Hayes Bros. Buick, Salt Lake 
| City; Slavich Bros. Inc., Fresno, 
| Calif. ; Mineola Mack Distr., Middle 
| Island, N. Y.; Dana Motors, Sacra- 
|mento, Calif.; Banwell Motor Co., 
Ft. Collins, Colo. 

Suburban Power Equip., Hanover, 
N. J.; Kohler’s Garage, Jefferson- 
| Ville, N. Y.; Norton Buick Jeep, 
Oklahoma City, and Hannah Mo- 
tors, Vancouver, Wash. 


Here’s ALL YOU NEED to 
REPAIR your HYDRAULIC JACK! 





WYDRAULIC 
JACK REPAIR KITS & JACK OIL 
Save Money—try a Jack-Pack!/ 
No more big jack repair bills. 
No more high. freight charges. 
No more long tie-ups 
of equipment. 


+= 


ORDER FROM tre. commpory 


2115 N. MARIANNA AVE. 
YOUR JOBBER! OS ANGELES 32, CALIF. 













WHEN 

A WOMAN 
TURNS 
THE KEY 


. .. whether it’s to her house, her jewellery case, 
or her car... she says something about herself. / 
woman surrounds herself with things that say this 
is the way I am. She expects something about her} 
car to make her feel good. . . to make her feel smart. 
She wants the car with the fashion image... and 
that’s why she’s influenced by the pages of VOGUE. 





91% of VOGUE’s readers drive. 52% belong to two-or- 
more-car families; all belong to that golden market 
which influences the buying decisions of all America. 
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ase,| That reader interest is why VOGUE ran more editorial __ Reasons why the selling power is fashion . . . reasons 
f, Al pages of automotive coverage in 1958 than any other why America’s golden fashion power is VOGUE. 
thist women’s magazine in America. That reader interest 


her} — reinforced by VoGUE’s power to create a fashion 
art.) image and sell it—is why VoGUE ran more pages of 
and) automotive advertising in 1958 than any other women’s 
UES magazine in America. VOGUE’s reader. . . her influence 


-or-} ...and America’s demand for the fashion image: three 
‘ket} reasons why you unlock America’s best automotive Published by The Condé Nast Publications, Inc. 
ica.) market when you lock up a contract with VoGuE. 420 Lexington Avenue, New York City 17, New York 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Milwaukee | 

May new-car sales of 4,358 in Mil- | 
waukee matched the record for the | 
month established in 1956. A year| 
ago, May registrations numbered | 
4,275. 

By makes, registrations this year 
were: Ford, 1,008; Chevrolet, 950; 
Rambler, 479; Oldsmobile, 365; Pon- 
tiac, 340; Plymouth, 270; Buick, 
241; Dodge, 135; Cadillac, 96; Mer- 
cury, 75; Studebaker, 66; Chrysler, 
47; DeSoto, 25; Edsel, 20; Lincoln, | 
16; Imperial, 9; Willys, 3, and mis- 
cellaneous, 213.—(John E, Hubel.) 

* * * 


Providence 
May new-car registrations in 
Providence numbered 1,410, com-| 


pared with 1,330 a month earlier,| 
according to figures compiled by 
the Rhode Island Automobile Deal- 
ers Assn. 

The Top Ten registrations, in 
order, were: Ford, 422; Chevrolet, 


258; Plymouth, 128; Rambler, 112; 
Oldsmobile, 87; Pontiac, 57; 
Volkswagen, 40; Cadillac, 34; 
Dodge, 33, and Chrysler, 28. 

Other makes: Buick, 27; Mer- 
cury, 26; Renault, 22; Hillman, 21; 
Studebaker, 19; DeSoto, 8; Impe- 
rial, 4; Lincoln, 4; Willys, 2, and 
miscellaneous, 78. 

The month’s new-truck registra- 
tions totalled 121, compared with 
162 a month earlier. By makes, they 
were: Ford, 44; Chevrolet, 28; In-| 
ternational, 16; Volkswagen, 12; 
GMC, 8; Studebaker, 3; Mack, 2; 
Diveo, 1; Dodge, 1; White, 1; Wil- 
lys, 1, and miscellaneous, 4.— 


(Thomas L, Forbes.) 
ca * * 


Montreal 

Montreal dealers reported the} 
sales situation “fairly favorable” at | 
the end of first half. | 
Volume has been good and, de-| 
spite stiff competition for the buy- 





ers’ dollars, 
ranged on a satisfactory basis. 
Sales will be tougher in the coming 
months, dealers said, because po- 
tential buyers will be inclined to 
wait for 1960 models. 

Dealers complain that they are 
currently entangled in red tape. 
They claim that new Quebec Gov- 
ernment regulations are slowing 
up form filling connected with 
the sale and transfer of automo- 
biles. 

One dealer explained the situa- 
tion this way: It used to be pos- 
sible for a car purchaser to obtain 
his car and license within hours 
after the purchase. The necessary 
transfer forms were signed by the 
dealer and his service man was 


sent to the licensing office to have) 


the car licensed. 

Now the necessary forms must 
first be signed by the dealer and 
the purchaser. The forms are then 


deals have been ar-| 





S-F Veteran Honored— 


Richard L. Bloedel, center, president, 
Bloedel's, Inc., receives a plaque in recog- 
nition of 20 years of service as a Stude- 
baker-Packard dealer in Ripon, Wis. The 
presentation is made by Walter Fischer, 
left, S-P district manager, and witnessed 
by Jerry Long, Bloedel'’s son-in-law and a 
salesman for the dealer. 


relayed to the Motor Vehicle Serv- 





ice Bureau in Quebec City, When} 


completed, they are returned to 
the purchaser. The licensing and 
transfer then become effective. 
This new procedure takes at least 
one week, and dealers say that in 
the meantime, the car owner does 


A New Concept in Double Reduction 
Truck Axles 





FIRST 





REDUCTION 


in Bevel Gears 


SECOND 
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in Planetary 





Eaton Planetary Double Reduction 


Gives You these Important Benefits! 


Save We i g h t—size for size, Eaton PDR 
Axles weigh less than conventional herringbone or spur 
- gear axles, permit truckers to haul more legal payload. 


Last Lon G © [—In Eaton PDR Axles, gear 
tooth loads are equally distributed over four rugged “‘planet”’ 
gears; stress and wear are reduced, resulting in materially 
longer axle life. Eaton’s forced-flow lubricating system 
provides positive lubrication to all moving parts, even at 


Previously, double-reduction axles have been 
available only in the extra heavy-duty sizes. 
Eaton PDR Axles are available in a wide 


range of sizes—the last word in equipment to 


slowest vehicle speeds—a feature not available in other 
double reduction axles. 


Cost Less to Maintain 


—When and if repairs are necessary, parts are readily 
available—most of them interchangeable with other Eaton 
Axles. Simple construction—similar to the famous Eaton 
2-Speed Axle, with which all truck service men are familiar 


—holds maintenance labor to-a minimum. 


EATON 





CLEVELAND, 


AXLE DIVISION 
MANUFACTURING COMPANY 
OHIO 


meet the demands of today’s hauling condi- 
tions. By actual comparison they cost less to 
buy, less to maintain. They have established 
outstanding performance records in all types 
of heavy-duty operation. 














not have the legal use of his car.— 


(Jules Larochelle.) 
o nt oe 


Richmond, Va. 


The brisk pace of. new-car sales 
in the Richmond (Va.) area con- 
tinued during May, according to a 
report by the Richmond Chamber 
of Commerce. 

Automobile sales (based on regis- 
trations) set a May record. The 
4,532 cars sold topped the previous 
high of 4,398 in May, 1957. The 
cumulative total of 22,405 was sec- 
ond only to the 25,908 in 1955. 


New car sales totalled 1,503 in 
May and 7,274 for the first five 
months of the year. These totals 
were beaten only by the compara- 


tive figures for 1956. 
* * * 





Baltimore 


A total of 2,270 new cars were 
| registered in Baltimore in May, 
| compared with 2,399 a month ear- 
lier. 

By makes, registrations were: 
Ford, 555; Chevrolet, 545; Plymouth, 
| 213; Rambler, 140; Pontiac, 132; 
| Oldsmobile, 130; Dodge, 92; Buick, 
| 72; Cadillac, 47; Chrysler, 45; Stude- 
| baker, 44; Mercury, 41; DeSoto, 27; 
Lincoln, 9; Imperial, 8; Edsel, 3, 
and miscellaneous, 167. 


For the entire state, foreign- 
car registrations numbered 819 
in May, compared with 847 in the 
previous month. By makes, they 
were: Volkswagen, 136; Fiat, 92; 
Renault, 81; Simca, 76; Hillman 
61; Opel, 58; English Ford, 50; 
| Triumph, 41; Austin, 33; Vaux- 
hall, 24; Volvo, 24; Peugeot, 19; 
Morris, 18; MG, 17; Mercedes- 
Benz, 16; Jaguar, 13; Saab, 8; 
| Singer, 8; Sunbeam, 7; Borgward, 
| 4; Goliath, 4; Taunus, 4; Alfa 
Romeo, 3; Citroen, 3; Goggomobil, 
3; NSU, 3; Lloyd, 2; Porsche, 2, 
and miscellaneous, 9. 


New-truck registrations in Balti- 
|more alone numbered 384, com- 
pared with 408 a month earlier. By 
makes, they were: International, 
146; Chevrolet, 82; Ford, 62; GMC, 
| 49; Dodge, 13; White, 8; Willys, 7; 
| Mack, 5; Reo, 3, and miscellaneous, 
6.—(Kate Savage.) 

* * 


~ 


Emporia, Kans. 


General business conditions are 
good in Emporia, Kans., and most 
dealers report volume ahead of last 
| year at this time. Some dealers re- 
| port shortages of some models, 

Further impetus is expected when 
the wheat crop has been harvested. 

Collections and repossessions are 
|normal to low. New and used-car 
inventories are reported normal 
with clean, late-model used cars 
in demand.—(L, H. Houck.) 


x * x 


Pittsburgh 


New-car registrations in the 
Pittsburgh area were “down appre- 
ciably” in the week ended June 20, 
according to the Bureau of Busi- 
ness Research of the University of 
Pittsburgh. 


The bureau’s seasonally adjust- 
ed index of general business ac- 
tivity stood at 116.1 percent of 
the 1947-49 average during the 
week, compared with 115.9 per- 
cent a month earlier. 


Steel mills operated at 97 per- 
cent of practical capacity during 
the week, the highest level of the 
year.—(Leon M, Leffingwell.) 


x * * 


Rochester, N. Y. 


About one out of every 11 new 
cars sold in Monroe County 
(Rochester), N. Y., is of foreign 
make, according to figures released 
for the first five months of 1959. 

Renault is the most popular for- 
eign make, followed by Volks- 
wagen, Simca and Opel. 

Total new-car registrations, U.S. 
and foreign, slipped in May from 
April, but the total is still run- 
ning ahead of last year. May 
sales came to 2,675 (U. S. cars 
only) as compared with 2,785 in 
April. Foreign cars slipped from 
233 in April to 206 in May. 

For the first five months of this 
year total new registration of do- 
mestic cars in-Rochester came to 
11,081, as compared with 8,722 a 
year ago. Foreign-car sales in the 
first five months were 956, com- 
pared with 550 for the first five 
months of last year. 

The most popular U. S. car here 
is Chevrolet, followed by Ford, 
Oldsmobile, Pontiac and Rambler, 
in that order.—(Ted Case.) 
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Truekin’ 


-. by Jack Weed 





Lightheavies Lead Field 
In °59 Percentage Gains 


a” COULD be expected, the light 
“under 6,000-pound” pickups 
show the largest increase in num- 
bers of any weight category for the 
first four months of this year, ac- 
cording to*figures released by AMA. 
But the biggest increase over last 
year percentagewise came in the 
16,000-19,500-pound GVW classifica- 
tion. 

While the light jobs increased 
in domestic factory sales by 66,- 
606 units over 1957, a jump from 
112,354 to 178,960 for a percentage 
of 59 percent, ‘the lightheavy 16,- 
000-19,500s jumped 15,730 units 
from 23,632 to 39,362 for 66 per- 
cent increase. 

Next highest in percentage in- 
crease was the 6,000-10,000 GVW 
group. These units were up 21,238 
from 35,805 to 57,043 for a 60 per- 
cent hike. They were followed by 
the light jobs at 59 percent, and 
then by the heavy heavies (over 
33,000 GVW), which jumped from 
8,562 to 13,023, or 45 percent. 

Following them came the 26,000- 
33,000 GVWs, which increased from 
10,040 units to 13,474 for a 30 per- 
cent hike; the 14,000-16,000 GVWs, 
which rose from 22,098 to 31,229 for 
a 29 percent increase, The fast-dis- 
appearing 10,000-14,000 GVWs drag- 
ged out a 702-unit raise for a 17 


percent gain. 
* * * 


ya Guy Rutland of ATA was 
in Detroit to speak before the 
Economic Club about a month ago, 
he brought up the swift changes 
taking place in truck design and 
operation. 

These are being brought about, 
he said, by three factors—the in- 
creasing population and its move- 
ment to the suburbs, the opening 
of the St. Lawrence Seaway and 
the rapid acceptance of “contain- 
erization,’” which seems to be 
getting even more attention than 
“piggyback” and “fishyback.” 

Now comes a story from the 
United Cargo Corp.’s container 
shipping service, in operation be- 
tween the U.S. and South Africa 
for the past 13 months and which 
is expected to be extended to Eu- 
rope sometime this summer. 

This story, if the benefits it 





For Dealers, Salesmen . 


vouches for are realized by other 
shippers, seems to weigh heavily 
in favor of a wider use of contain- 
ers on at least less-than-truck-load 
shipments that have to be trans- 
ferred several times from one car- 
rier to another. 


They say the steel-braced alumi- 





num containers provide almost 500 
cubic feet of storage space—10 feet 
6 inches long, 7 feet 6 inches wide 
and 7 feet 4 inches high. It is 
reported that in past operations 
averaging $350,000 in value each 
month, there has not been a single 
claim for loss from pilferage, dam- 
age or contamination. 
* * ok 
HIS is “a record achieved in a 
trade where claims have been 
filed for as many as 70 percent of 
the conventional shipments on a 
single ship,” according to S, A. 
Kreis, United Cargo vice-president. 
A committee of the Truck- 
Trailer Manufacturers Assn, has 
been working diligently for the 
last couple of years working out 
a container that would be ac- 
ceptable for truckers, rail and 
ship owners, The ship specifica- 
tions seemed to be the most 
stringent as to size and struc- 
tural strength, and it has been 
reported that such designs have 
been accepted by all parties. 
With this almost universal ac- 
ceptance of a standardized con- 
tainer, the demand for “piggyback” 
and “fishyback” may decline con- 
siderably because containers will 
eliminate the need for special “tie- 
downs” on rail cars and boat decks, 
minimize lost trailer time while in 
transit. And.authorities say it will 
(Continued on Page 19, Col. 1) 





Power Takeoff Uses Multiply — 


qywantrs years ago, about the 
only uses for truck power take- 
offs were powering the hydraulic | 
dumping mechanism for dump 
bodies and an occasional winch in- 
stallation. 

Today power takeoffs are used 
in so many different applications 
on trucks that it is almost im- 
possible to list them all. The 
great increase in the use of 
power takeoffs is due, in’a great 

*~ * ~ 





Sales Prospects for PTO 


TH following list of major users 

of power takeoffs and how they 
use them can be a profitable guide 
for the truck dealer or salesman in 
their approach to truck sales to 
the vocations listed. 

1. Government — City, county 
and state garages operate gar- 
bage disposal trucks, street sprin- 
klers, dumps, aerial platform lifts, 
maintenance trucks, post-hole 
diggers, booms, wreckers, tail- 
gate lifts, road salt and cinder 
spreaders. 

2. Utility companies operate 
trucks equipped with compressors, 
post-hole diggers, high-lift plat- 
forms, winches and booms. 

3. Sand and gravel companies op- 
erate dumps, loading conveyors, 
concrete mixers. 

cd ok * 
4, CONTRACTORS for compres- 

* sors, dumps, winches, platform 


lifts, and units for foundation drill- 

ing and steel erection. 

5. Nurserymen for tree setting, 
stump pulling, winches, booms, dig- 
gers and generators. 

6. Ice companies for on the job 
ice crushers and grinders. 

7. Coal and coke fleets for dumps 
and conveyors. 

8. Oil companies for pipe line 
maintenance trucks, fuel oil, gaso- 
line and pressure tank delivery 
trucks. There are thousands of 
these oil delivery trucks located in 
small rural centers as well as the 
big cities. 

ok * 

9 PROPANE. and butane fleets for 
© delivery and transport trucks. 
10. Oil field trucks for many spe- 

cial requirements. 

11. House movers for winches 
and dumps. 
(See TAKEOFFS, Page 19, Col, 1) 








Truck Population for 1958 


California 
Colorado 
Connecticut 
Delaware 
Florida 
Georgia. .... 
Idaho 
Illinois 
Indiana 
Iowa 








Kentucky 
Louisiana 
Maine 
Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 


208,711 

70,272 
130,227 
168,277 
363,215 
249,567 


New Hampshire 
New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 





degree, to the increased cost of 
labor and the engineering inven- 
tions that utilize the truck engine 
in so many varied ways. 

The application of power take- 
offs to truck work has been stead- 
ily growing for the last five years 
and no truck expert will admit be- 
ing able to forecast where their use 
will eventually extend. 

The current use of PTO applica- 
tions is both highly diversified and 
impressive and should be closely 
studied by all truck dealers and 
their salesmen. 

ok * * 
N MANY vocational lines, the 
knowledge of where PTOs can 
be used to an advantage may spell 
the difference between getting an 
order and losing it. 

Or it may make the difference 
between selling a truck complete 
with body and accessories and 
trading dollars on a competitive 
bid for the type of equipment the 
truck owner has been using in the 


past, because he doesn’t realize the’ 


extra profit advantage to him in 
speeding up his unloading time or 
in saving manpower. 

One of the more common uses 
for PTOs in recent years has 
been in the rapid growth of 
power loading tailgates. While 
many of the lighter models of 
this unique labor saver are pow- 
ered by electrical motors deriv- 
ing their “juice” from the truck 
battery, practically all of the 


TRUCK NEW PRODUCTS 
Page 32 





State, 


Federal 
1,166 
2,067 

796 
7,090 
2,463 

686 

129 
1,694 
1,488 
1,740 
2,716 


Municipal 
8,231 
3,814 
3,815 

52,610 
6,658 
5,152 

980 

13,776 
9,476 
3,713 

15,684 
9,239 
7,447 

10,029 
7,547 
6,541 
2,860 
3,697 

12,632 

15,999 
8,623 
5,431 
8,056 
4,364 
4,302 
1,468 


heavy-duty models with a lifting 
range from 1,000 pounds up are 
hydraulically operated with the 
hydraulic mechanism operated 
from the truck’s engine. 

One of the impressive uses is in| 
the handling of brick and tile. For- 





merly these products were un- 


loaded by hand, taking at least 
(Continued on Page 20, Col. 1) | 


Trucks on Road 
In 58 Up L8 Pet., 
U. S. Reports 


Gain of 197,747 Puts 
Total Over 11 Million; 
Calif. Has the Most 


F THE 11,158,561 trucks in op- 

eration in 1958, according to 
registration figures recently re- 
leased by the Commerce Dept.’s 
Bureau of Public Roads, 567,889 
were tractors and 156,484 were pow- 
ered by either diesel or butane- 
fueled engines. 

Most trucks and tractors were 
privately owned, the report show- 
ed, with only 78,481 vehicles being 
owned by the Federal Govern- 
ment and 449,708 being owned by 
State, county and municipal gov- 
ernments. 

The figures show that 197,747 
trucks were added to the national 
fleet during 1958 even though sales 
showed a marked drop from 1957, 
The increase in trucks on the road 
is tabulated at 1.8 percent, which 
seems to indicate that scrappage 
for the year was less than normal. 

California led the top 10 states 
with 1,006,939 trucks in service, fol- 


| lowed by Texas with 842,983; Penn- 


sylvania with 549,341; New York 


| with 488,895; Ohio with 426,340; Il- 


linois with 430,917; Michigan with 
381,018; Indiana with 332,928, and 


| North Carolina with 297,862. 
« ok *” 
FARM trucks in the 27 states that 


have special farm registration 


|numbered 1,684,151. Some of the 


more heavily truck-populated farm 
states—such as California, Ala- 
bama, Florida, Georgia, Illinois, In- 
diana, Missouri, Pennsylvania and 


| South Carolina—do not register 
|farm trucks in any way in which 


they can be designated as such, 
trucks on the farm actually may 
be twice the number indicated by 
the department’s breakdown. 

California also leads in the 
number of diesel or butane 
trucks, with 20,515. California is 
followed by Texas with 17,137; 
Florida with 12,447; New York 
with 9,616; North Carolina with 
7,471; Arizona with 7,349; Okla- 
homa with 5,871; Michigan with 
4,911; Oregon with 4,343, and 
Washington with 3,629. 

States, counties and municipali- 
ties outnumber private groups in 
ownership of school buses, with 


49,989 being privately owned and 
(Continued on Page 18, Col. 1) 


Mack Distributors Assail 
Federal Excise on Trucks 


OMERVILLE, N. J.—In an in- 

formal poll taken in connection 
with the semi-annual meeting of 
the national distributors council of 
Mack Trucks, representatives of 
the company’s 300 distributors went 
on record with their views concern- 
ing the 10 percent excise tax on 
trucks, the use of diese] engines 
for heavy transport equipment, the 
increasing desirability for lighter 
weight trucks and other key issues 
current in the industry. 

The council, meeting in the 
Mack parts and supply depot 
here, was presided over by J. B. 
Morehead, manager, distributor. 
sales division, and included rep- 
resentatives chosen by distribu- 
tors in the eight. geographical 
areas making up the truck man- 
ufacturer’s national distributor 
organization. 

The distributor representatives 
polled were unanimous, in. indi- 
cating that the 10 percent excise 


tax on trucks was very much in 
disfavor with truck users. 
& * * 

HE consensus of the distribu- 

tors polled was that the levy rep- 
resents an inordinately heavy tax, 
particularly on the larger trucks 
required to serve factories and re- 
tail stores, and that it is discrim- 
inatory because, as one distributor 
put it, “no such tax is imposed on 
capital equipment used by other 
industries.” 

According to the poll, all areas 
report a marked trend toward 
the increased demand for diesel 
engines for heavy transport 
equipment. 

At the same time, continuation 
of the swing to cab-over and fore- 
shortened models was reported by 
the Southern division’s F. A. Mad- 
dox, who cited the fact that of 
nine recent orders, six fell into one 
of the two categories. 





18 


AUTOMOTIVE NEWS, JULY 6, 1959 





Total Tops 11 Million, U. S. Reports... 


Trucks on Road Rise 1.8 Pet. 


(Continued from Page 17) 


122,014 being owned by some unit 
of government. 
Indiana had more privately own- 


ed school buses than any other | 


state, with 5,828 registered. Next 
was Pennsylvania with 5,367, fol- 
lowed by New York with 3,824; 
Louisiana with 3,788; Missouri with 
2,577; Wisconsin with 2,530; New 
Jersey with 2,463; Minnesota with 
2,393; Illinois with 2,270, and Mary- 
land with 2,262. 
a * + 

ORTH CAROLINA leads in 

State, county and municipal 
ownership of school buses with 12,- 
070. Ohio is second with 10,588, fol- 
lowed by New York with 9,939; 
Texas with 9,290; California with 
7,601; Michigan with 7,226; Illinois 
with 6,907; Indiana with 6,828; 
Pennsylvania with 6,572, and Min- 
nesota with 6,347. 

There were 270,163 buses of all 
types in the U. S,. in 1958, of 
which 179,995 were school buses 
and 90,168 were commercial and 





other mass transportation vehi- 
cles. 

Diesel and butane engines power 
approximately 10,000 more private- 
ly owned commercial buses than 
are powered by gasoline engines. 


| Gasoline-powered privately owned 


buses number 39,167, as against 
49,989 powered with diesel or bu- 
tane. The Federal Government had 
1,012 buses in 1958. 


Of the 4,110,334 trailers of all | 


types now in operation, only 1,019,- 
821 are privately owned full and 
semitrailers used to haul commodi- 


Bogard GMC Is Building 
Special Truck Bodies 
TUCSON, Ariz.—Bogard GMC 





Co., local truck dealership, has 
started to manufacture specialized 
truck bodies. 

A new building to house the 
body-building operation is under 
construction on the Bogard prop- 
erty, according to Gene Bogard, 
president. 


ties, according to the bureau’s 
compilation, Of these privately | 
owned freight haulers, 152,538 are | 
full or four-wheel units and 867,283 | 
are semitrailers. 

* * * 


oo largest trailer category 
lumps together the light farm, 
car trailer designed to be pulled! 
along by passenger cars and house | 
trailers. This category numbered | 
3,049,519 units, but due to registra- | 
tion requirements in several states 
the split in the types of trailers is 
very uncertain. 
Only 17 states register house | 
trailers as such and in these 
states there were 415,042 units. | 
House trailers in other states | 
were either registered in the 
same category as the light car | 





trailers or were not required to that they do not follow truck or 
tractor registrations in the same 


be listed at all. 





Pennsylvania Court Raps 


Against Truck Subterfuge 


PHILADELPHIA.—The Public 
Utility Commission in Harrisburg 
scored a major victory in behalf 
of Pennsylvania truckers when 
the State Supreme Court upheld 
the PUC crackdown order on 
motor carriers using interstate 
rights to compete illegally here. 

Affirmed was a 1958 order di- 
recting the Jones Motor Co., Inc., 
Spring City, Pa. to halt what 
the commission described as un- 
authorized trucking operations in 
the eastern part of the state. 
The appellate court upheld the 
PUC’s contention that transporta- 
tion between points of origin and 
destination in Pennsylvania by 


way of New Jersey is a “subter- 


fuge to evade Pennsylvania law 
and commission jurisdiction.” 





Thus the listed 2,634,477 light car | order of states. 


and farm trailers may be “loaded” | 
with a great many house trailers. 


For instance, while California, 
| the top truck state, is also the top 

One of the peculiarities of the/|full-trailer state with 62,231 units, 
full and semitrailer registrations is | the second-ranking full-trailer state 








25th progress year » 


We are continuing to 
grow and produce better 
steels for the product you 
make today and the 
product you plan for 





ae 


McLoutn Stee. CorPporRartTION 


HOT AND COLD ROLLED SHEET AND STRIP STEELS 


Detroit 17, Michigan 


is Nebraska, which is far down the 
list of truck population. 

* * oa 
| THE top 10 full-trailer states, 

Nebraska is second with 29,185; 
Ohio is third with 6,170; followed 
by Wyoming with 6,051; Oregon 
with 4,862; Michigan with 4,804; 
Idaho with 4,586; Colorado with 
4,510; Wisconsin with 3,851, and 
Minnesota with 3,200. 

Semitrailer registration in the 
top 10 states, however, does fol- 
low truck registration a little 
more closely. In this category, 
| Texas is tops with 171,448, and 
| California is second with 60,473. 

Illinois is next with 55,484, fol- 
lowed by Michigan with 51,706; 
Pennsylvania with 50,412; Ohio 
with 39,993; Indiana with 37,177; 
Missouri with 34,960; New York 
with 34,190, and New Jersey with 
24,974, 

The Federal Government owns 
1,340 trailers of all types other than 
military, and the states, counties 
and municipal governments operate 
36,654 trailers of all types other 
than the light-car units. 

a ok a 
— were an estimated §81,- 

536,726 drivers’ licenses in force 
in 1958, with 67,422,070 private and 
commercial vehicles registered. 
This means we had an estimated 
1.21 licensed drivers for each vehi- 
cle on the road. 


It is also interesting to note 
that the Western and Southwest 
states predominate in having the 
least number of licensed drivers 
per registered vehicle in the top 
10 states. This seems to indicate 
that more drivers own their own 
vehicle in those states than in the 
rest of the nation. 


The top state in this respect is 
Montana, which had but 1.01 li- 
censed driver for each vehicle. 
Montana is followed by Texas with 
1.02; Nevada with 1.03; Washington 
with 1.05; Oklahoma with 1.06; 
Kentucky with 1.07; Oregon with 
1.09; California with 1.10; North 
Dakota with 1.10, and Mississippi 
with 1.10. 


Reynolds Shows 
Aluminum Trailer 


For Bulk Cargo 


CLEVELAND.—An all-aluminum 
bulk cargo container was _ intro- 
duced at the Materials Handling 
Exposition in Cleveland’s Civic 
Auditorium. 


Fabricated of Reynolds alumi- 
num, the 850-cubic-foot, top-loading 
prototype was built by Brown 
Trailer division of Clark Equip- 
ment Co. for the Rock Island Rail- 
road. 

Plans call for test-operations by 
the Rock Island, hauling granular 
malt to St. Louis area breweries 
for the malting firm of Albert 
Schwill & Co., Chicago. 

Reynolds Metals Co.’s product 
development department conceived 
the unit’s design and supervised its 
assembly. 

According to Harry E. Weiler, 
manager of Reynolds truck and 
trailer markets, one of the prob- 
lems in design of grain carriers 
has been the elimination of dust- 
catching crevices, a source of con- 
tamination in conventional grain 
cargo boxes. 

“This problem has been solved,” 
Weiler said, “through use of alu- 
minum interlocking snap-fit extru- 
sions in side and end walls, corner 
posts and floors. These interlock- 
ing components, used with an 
epoxy resin seal, provide a positive 
barrier against moisture and insect 
attack in transit. In addition, they 
cut material costs substantially and 
effect savings in labor and main- 
tenance.” 


°59 Soda Fountain on Wheels 


Introduced by Jolly Roger 


PHILADELPHIA. — Jolly Roger 
Dairy Products Corp. has intro- 
duced its 1959 model ice-cream 
store on wheels, a special merchan- 
dising unit mounted on a P-350 
Ford chassis. 

The trucks have a one-ton West- 
inghouse air-conditioning unit, a 
hand sink with hot and cold run- 
ning water, refrigerated storage 
unit, 45-gallon waste sink and a 
fountainette. 
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(Continued from Page 17) 


cost no more to handle the con- 
tainers in loading or unloading 
than it does the complete trailer. 

Maybe our friends in the trailer- 
manufacturing business will not 
welcome this switch, if it takes 
place, too warmly. But I'll bet the 
truckers will. ; 

* x 


Responsive Powwow 


— meeting June 26 between 
the Truck Committee of NADA 
and factory truck sales managers 
was not only very interesting but 
for a “first time” affair seemed 
to hit a responsive chord with 
both participating groups. 

While merchandising problems 
current in the field were touched 
upon and talked over quite freely 
by both groups, no solution could 
be reached, of course, on several 
key problems. But these problems 
were discussed much more freely 
than even I had thought might be 
done in an initial meeting of the 
two groups. 

However, one of the exclusive 





All Carriers Seen 
Uniting in New Era 


Of Transportation 


ETROIT.—A merica is on the 

threshold of a new era in 
transportation in which there will 
be far greater coordination among 
all types of carriers, Guy W. Rut- 
land jr., chairman of the American 
Trucking Assns., said here, 

At the moment, he told the De- 
troit Economic Club, transporta- 
tion is in the grip of great tur- 
moil and confusion. This is due to 
rapid population increases, the 
move to suburbs and new de- 
mands by both people and indus- 
try, he said, 

Rutland said the trucking in- 
dustry would play a vital role in 
the evolution of the new transpor- 
tation pattern. 

cd * * 

ARE especially interested 
in this development because it 
has become obvious that it is the 
motor truck which will be coordin- 
ating with every other form of 
freight transport,” he said. 

“Our railroad friends, our mari- 
time and barge operators, our air 
transport and our pipeline opera- 
tors all see trucks in their fu- 
ture.” 

He said the pace of coordinated 
service already is being stepped up. 


Takeofis 


(Continued from Page 17) 


12. Heavy machinery movers for 
winches and cranes, 
13. Mining companies for dumps, 


conveyors, compressors, drilling. 
*~ > x 


“ 


14 FIRE departments for auxil- 
® iary pumps, aerial ladders. 

15. Airports and for plane refuel- 
ing trucks, many of which have 
two power takeoffs, and for bag- 
gage conveyors, winches and 
booms. 

16. Wreckers (building and 
road) for winches, cranes and 
booms. , 

17. Orchards for many types of 
spraying and mowing equipment. 
18. Street railway and bus stops 
for wreckers, maintenance trucks 
and winches. 


Vast Gains Predicted 


In Piggyback Volume 


CLEVELAND.—Changes in pric- 
ing and rate-making policies will 
push piggyback operations to such 
heights of traffic volume as to re- 
quire “an equipment supply dwarf- 
ing the present $1.5 billion invest- 
ment in railroad cars owned 
privately by shippers,” Morris For- 
gash, president of U. S. Freight Co., 
predicted before the National Pe- 
troleum Assn. 

Latest industry reports show that 
piggyback in the first 14 weeks of 
1959 showed a 56.5 percent increase 
Over the same period of 1958, he 
said. The jump in volume contrasts 
with a 7.1 percent hike in conven- 
tional rail carloadings for the same 
Period, he said. 


Truckin’ eeee By Jack Weed 





truck dealers on the committee 
came up with one bit of informa- 
tion that seemed to pound home 
the need for some control being 
exercised in the selling of the 
heavier trucks, He said it took 
51 hours of his average sales- 
man’s time to sell a heavy duty 
truck, 

This, of course, included the ini- 
tial approach and all of the follow- | 
up calls that have to be made) 


|something must be done about 


|all of the major finance companies | 





before a deal is wrapped up and 
in the bag. It’s no wonder that a} 
truck salesman gets a little put) 





2 Directors Named 


BUF FALO—Edward D. Asch-| 
bacher and Robert F. Hunt have} 
been elected directors of the Buf-| 
falo Automobile Dealers Assn.| 
Aschbacher will serve a three-year | 
term as Chrysler dealer represent- 
ative. Hunt, a Chevrolet dealer, will 
serve until May, 1960. He suceeds| 
Hal Casey, who resigned. 
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out when, after he has dug up the 
prospect and surveyed the opera- 
tor’s problem to determine the 
proper size of truck, the proper| 
gear ratios, etc., some dealer who 
has little or no interest in the truck 
end of his line gets wind of the 
deal and steps in with a little or 
no profit bid, A week’s work shot| 
out of the window is something 
one can never recover. 

The factory men were told that 


used-truck financing as practically 


used by the Big Three shy away 
from used-truck paper as if it had 
the plague. 

The factory boys were also asked 
for more uniformity in the cab-to- | 
axle dimensions of trucks so that 
it would be possible to mount the 
same body on a number of makes 
of trucks and have the wheelhouse 
come at the right place. | 

* od * 





New GMC Engine 


MC TRUCK AND COACH had 
the pencil pushers out to the 
factory to take a squint at a new 
gasoline engine series which they 
have in the works for later an- 
nouncement. 
The division is all enthused over | 


“Imagine getting 5 to 7 mpg 


in city stop-and-go!” 


Edward McGillick, Division Supervisor of Dairylea, Inc., N. Y.C., 


Truck Tips 


Over-road common carriers, 
dairy and paper product firms 
are normally buying new truck 
equipment this month. 

Intensive solicitation should 
be in full swing during July on 
cartage moving and storage and 
fuel oil and textile manufactur- 
ers. Farmers are also about 
ready to buy and in most areas 
the school boards are deciding 
on their school bus requirements 
for the coming year. 

Now is a good time, too, to 
start work on service stations 
and other automotive truck 
users. Truck dealers and sales- 
men should start checking on 
bakers, both wholesale and re- 
tail, door-to-door delivery firms, 
livestock haulers, newspapers 
and radio and TV dealers. 





the possibilities of this new power 
plant and expect it to create quite 
a stir when they are ready to 
formally announce it. It’s a part 
of GMC’s long-range planning for 
the future in truck design. 


reports on his milk trucks with Allison Torqmatic transmissions 


OTHING makes a truck gulp its way through tankfuls 
N of gas faster than a milk delivery route. And that’s 
especially true when the customers are restaurants and stores 


in the densest traffic areas 


of America’s busiest city. 


“My stick-shift jobs average only about 2 mpg—what with 
all those traffic lights on top of their regular 30 stops a day,” 
McGillick says. “I would have been satisfied with that much 
mileage in the new Torqmatic Dodges—but they’re giving me 


an amazing 5 to 7 miles a 


gallon!” 


Actually, Dairylea put their first Torqmatics to work in an 


attempt to “do something’ 


’ about persistent clutch, transmis- 


sion and rear axle problems. For stop-and-go puts a tre- 
mendous strain on the entire drive-line of even the finest 


manual-shift truck. 


“We think these troubles are a thing of the past,” McGillick 
says. “Even in the relatively short time we’ve had the 
Torqmatics, they’ve saved us money. Their availability figures 





Rambler Sights 
Peak Fleet Sale 
Of Over 25,000 


DETROIT.—Fleet sales of Ram- 
blers are running four times higher 
than a year ago, and should reach 
an alltime record total of more 
than 25,000 by the end of the 1959 
model year, according to W. B. 
Ramsey, director of government 
and fleet sales for American Mo- 
tors. 

Although fleet sales for all of the 
1958 model year set a record of 
10,231 cars, the 1959 pace was 50 
percent ahead of this figure at the 
end of the first six months, Ram- 
sey said. 

Rambler Sixes have accounted for 
56 percent of all fleet sales, Ram- 
sey said, Rambler Americans ac- 
| counted for 32 percent of the total, 
| and Rambler Rebel and Ambassa- 
| dor V-8s, 12 percent. 

By body types, four-door sedans 
| and station wagons were of almost 
equal popularity, accounting for 75 
| percent of all sales between them. 








are far better than any of my trucks with stick-shifts.” 


And, according to the records of Torqmatic users the coun- 
try over, Dairylea’s moneysaving experiences have only 
begun. They can expect more mileage between overhaul 
needs—fewer repairs in general—longer engine life. Even 
their brakes will last longer in this constant brake-using 


operation. 


“The built-in Torqmatic brake is very popular with my 
drivers,” McGillick reports. “In fact, they all want to drive 
the new Dodges. And our driver training job is greatly 


simplified.” 


For the moneysaving answer to transmission-wrecking truck- 
work like Dairylea’s—or faster, more efficient hauling of any 
type—get the complete story on the Allison Fully Automatic 
Transmission. See your truck dealer now! 


Allison Division of General Motors, Indianapolis 6, Indiana 


SAhason--2S untsmetastons 


Now available in 


Powermatic 





Torqmatic 


Transmatic 


Torqmatic 
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Growth Influences Truck Sales .. . 





Power Takeoff Uses Multiply 


(Continued from Page 17) 
two men for the work and being a 
slow, tedious task. 
* * 


Loaded on Pallets 
oe with unloading equip- 
ment available, these materials 
can be placed on pallets in quanti- 
ties up to 1,000 units which, when 
lifted off the truck mechanically, 
can be automatically stacked in al- 
most any desired manner. A body 
is also available that will move 
back and tilt, enabling the load to 
be laid on the ground in an orderly 
pile. 

Obviously it is much quicker 
and less costly to unload a truck 
load of brick or tile by this 
method than by doing it manu- 
ally, a few pieces at a time. 
The utility industry is another 
area in which the use of PTO units 
on various types of trucks has been 
constantly growing. They are need- 
ed for running hydraulic pumps 
that operate the Sky Buckets used 

while making repairs at consider- 





able heights, and also to run post- 
hole diggers and winches and 
hoists used to set and pull poles. 
PTOs are coming into much 
greater use in the frozen-food de- 
livery field, too, being used to drive 
the refrigeration unit. Formerly 
the drive was off the fan belt. But 
with new engine designs and the 
addition of other under-the-hood 
accessories, this method has run 
into serious space and mounting 
problems, 
* * * 
VEN the advent of commercial 
jet aircraft has contributed to 
increased PTO demand. Jet planes 


Camdale Takes Control 
Of Plastic-Truck-Body Firm 
HOUSTON.—Camdale Corp., New 
York, has purchased a controlling 
interest in Commercial Fibreglas 
Products, Inc., here. 
The latter firm has developed 
custom-built truck and trailer bod- 
ies built of fiberglass. 


Since 1914—1 


of the type currently in service re- 
quire 24,000 gallons of fuel to fill 
their tanks. With time saving be- 
ing the primary object of this type 
of aircraft, obviously the trucks 
performing refueling tasks must do 
so much faster than formerly if 
time gained in the air is not to be 
lost on the ground. 

The pumping rate has already 
been increased to 600 gallons per 
minute, and indications are that 
this will have to be further step- 
ped up to about 1,200 gallons per 
minute. In this application, split 
shaft PTOs are required and are 
being installed on equipment 
everywhere jets are presently 
landing, or are soon scheduled 
to land. 

Also at virtually all commercial 
airports, PTOs now power the 
mobile belt conveyor equipment 
used for handling luggage and air 
cargo, as well as for the stowage 
of food. 

Increasing use of bulk cement in 
| the building and road construction 





White's Distributor Council Meets— 


“Greatest sales year for White and Autocar trucks and transport tractors in history" 
is the prediction these members of the national distributor council of White Motor 
Co. voiced during their annual meeting at Cleveland with from left, standing, Noah 
©. Gresham, wholesale operations vice-president; H. J. Nave, executive vice-president, 
and Harry D. Weller, sales vice-president, all of White truck division. Distributor 
council members, each of whom represents White and Autocar distributors in a sales 
region of the U. S. or Canada, are, from left, seated, L. H. Behmer, Lancaster, Pa.; 
J. C. Wright, Paterson, N. J.; R. A. Bailey, New Castle, Pa.; E. H. Lewis, Tulsa, Okla.; 
J. R. Lambrecht, San Jose, Calif.; T. R. Litchfield, Eau Claire, Wis.; F. J. Kijek, Ottawa, 


Ont., and F. R. Hunt jr., Tampa, Fla. 





fields has also created a substan- 
tial new demand for PTO equip- 
ment, Here units are to be found 
on bulk cement transports where 





Everybody’s enthusiastic about Cold Bonderitel Since its intro- 
duction a year and a half ago, over one hundred plants have 





installed this revolutionary new system. Cold Bonderite System 
solutions operate at temperatures 40° to 75° below temperatures 
in conventional systems, saving important sums in heat costs, 


maintenance and equipment. 


Cold Bonderite can be a winner in your spray finishing line, 


too! Call in the Parker man right now. 


eader in the field 


Parker Rust Proof Company 


2164 E. MILWAUKEE, DETROIT 11, MICHIGAN 


BONDERITE corrosion 
resistant paint base 


BONDERITE and BONDERLUBE 
aids in cold forming of metals 


PARCO COMPOUND 
rust resistant 


PARCO LUBRITE —wear 
resistant for friction surfaces 


*Bonderite, Bonderlube, Parco, Parco Lubrite—Reg. U.S. Pat. Off. 


TROPICAL—heavy duty 
maintenance paints since 1883 


they are used to either run an 
auger or operate a blower. 
* * og 


Dairy Industry Use 


N2 DOUBT taking a cue from an 
application long common in the 
petroleum field, the dairy industry, 
now moving a large volume of its 
output via huge highway tankers, 
is using the units for pumping 
milk out of the trucks. 

The petroleum industry itself, 
however, is not being left behind. 
It has found an additional use for 
PTOs in conjunction with Latin 
American operations. Frequently 
working in wild, isolated areas, 
there is no other source of power 
for running the generators needed 
in connection with the small mobile 
repair shops which are a necessary 
part of all field operations. 

Still another growing market is 
America’s rural area. Bulk feeds 
are now being hauled to many 
farms in large trucks equipped 
with hammer mills to process the 
feeds right at the point of de- 
livery. The hammer mills receive 
their power from a PTO source. 

And, more and more of the four- 
wheel-drive vehicles used on farms 
are being equipped with post-hole 
diggers, again requiring a PTO. 
Also on farms, this type of power 

(Continued on Page 21, Col, 1) 


Truck Dealer 
Fills Tall Order 


For Traveler 


ELGIN, Ill.—You’re a truck 
dealer. You get an order for a 
truck with the following specifica- 
tions: 

“Must be able to perform satis- 
factorily under the most exacting 
conditions for a trip to Alaska, 
a vacation jaunt to the North 
Woods, a safari in Africa, or for 
a pleasure trip to Florida.” 

A tall order? Couple this with 
other information from the cus- 
tomer that several truck dealers 
wouldn’t even attempt to meet, and 
you have the situation in which 
Joe Horace, of Horace Motors, Inc., 
committed his dealership without 
so much as a blink. 

First he located a W300 Power 
Wagon at the St. Louis Dodge 
Truck Center, and dispatched a 
man by plane to drive it back to 
Elgin. A complete change from de- 
sign was necessary to meet the 
customer’s specification. 

A forward control section was 
found and the cab and cowl re- 
moved from the original chassis. 
The frame was stretched, more 
midship bearings put in, new steer- 
age mountings, new controls, new 
hookups, new clutch and power 
steering. 

A “cabin-cruiser” body was built 
and the unit finished. The customer 
accepted it and hitched on a trailer 
carrying a big power boat and set 
off for Florida. 


Cooper-Jarrett Acquires 


Lukens Operating Rights 


CHICAGO.—Cooper-Jarrett, Inc., 
motor common carriers, has ac- 
quired the operating authority of 
Lukens Trucking Corp., Philadel- 
phia. 

A Cooper-Jarrett spokesman said 
this would place his firm in vir- 
tually every New Jersey commu- 
nity. 
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Growth Influences Truck Sales .. . 





Power Takeoff Uses 
Multiply Over Years 


(Continued from Page 20) 


is coming into more widespread | 
use on equipment for spraying | 
trees and crops with insecticides. 

ok a * 

URNING back to urban applica- 

tions, street sweeping vehicles 
now are being generally equipped 
with PTOs, not only for driving 
brushes, but also to power the 
pumps which pressurize the water 
used to clear away remaining 
debris. 

Industrial refuse handling is 
still another field where methods 
have changed substantially in 
recent years. Refuse is now han- 
dled in bulk by vehicles capable 
of picking up large containers 
with capacities up to three or 
four yards. 

And in many applications, this 
refuse is handled by trucks equip- 
ped with packers that crush and 
pack the refuse as it is dumped 
into the collecting box. Here again 
needed power is obtained by means 
of PTOs. 

Retail coal men can now buy 
delivery trucks equipped with 
power conveyors, allowing one man 
to unload the entire load directly 
into the constmer’s bin. 

* * * 


New Industry Born 


OWER takeoffs have been 

partly responsible for the devel- 
opment of an entire new industry 
serving the farmer, the men who 
spread lime and phosphates over 
the land on a contract basis. Sim- 
ilar equipment is also used to 
spread salt on dusty and icy roads. 


Everyone is conversant with the 


Superior Coach 
Offers 2 Series 
Of Transit Buses 


LIMA, O.—Superior Coach Corp. 
has introduced two new transit 
coach lines—the Supercruiser Ex- 
press Series and the Supercruiser 
Crown Express Series. 


They are designed primarily for 
city bus lines, inter-city bus lines, 
airport operation, colleges and 
other similar uses, Superior said. 
Both series are available in 72-inch 
and 78-inch headroom models, 


Both forward-power and rear- 
Power units will be made, with a 
variety of power, transmission and 
painting options available. Seating 
capacities for rear-power models 
range from 33 to 45 passengers. 
Seating capacities for forward- 
Power models range from 29 to 45 
passengers. 


Superior coaches are sold mostly 
by GMC and International dealers. 


Luggage handling has been given 
special consideration in the new 
buses. In forward-control models, 
the luggage compartment at the 
rear is accessible through a rear 
door and a side door. Side-skirt 
luggage compartments are avail- 
able on rear-power models, Tubular 
aluminum luggage racks and out- 
Side roof carriers with ladders are 
optional. 


The new series is also available 
with slanted windows and sliding 
window sash which meet all ICC 
regulations. Sliding windows are 
hinged and can be swung out to 
provide escape exits. 


Oil Filters in Fleet Cartons 


Offered by AC Spark Plug 


FLINT.—Oil filters packaged in 
large cartons at special prices for 
fleet operators have been an- 
nounced by AC Spark Plug division 
of General Motors. The fleet-pack- 
ed filters come in 24 types covering 
85 percent of all truck and fleet 
operations, AC said. 

Full and partial-flow types—with 
both sock and paper elements—are 
included in the new packaging pro- 
gram. The filters are packed in car- 
tons containing six, 12 and 24 units. 
Each filter and its gasket are wrap- 
ped in polyethylene. 


big cement mixers that have 
changed this industry practically 
overnight but few know too much 
about the bulk cement haulers 
which unload by either screw or 
blower mechanisms powered from 


|the truck engine. 


Another adaptation of this 
principle has now crept into the 
delivery of bulk flour from the 
mill to the commercial bakers. 
Also seldom seen are the aerial 
towers and aerial beams that en- 
able men or buckets to be hoisted 
to heights over and across ob- 
structing buildings or the auxiliary 
electric generators that derive their 
power from the truck engine. 

* + x 

OWER takeoffs can be obtained 

in single speed and reverse, 
dual speed and reverse, single shaft 
and dual shaft for low, medium 
and high-speed work. 








dg in 


Milestone Transport— 


This Mack tractor-twin trailer combination owned by John Vogel, 





Inc., Albany, is 


one of several double bottom units now in operation on the New York Thruway on a 


trial basis, This 


marks the first time that double bottoms have been brought into use 


in the East. The rig above is 85 feet, 9% inches long, although the thruway is per- 
mitting overall lengths of as much as 98 feet during the test period. The B773LST 
model lightweight Mack tractor has a gross vehicle weight capacity of 130,000 pounds. 
Powered by a 335-horsepower diesel engine, it can maintain a 50-mile-per-hour 
cruising speed and a speed of 20 m.p.h. on a 3 percent grade. 


The truck body and equipment 
distributor handling these power- 
actuated mechanisms and bodies, 
or who sells and mounts power 
takeoffs can be of invaluable aid 
to the truck dealer or salesman 
who wishes to really serve his 
customer and himself at the 
same time by showing the cus- 





tomer how to lower his handling 
costs and at the same time take 
his deal out of the “bid” cate- 
gory. 

On many of these applications, a 
change in the truck is necessary 


to make the frame fit the type of | 
body or accessory that is to be} 


power actuated. This may call for 
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|a change in the drive shaft and 


universal joints. 

Up to comparatively recently, 
such a change would call for cut- 
ting off the old shaft and lengthen- 
ing or shortening and rewelding by 
the dealer’s own shop or by the 
equipment distributor. 

* * * 


Unwelded Unit Offered 


ODAY, however, at least one 

universal joint maker has de- 
veloped what is known as an “un- 
welded center assembly” for such 
installations that takes much of 
the hazard out of making the spe- 
cial shaft. 

All that is necessary in this as- 
sembly is to accurately measure 
the distance and cut the unwelded 
center shaft accordingly and then 
weld the universal joint section on 
the cut end. 

Complete instructions for doing 
the job come with the kits so 
that dealers should have no fear 
of having their own shop do the 
work, if they are equipped with 
the proper tools and know-how. 

This same firm is now putting 
out a complete universal-joint re- 
pair kit for all types of universal 
joints so that these important as- 
semblies can be easily repaired 
without the need for complete re- 
placement, 





All the muscles you need 
for BIG-TRUCK JOBS... 


and then some! 


chassis and equipment. 


dependable lifting capacity and reserve strength—more bonus 
values than any other hoist you can buy. 


Compare a Heil hoist with other makes of similar rating. 


Here’s what you'll find... 


HEIL Hoists 


Dumping time: 12 seconds 


Pump capacity: 24 gpm 


Independently mounted pump, 


easily aligned with PTO 


Splined drive shaft, '%e-in. 


dia., solid steel 


Only 8 moving wear points, all 


with lube fittings 


Full 50° dumping angle 


Choice of 3 cab control systems 


Screw-on hoist cylinder head, 
easily removed for servicing 





Pump capacity: as low as 10 gpm 


not lubricated 


Dumping angle often 45° or less 


Ordinary Hoists 


Dumping time: up to 25 seconds 


Fixed-position pump must be con- 
nected at poor angle with PTO 


Hollow drive shaft, % to %-in. 
dia., with square-end slip joint 


As many as 15 wear points, some 


Two systems, sometimes only one 


Bolted or welded, fixed-head design 


. THE HEIL CO. 


heavy-duty hoists. 
Nome 
Address. 


City 


MILWAUKEE 1, 


IL Heavy-Duty 
TWIN-CYLINDER Hydraulic Hoists 


When you’re working out the specs for a really heavy-duty dump 
truck, take a close look at the hoist equipment. Dollar for dollar, 
a Heil twin-cylinder, arm-type hoist gives you more long-life, 


Milwaukee 1, Wisconsin 


Send me free Spec Sheet on 
Heil twin-cylinder, twin-arm, 














HEIL Twin-Arm, Twin-Cylinder, Hydraulic Hoist, especially 
designed for heavy-duty service with tandem axle truck 


FREE! 





State. 





Bue 


WISCONSIN 
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Lawsuits Affecting Dealers ... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 
Coen higher courts consist- 
ently hold that the owner of an 
automobile always is liable in dam- 
ages for injuries to persons caused 
by negligence of an employe. 


A few weeks ago a higher| 
court held that) 


an automobile 
dealer remains 


or completing the 
contract. 

For instance, in 
Carey v. Broad- 

L. T. Parker way Motors, 91 
N. W. (2d) 753, the testimony 
proved these facts: 

A Plymouth was registered in the 
name of Broadway Motors, One 





Tough, gentle 


and on 


Anthony Lift Gates are specified by 
Fred Sanders, producer and retailer 
of perishable baked foods, 
and ice cream. Formerly, loading 
and unloading were done by hand — 
Now, with Anthony 
Lift Gates one man rolls fully loaded 
cabinets from plant to truck, up onto 


and muscles. 


employer of an) 
employe to whom | 
he sells an auto-| 
mobile without | 
delivering the| 
certificate of title} 





Gage had at times been employed 
by Broadway Motors in waxing 
cars on a piecework basis, The firm 
sold a car to Gage for $85 on the 


| installment-payment plan. 


The most important evidence is 
that this conditional sales con- 
tract had been signed by Gage 
but had not been signed, deliv- 
ered or filed by Broadway 
Motors. 

In view of these facts, the higher 
court held Broadway Motors liable 
in damages for injuries inflicted to 


a pedestrian named Carey while| 


Gage was driving the automobile. | 
In this respect, the higher court | 





White Branch Opens 


DENVER.—White Motor Co, has 
opened its new factory branch at 
5165 Vasquez Blvd. It serves the 
Colorado retail market and White 
distributors in nine Rocky Moun- 
tain states. 














explained that as Broadway Motors 
had not signed, delivered or filed 
the conditional contract signed by 
Gage for purchase of the automo- 
bile, there was no transfer of title 
to Gage. 

Hence, Gage was not the owner 
of the automobile and the Broad- 
way Motors was liable for his neg- 
ligent acts as an employe. 

For comparison, see Flaugh v. 
Egan Chevrolet, Inc., 202 Minn. 
615. The higher court established 
the rule that registration of an 
automobile establishes prima 
facie that the registrant is the 

owner of the automobile de- 
scribed in such registration. 

This court explained that if a 
dealer makes a valid sale of an 


| automobile to any person, including 


his employe, such dealer is not in 

any sense responsible nor liable for 

negligent acts of the present owner. 
oe * ck 


| Statute of Frauds 


LL auto dealers should under- 
stand the law pertaining to the 
Statute of Frauds, This law is ap- 
plicable in all States without any 
variation, 
The statute plainly provides that 
a surety is not liable nor responsi- 


ble on an oral or verbal represen- | 





AMERICA’S MOST COMPLETE LINE OF 
HYDRAULICALLY-POWERED TAILGATES 


the level! 


candy 


the Lift Gate. He presses the con- 
venient control which raises the load, then rolls it into the truck. 
Unloading is also a one-man operation. 


This progressive firm reports, 


WHERE OUai 





“Our fragile merchandise must 
be moved up and down smoothly and on the level. The Anthony 


lowers the load under power at a constant speed. These Lift Gates 
have made our operation much more efficient. We meet our de- 
livery schedule promptly and with less labor.” 


You can do 


the same... 


Have him show you these Anthony features: 


¢ Automatic 


“Safetymatic” control, 


call your Anthony Dealer today! 


latches and locks guard 


against accidental operation * Single hydraulic cylinder, one 
lever controls opening, lifting, lowering and closing tailgate under 
power * Capacities for every need — 800 to 4000 Ib. capacities ¢ 
Easiest of all lift gates to install. 

Anthony Company, Streator, Illinois. 


ANTHONY 


OUMP SOODIES AND HOISTS 





OUMP TRAILERS LIFT GATE 


TRUCK-CRANE 











tation or promise to pay another’s 
debt. 

For illustration, if Mr, White 
says to an automobile dealer: 
“Let my friend Parker have all 
the credit he wants on the pur- 
chase of automobiles and acces- 
sories, and if he does not pay 
you, I will pay you.” 

All higher courts hold that such 
a promise is not enforceable and 
the auto dealer can collect abso- 
lutely nothing from White for au- 
tomobiles and accessories pur- 
chased on credit and for which 
Parker.refused to pay. 

This is so because, as above 
stated, the Statute of Fraud pro- 
vides that no oral contract made 
by a surety is enforceable. 

A few weeks ago a higher court 
extended the Statute of Frauds to 
include untruthful oral statements 
to induce an automobile dealer or 
finance company to finance an au- 
tomobile purchased from the dealer 
by a customer. 

* aK * 


Oral Misrepresentation 


OR. illustration, in Middlesex 

National Bank v. Redd Auto 
Sales, 147 N.E. (2d) 790, the testi- 
mony showed: 

An official of the Redd Auto 
Sales telephoned Middlesex Na- 
tional Bank and represented that 
one Rideout had purchased an au- 
tomobile for $595, that Rideout had 
made a down payment of $200 and 
that he desired to “finance the bal- 
ance of $395.” 


The bank checked Rideout’s | 
credit and approved the loan, The 
dealer obtained the necessary pa- 
pers from the bank and, after 
having them executed by Ride- 
out, returned them to the bank 
and received from it $395 which 
represented the alleged balance 
due on the motor vehicle after an 
alleged downpayment of $200. 


Rideout defaulted in making 
agreed payments, Later the bank 
discovered that the purchase price 
of the automobile was in fact $495, 
not $595, and the downpayment was | 
$75, not $200. 

The bank sued the Redd Auto| 
Sales alleging that its false repre-| 
sentations made it liable to the} 
bank for the full amount due on 
the loan. 


It is interesting to note that the 
higher court held the automobile 
dealer not liable to the bank, and/| 
said: 

“All of the representations were 
oral. We think that the lower court 
was right in holding that the stat- 
ute of frauds precluded recovery.” 

* * ok 


Dealer Sued for $150,000 
In Fatal Auto Accident 


MARTINEZ, Calif. — A $150,000, 
damage suit has been filed against | 
Miller & Sons Motor Co., Rich- 
mond, following an auto accident 
in which two persons were killed. 


| CHRYSLER- 





The suit alleges the firm was 
negligent in repairing the car and| 
that a defective accelerator was)! 
| 


responsible for the accident. The| 
auto hit an embankment. 








Two-Way Radio— 


General Electric has unveiled transis- 
torized two-way radio equipment said to 
contain the highest powered transistorized 
models, the smallest sizes and the lowest 





battery drain ever to be made commer- 
cially available in the mobile communica- 
tions field. The equipment has been desig- 
nated as the General Electric Transistor- 
ized Progress Line. It will be available in 
units up to 75 watts. From the 75-watt 





category, the line ranges downward to 
30 and 10-watt units in sizes as small 
as 8% inches wide, 12 inches long and 
4 inches high. The line contains only three 
tubes in lower wattage categories and 
four in 30 and 75-watt models. 





Auction Prices 


On Used Trucks 





COLORADO TRUCK AUCTION 
June 2 
CHEVROLET—’59 %-ton (6) pickup, $1,- 
960; %4-ton (6) LWB, $1,825; %-ton 

(6) pickup, $1,775, $1,755, $1,745. 


’58 2-ton (8) truck, $1,850; %-ton (6) 
C&C, $1,400. 

’57 %4-ton (6), $1,050. 

’55 2-ton LWB, $1,500; 2-ton (8) flat 
bed, $1,215; C&C (6) LWB, $1,075; 
Stake (6) LWB, $955; %-ton (6) pick- 
up, $725*. 

’54 2-ton truck, $950; 1%-ton comb. 
stock & grain, $825; %-ton pickup, 
$530, $390. 

*52 1%-ton truck, $650; %-ton pickup, 
$365. 

’50 %-ton pickup, $265; %-ton flat bed, 
$245. 

DODGE—’54 C&C (6), $540. 
FORD—'59 Ranchero (8) custom, $1,950*. 
5S %-ton pickup, $1,265, $1,225. 

'57 2-ton (8) grain bed, $1,850; 1%-ton 


truck, $1,530; %-ton (8) pickup, $795. 
’56 1-ton (8) pickup, $700. 
55 %-ton (6) pickup, $595; 
pickup, $540. 
’54 2-ton (8) C&C, $335. 
’52 2-ton (8) C&C, $360. 
’50 %-ton (8) grain box, $355 
GMC—’59 1-ton (8) pickup, $3,075. 
'56 2-ton (8) LWB, $1,150. 


%-ton (8) 


53 \%-ton (6) pickup, $345. 
INTERNATIONAL — ’58 %-ton pickup, 
$1,145. 
’56 2-ton LWB, $1,250; LWB, $1,180. 


WILLYS—’50 1-ton pickup, $445. 
'49 Jeep, $455; Jeep Cloth Top, $450, 


DIXIE TRUCK AUCTION 


June 1 
CHEVROLET—’57 %-ton pickup, $1,020, 
$865. 
’56 %-ton pickup, $735. 
55 1%-ton, $775. 
"53 2-ton, $560; 1-ton pickup, $395. 
’52 2-ton, $715; %-ton pickup, $450, 
$405. 
’50 1%-ton, $510; panel, $150. 
49 2-ton wrecker, $800. 
’46 %-ton pickup, $125. 
DODGE—’51 1-ton utility, $610. 
FORD—’56 %-ton pickup, $710. 
’55 %-ton van, $790. 
’53 %-ton pickup, $310; panel, $290, 
$180. 
49 1%4-ton pickup, $240. 


WILLYS—’59 Jeep truck, $1,500. 


DYER TRUCK AUCTION 
May 29 

CHEVROLET—’'57 Cameo, $1,000. 

’55 panel, $470. 

’54 tractor, $370. 

’52 1%-ton, $260. 

*50 1-ton, $250. 

’49 \%-ton, $220. 
"50 wrecker, 
-ton, $410. 


$210. 
| DODGE —54 % 

’53 %-ton, $420, $295. 

"49 % - -ton, $135. 

’46 tractor, $155. 

*42 tow truck, $900. 
DIAMOND T—’46 tractor, $155. 


FORD—’56 %-ton, $720; %-ton pickup, 
$720, $715. 

’55 14-ton, $570; panel, $400. 

53 panel, $185. 

"51 %-ton, $270. 

’50 with welder, $525. 

'47 1%-ton, $255; van, $100. 
GMC—’57 dump, $1,255. 

’56 %-ton, $1,200; panel ,$350. 

"49 %-ton, $235. 
STUDEBAKER—’'52, $215; 1-ton, $130. 





Rails’ Bid to Get 


Into Trucking Seen 


Peril to Industry 


LOUISVILLE.—With substantial 
traffic originating and terminating 
beyond railroad lines, railroads 
now want to get into the trucking 
| business “with both feet,” a truck- 
ing executive said. 

“We have a big fight on our 
hands,” A. A. Fowler sr., chairman 
of the Regular Common Carrier 
Conference, American Trucking 
Assns., told the Kentucky Motor 
Transport Assn. 

He said a bill to permit common 
ownership has been introduced in 
Congress at the railroads’ request. 
Another bill to forbid such owner- 
ship has been offered by Senator 
George A. Smathers, Florida Dem- 
ocrat, he added. 

Fowler said all types of motor 
carriers would suffer if the com- 
mon carrier were “driven out of 
the picture.” 

“Under common ownership can 
you imagine the railroad owners 
of truck lines fighting for better 
size and weight limits and lower 
taxes?” he asked. “For reciprocity? 
For any common goals of improve- 
ment in Operating conditions? I 
can’t.” 

He called for “wise and decisive 
action” to keep independent owner- 
ship. 





White Motor Opens 


New Louisville Branch 

LOUISVILLE, Ky.—White Motor 
Co. has opened its new Louisville 
branch at 3700 Crittenden Drive. 

The new building hag 28,790 
square feet of floor space, most of 
which is used for parts and service 
departments. 
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What's New... 


In Parts and Accessory Distribution 


Six in Florida Organize 


25th Chapter of AAR 


ORLANDO, Fla.—The 25th chap- 
ter of the Automotive Affiliated 
Representatives has been set up at 
a meeting here. The move was 
made in the 25th year of the AAR. 

The chapter, to be known as the 
Florida Sunshine Group, has six 
members and will have its head- 
quarters in Tampa. Sidney Butz, 
Tampa, has been elected group di- 
rector and Roy Bridges, Gaines- 
ville, is co-director. 

* * * 


Refilco Auto Cartridges 


NEWARK, N. J.—Refill Filter 
Co., 541 Fifteenth Ave., manufac- 
turer of oil-filter replacement car- 
tridges for truck and bus fleets, 
has announced plans for the pro- 
motion of passenger-car oil-filter 
cartridges under the trade name 
“Refilco,” a product previously sold 


only to truck and bus operators. 
* * x 


Dardis Heads Roadrunnner 


TUCSON, Ariz.—Milton D. 
Dardis, formerly Southern Arizona 
distributor for Quaker State prod- 
ucts, is the new owner of Road- 
runner Battery Mfg. Co., 446 S. 
Park. 


es * 


Pirelli Names J. R. W. 


FORT WORTH. —J.R.W. Tire 
& Leasing Co., has been named 
an importer-distributor for Pirelli 
tires, J.R.W. will warehouse tires 
in Fort Worth and Denver and 
appoint distributors in the Texas, 
Oklahoma, eastern Colorado, 
eastern Wyoming, Kansas, Neb- 
raska, Iowa, Missouri, Louisiana, 
Arkansas and Mississippi. Wil- 
liam Randall is president of the 
company. 
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Cut-Rate Price 


OKLAHOMA CITY. — National 
Carbon Co. has been awarded a 
contract to supply Prestone anti- 


freeze to State agencies at what| 


State officials called the lowest bid 
on record. 


It was the second time National 
Carbon had made a direct bid, but 
the first time the company had 
offered Prestone at less than the 
retail price. In the past, the com- 
pany has been quick to send in- 
junctions against jobber or retailers 
who cut the price of the product. 


The bid was $9.87 per case of 24 
quarts, less 2 percent, delivered. 
According to the State, this is $1.61 
per gallon in quart lots, $1.54 in 
gallon lots and $1.37 in drums. 
There were 10 other bidders. 

County commissioners, other 
county officers, city governments 
and school districts may buy at the 
same price as State agencies. It 


Book Keeps Tabs 
On Used-Car Facts 


DETROIT.—Every make and 
Series of car from 1954 through 
1959 is listed, indexed, illustrated 
and described in the Used Car 
Facts Book, according to the pub- 
lisher, Dealers Supply Co. 

The firm said the book gives all 
important specifications, lists op- 
tional equipment and keeps the 
dealer up to date on all changes 
through special supplements which 
can be inserted in the book. 

Dealers Supply Co. also publishes 
a weekly loose-leaf pamphlet, Top 
Topics, giving tips on used-car 
Sales features, services and provid- 
ing other features of interest to 
dealers, 


Record Convoy 
KANSAS CITY.—A convoy of 50 
trucks carrying 202 new Fords left 
Ford division’s Claycomo assembly 
Plant for a Colorado dealership, It 
Was the largest single shipment of 
new units ever to leave the plant. 








was estimated that State units 
would use 4,000 to 5,000 gallons of 
antifreeze this year. 

* of + 


Battery Merchandiser 

TOLEDO.—A _ six-piece battery 
merchandising kit designed to “Tell 
and Sell” the motoring public has 
been made available by Electric 
Auto-Lite Co. 

The kit contains promotional ma- 
terial on both the Auto-Lite “Sta- 
Ful” and “Power Bond” batteries. 

aa + * 


Housing Committee Formed 
For Parts-Accessory Show 


LOS ANGELES. — An accommo- 
dations committee has been set up 
to handle hotel reservations for 


persons planning to exhibit in or) 


visit the National Auto Accessory 
and Parts Exhibit which is sched- 





Louie Freeman introduces his Quaker State sales group 


“The men you see on this page are sales- 
men, representing the Quaker State Oil 
Refining Corporation from western New 
York down through western Kentucky. 
Together with Quaker State Distributors 
and their salesmen, we help dealers in 
five key states build business and profits 


on a year-round basis. 


“Right now, we’re spreading the good 
word about our big exclusive—Quaker 


State’s Dual-Graded oils. 


| automotive parts countermen have | 
| years, has been named regional 





uled for Sept. 14-17 in Las Vegas, | 

Nev. 

Arrangements may be made by | 

writing: Housing Committee,| 

NAAP Exhibit, 8271 Melrose Ave.,| 

Los Angeles 46, Calif. 
* * 


7 


Calif. Parts Countermen 
Complete Special Training 
SANTA BARBARA, Calif.—Five | 


completed a special training pro- 
gram at Mt. San Antonio College | 
prescribed by the California Auto- | 
motive Wholesalers’ Assn. 

Joe York, Downey Auto Parts, 
the instructor, said classes will be 
continued for another year, 

* ca * 


Lincoln Engineering Shifts 
O’Donnell, Kline in Sales 





ST. LOUIS.—J. P. O’Donnell has 





And we’ve got 





been appointed manager of the 
newly consolidated Eastern Sea- 
board and Southeast sales regions 
of Lincoln Engineering Co. He had 








W. M. Kline J. P. O’ Donnell 


| managed the Eastern Seaboard re- 


gion for the last four years. 
Warren M, Kline, manager of the 
Southeast region for the last seven 


manager in charge of Chicago and 
Milwaukee operations. 
* 


oe * 
Kramer Elected President 
Of Calif. Jobber Group 


SANTA BARBARA, Calif—G, J. 
Kramer, Kramer Auto Supply, 
Eureka, has been elected pres- 
ident of the North Coast Automo- 
tive Wholesalers. He succeeds 


L. R. FREEMAN, Quaker State Sales Chief in Ohio, Kentucky, West Virginia, western Pennsylvania and western New York. 


some good news, too, about a host of 
very helpful sales aids. 

“If you’re a dealer in my part of the 
country and you’d like full information 
about Quaker State’s dealer program, 
just contact one of the men on this page. 
Or if I can be of any assist- 
ance, simply drop me a line 
at 3181 Mountview Road, 
Columbus, 
phone HUdson 6-371.” 


21, Ohio, or tele- 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PENNSYLVANIA 


Member Pennsylvania Grade Crude Oil Association : 







George Cooper, Cooper Auto Parts, 
Arcata. 

The jobber group is made up of 
members of the California Automo- 
tive Wholesalers Assn. in the Hum- 
boldt Bay area of Arcata, Eureka, 


Fortuna and Rio Dell. 
* * * 


Planning Is Under Way 


For ’60 PAS in Denver 

LOS ANGELES.—Plans for the 
1960 Pacific Automotive Show in 
Denver March 10-13 were discus- 
sed here recently at a meeting of 
the show’s executive committee, A 
general meeting of show commit- 
tees was scheduled for mid-July in 
Denver. 

Automotive manufacturers and 
wholesalers from 12 Western states, 
Western Canada, Mexico and Ha- 
waii will be invited to have exhibits 
at the show. 

* 


* * 
Weller Setting Up Field Unit 


EASTON, Pa—wWeller Electric 
Corp., manufacturer of soldering 
guns and irons and woodworking 
power tools, is establishing a na- 
tionwide field-sales organization to 
augment its 22 independent rep- 
resentatives, according to C. R. 
Robertson, sales vice-president. 





A. H. MATTMILLER 
1600 Carolyn Dr. 
Lexington, Kentucky 





C. W. NEEDLE 
P. O. Box 8054 
Huntington, West Virginia 





D. B. STRATTON 
1386 Bryson Rd. 
Columbus 24, Ohio 





P. J. MIVILLE 
P. O. Box 708 
Rochester 3, N. Y. 





J. L. KEITH 
P. O. Box 1272 
Akron, Ohio 


YBVUAUMCHA B MOCK 
AB.LOMOOWIb 


(Translation: See you in Moscow at the Ford Motor Company Ex 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 142 OF A SERIES 


Be Ha BbICTABKe 
oro 3ABOHA DOPHAA. 


AMERICAN NATIONAL EXHIBITION 
MOSCOW, RUSSIA 


For a six-week period commencing July 25, the people of Russia will have an 
opportunity to “‘see America” in terms of its cultural, scientific and industrial 
achievements—thanks to a reciprocal program sponsored by the United States 
and Soviet governments. 


The American National Exhibition, under the auspices of the State Depart- 
ment, is expected to attract four million Russians to the display grounds at 
Sokolniki Park in suburban Moscow. Displays, representing the ingenuity and 
craftsmanship of over 600 contributors from 34 states, will include exhibits by 
the 4 major automotive companies. 


Featured at the Ford Motor Company exhibit, American National Exhibition: 


Ford Thunderbird Hardtop and Ford F-600 154” Stake 
Ford Galaxie Club Victoria Truck with custom cab 


Edsel Corsair Convertible 951D-5 Diesel Tractor with 
Mercury Colony Park four-bottom plow, loading 
Station Wagon bucket and manure fork 


Continental Mark IV 4-door Sedan 


Ford Motor Company is proud to take part in this first American exhibition 
ever held in the USSR, and expresses the hope that this intimate view of the 
American way of life will contribute in substantial measure to improved rela- 
tions between the two nations. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Ooo 
FORD « THUNDERBIRD « EDSEL » MERCURY + LINCOLN cam: ediiidinmiaie mites 
CONTINENTAL MARK IV « ENGLISH FORD LINE - TAUNUS 

TRUCKS « FARM AND INDUSTRIAL TRACTORS AND DEARBORN, MICHIGAN 


IMPLEMENTS + INDUSTRIAL ENGINES ll AES es. 
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News to Note... 





Truck News in Brief 


MONTREAL.—Sicard, Inc., one 
of Canada’s largest manufacturers 
of special industrial vehicles, plans 
to build near Montreal a building 
to concentrate its production of all 
equipment, including street flushers 
and refuse bodies. 

The firm, which makes snow-re- 
moval equipment, road-maintenance 
equipment and heavy-duty trucks, 
said increasing demand required 
expansion of manufacturing facili- 
ties. 

* cd * 


Sea-Land Service Covers 


Partial-Truckload Cargo 


PORT NEWARK, N. J.—Pan- 
Atlantic Steamship Corp. has 
announced a new service on less- 
than-truckload shipments by sea- 
land service from New England to 
Florida, Louisiana and Texas. 

Boston & Taunton Transporta- 
tion Co. picks up less-than-truck- 
load shipments and delivers them 
to its Boston terminal. There, they 
are consolidated on special sea-land 
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trailers and sealed. The trailers 
come here by an overland route 
and are lifted intact from their 
chassis and placed aboard ship. 

cc 7 ad call 


White to Use Seaway 


For Truck Shipments 


CLEVELAND.—White Motor Co. 
plans to ship 30 to 40 trucks a 
month through the Port of Cleve- 
land and the St. Lawrence Seaway 
this summer. . 

The first shipment, consisting of 
five units, was destined for Ven- 
ezuela. 
ok * 


ICC Approves Acquisitions 


By Consolidated Freightways 


MENLO PARK, Calif—The ac- 
quisition by Consolidated Freight- 
ways, Inc., of four motor carriers 
and certain operating rights of a 
fifth has been approved by the In- 
terstate Commerce Commission, ac- 
cording to J. L. S. Snead jr., Con- 
solidated president. 

The motor carriers involved are: 








Gallagher Freight Lines, Inc., Den- 
ver; Arizona Express, Inc., Tucson, 
Ariz.; Martin Transfer Co., Long- 
view, Wash., and Kenneth Poor- 
man Co., Inc., Portland, Ore. Also 
approved was the purchase of in- 
ternational operating authority 
from Fargo, N. D., to Winnipeg, 
Man., of Buckingham Transporta- 
tion Co., Rapid City, S. D. 


* * * 
Pierce Trailer Completes 


3rd Manufacturing Plant 


PORTLAND, Ore.—Pierce Trailer 
& Equipment Co, has completed a 
third manufacturing plant in a 
$100,000 expansion, according to L. 
H. Pierce, president. 


White Driver’s Manual 


Offered in New Edition 


CLEVELAND. —The latest edi- 
tion of the White Driver’s Manual 
for truck owners, fleet superintend- 
ents and drivers now is available 
from Sales Promotion Dept., White 
Motor Co., 842 E. Seventy-ninth St., 
Cleveland, O., at $1.25 per copy. 

The 158-page manual, designed to 
help the truck driver conserve his 
equipment and keep it operative, 
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“While you’re waiting, Sam, 
why not go in and laugh at the 
new cars.” 





capacities, electrical accessory 
loads and weights of commodities. 
There also are several pages on 
which the driver can keep special 
information about his own vehicle 
for easy reference while on the 


road. 
~~ of aa 


includes sections on correct prep-| Crossword-Puzszle Contest 


aration, starting, taking off, road 
practices, parking and care, plus 
reference data on cooling system 
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Job-Rater magazine said they have 
been flooded with hundreds of en- 
tries from truck owners in response 
to the magazine’s newest feature— 
a crossword-puzzle contest based 
on trucking terms. 

The Job-Rater offered truck 
drivers’ pocket secretaries to the 
first 25 readers to send in correct 
solutions to the puzzle. The maga- 
zine is sent three times a year to 
owners of 1954 through 1958 model 
Dodge, Chevrolet, Ford, GMC and 
International trucks —a total of 
1,150,000 operators. 

* * * 


ICC Amendment Applies 


To Vacuum Trailer Brakes 


WASHINGTON. — The National 
Highway Users Conference report- 
ed that a new Interstate Commerce 
Commission regulation on brakes 
deals only with controls on truck- 
tractors and trucks when they pull 
trailers equipped with vacuum 
brakes. It does not affect units that 
pull trailers equipped with air 
brakes. 

Section 193.43(b) has been 
changed to allow modifications of 
the required second brake control 
device for activating the vacuum 
trailer brakes in emergencies. The 
second control need not be inde- 


Goes Over Big with Truckers | pendent of tractor brake air if the 
DETROIT.—Editors of the Dodge| control is designed to “fall safe”— 
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Chicago, Illinois 
Columbus, Ohio 
Dallas, Texas 
Jacksonville, Florida 


BRANCH OFFICES 
Los Angeles, California 
Portland, Oregon 

Salt Lake City, Utah 

San Francisco, California 
Westfield, New Jersey 


Universal Underwriters representative — now! 


WRITE OR CALL YOUR NEAREST OFFICE TODAY 





that is, if failure of the pressure on 

which the control depends will 

cause the towed vehicle (vacuum) 

brakes to be applied automatically. 
i * * 


Brown Trailer to Build 


First All-Steel Units 


MICHIGAN CITY, Ind.—Two all- 
steel trailer models have been add- 
ed to the line of aluminum units 
built by Brown Trailer division of 
Clark Equipment Co. 

The new models will also be 
available as “composites” —part 
aluminum and part steel—to meet 
special requirements Addition of 
the two units, a straight-floor ver- 
sion designated Model SV, and a 
step-floor version designated Model 
SMV, marks Brown's entry into 
the steel trailer field. Previously, 
the company had specialized in 
building all-aluminum trailers. 


Used-Car Notes 


WINSTON-SALEM, N. C.—Cen- 
tral Carolina Motors, Inc. (Cadil- 
lac-Oldsmobile), has leased a 125- 
by-125-foot lot at Broad and W. 
Fourth and will concentrate its 
entire used-car business there. 

The company’s used-car business 
has been divided between a lot at 
W. Fourth and Spring and another 
opposite the showroom at 226 N. 
Marshall St. The Marshall lot will 
be retained for parking, and the 
other will be abandoned. 

oe ~ * 


Bennett Adds Lot 


SALT LAKE CITY.—Richard L. 
Warner and Robert H. Bird, co- 
managers of Bennett Motor Co., 
have announced an expansion into 
the Sugar House area handling 
used cars and trucks at 1020 E. 
Twenty-first, S. Manager of the 


new outlet is Vernie C. Swenson. 
* * * 
helpful 
extremely competent ne felt that Stewart Opens 3rd Lot 
eiodicall . We — r having the NORTH LITTLE ROCK, Ark.— 
. a only in anks for the Doyle Stewart, who has been in 


the business in Little Rock since 
1945, has opened his third used-car 
lot. It is at 2222 E. Broadway. He 
has another lot at 1222 E, Broad- 
way and one at 710 Spring, Little 
Rock. 


Okla. City Seeks to Avert 


Another ‘Used-Car Row’ 


OKLAHOMA CITY.—The City 
Planning Commission has been 
asked to ban used-car lots on the 
city’s S Western Ave. in a move to 
prevent another “car lot row” from 
springing up. 

Planning Director Paul Clowers 
said the car-lot business on another 
street “is already out of hand, and 
— there’s apparently no stopping 
. 

ae ag ok 


Another Toohey Lot Opens 


In Pittsburgh Suburb 


PITTSBURGH. — Toohey Motors 
(Ford-Mercury-Lincoln), Home- 
stead, has opened a used-car lot at 
3500 Forbes St., Oakland, a Pitts- 
burgh suburb. The firm hag three 
other lots in the area. 
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Highways & Safety 





Increased penalties and manda- 
tory jail sentences for drunken 
drivers are being considered in 17 
states and have been enacted in 
Arizona, Kansas, Maine and Ne- 
vada, according to the National 
Highway Users Conference. 

Bills relating to drunken driving 
have been introduced in California 
(passed Senate), Connecticut, Iowa, 
Massachusetts, Minnesota (passed 
House), Missouri, New York, North 
Carolina, Ohio, South Carolina, 
South Dakota, Texas and Wyoming. 

Most bills provide mandatory jail 
sentences and fines for the second 
conviction. In New Mexico, similar 
legislation has been vetoed, 

In contrast, the California House 
has passed a bill that makes the 
second offense applicable for in- 
creased penalties only within seven 
years of prior conviction, A parallel 
bill passed both Houses in New 
York only to be vetoed. The New 
Hampshire House also has passed 
a bill of this type. 

Laws to provide chemical] tests 
for drunken driving have been 
enacted in Arizona, Maryland, 
North Dakota and South Dakota. 
The North Dakota law provides for 
“implied consent,” exempts persons 
unconscious or incapable of refusal 
and provides for a hearing and 
judicial review if a driver’s license 
is revoked due to refusal to take a 
chemical test. 

There is a provision for implied 
consent in the South Dakota law 
and it further provides that a per- 
son being so tested be permitted to 
have a physician, laboratory tech- 
nician or medica] technician of his 
own choice administer an additional 
check test. 

Similar implied consent bills are 
pending in California, Delaware, 
Florida, Nebraska, New Jersey 
(passed House), North Carolina, 
Ohio, Oklahoma, ‘Pennsylvania, 
Rhode Island and Vermont (passed 
Senate), and have died on adjourn- 
ment in Arizona, Indiana, Iowa, 
Minnesota and West Virginia. 

Minnesota enacted a law that 


prohibits unsealed alcoholic bever- | 


ages and nonintoxicating malt liq- 


uors in an auto within the area! 





occupied by the driver and passen- | 


gers. In Illinois, a bill has been in- 
troduced to permit as evidence in 


court photographs of persons ar-| 


rested for drunken driving. 
* 


Pa. ati. Urge 
State to Take Over 
Driver Education 


Pennsylvania’s automobile deal- 


ers have requested that the state) 


take over driver education in the 
high schools, feeling that after 
“about 15 years with dealer sup- 
port the program should stand on 
its own feet.” 

The request was made by E. W. 
Parkinson, assistant general man-| 
ager of the Pennsylvania Automo- | 
tive Assn., speaking on behalf of 
new-car dealers at the reorganiza- | 
tion meeting of the Governor's 
Traffic Safety Council. 

The proposal was referred to the 
council’s education committee, A| 
report is expected at a meeting to 
be held July 24, in Harrisburg. 

Parkinson proposed that funds to | 
support the program should come | 
from the motor license fund} 
through an increase in driver li-| 
cense fees. He said dealers would 
be willing to sell cars for use in 
high school driver education pro- 
grams at invoice cost. It costs a) 
dealer about $450 to loan a car to 


a school, he said. 
* * cm 


| 
Electronics Seen | 
Safety Promoter | 


Traffic-accident prevention may | 
be aided greatly by electronics de- | 
velopments affecting autos, high-| 
ways and drivers, a GM Research | 
Laboratories engineer told the In- | 
diana editor and publisher highway | 
traffic seminar. 

Joseph B. Bidwell said electronic | 
computers, sensing devices, analyz- 
ers and simulators are giving en- 
gineers new knowledge of vehicle 
dynamic control characteristics, 
driver-car interrelations and driver | 
performance. 


cerned, he continued, electronic de- 
vices are not only improving 
manual control but also providing 
either partial or complete auto- 
matic control of experimental ve- 
hicles. And with electronic ana- 
logue computers, effects of auto de- 
sign changes on steering perfor- 
mance can be predicted accurately, 
he added. 


Glowing H ighways 
Urged to Make 
Driving Safer 


Future roadways of America may 
glow and glisten pleasantly and 
make driving after dark safer. 

Dr. Theodore M, Altschuler, Man- 
ville, N. J., president of the New 
Jersey Optometric Assn., told mem- 
bers of his association that the 
high frequency and severity of 
night accidents on highways chal- 
lenges everyone “and especially 
those of us who are concerned with 
the performance of the human see- 








ing apparatus” to search for effec- 
tive ways to reduce the need for 
headlights which “blind” drivers, 
produce visually fatiguing contrasts 
and cause mishaps. 

He speculated that the addition 
of reflective and luminous materials 
to roadway surfaces would create 
“glowing ribbons of highway dotted 
with minute reflectors.” 

The luminous materials, Alt- 
schuler suggested, would create 
“surround lighting” and “bathe” 
roadways in a diffused, relaxing 
glow while the reflective materials 


“would provide guidance by clearly | 


setting the roadways apart from 
medial strips and shoulders.” 


If a combination of luminous and 
reflective materials in roadway sur- 
faces would permit a lowering of 
headlight candlepower, visually 
fatiguing contrasts and dangerous 
glare might be reduced materially, 
he said. 

Heavy concentration of the re- 
flective material could be used to 
produce “surface signs’”—directions, 
lanes or other markings—that 
would “light up” as vehicles ap- 
proached and eliminate the need 
for drivers to look away from the 
roadway for directions, he said. 


Altschuler called for a “crash” 
research program to investigate 


the value of luminous and refiec- 
tive roadways. 
+ * 


Freeways Safer, 


Michigan Finds 


Accident studies on 146 miles of 
| new Michigan expressways and the 
old routes they replaced showed 
| accidents dropped from 1,340 to 303, 
|injuries from 643 to 168 and deaths 
from 23 to three, according to State 
Highway Commissioner John C. 
Mackie. 

The studies covered one year’s 
| operation on most of the controlled- 
| access roads, with the exception of 

a limited amount of expressway 
|mileage which has been open for 
| six months or less. 
| “These statistics are a striking 
prereset of what our growing 

expressway network means in 





|said. “They were achieved even 


| though most of the new expressway | 


|mileage surveyed carried more 
traffic than the old roads they 


| replaced.” 
* * oa 


GM’s Dayton Divisions 
Donate Car to City 


A 1959 Chevrolet sedan has been 
| presented to the City of Dayton for 


| 
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school safety work by the five Gen- 
eral Motors divisions headquartered 
in Dayton. 

Keys to the car were presented 
to Police Chief Paul Price by 
Herman Lehman, general manager 
of Frigidaire, on behalf of the GM 
Dayton plant city committee, 


Inspectors Reject 16 Pct. 


Of Cars in Seattle Area Test 


Sixteen percent of autos inspected 
in a voluntary safety check were 
unsafe, the Seattle-King County 
Safety Council reported. 

Officials said 2,103 autos were 
| checked, and that 65 of the 357 





|terms of motoring safety,” Mackie | 


which failed were repaired and ap- 
| proved in a subsequent test. Most 
| rejections were for tail lights or 
turn lights, the council said, 


Over the Top by 367 Pct. 


WINDSOR, Conn.—Thomas 
Scully, president of Scully & Mc- 
Donald, Inc. (Chrysler-Plym- 
outh), received an award for ex- 
| ceeding his quota by 367 percent 
| in a recent “Sell to Bermuda 
Contest” sponsored by Chrysler 
division. His firm won first prize 
in competition with 68 New Eng- 
land dealerships in its sales 
group. 





There’s a 





The moment you contact your local Hercules 
distributor for recommendations on dump 
bodies, hydraulic hoists and special truck 
equipment, you’ll realize there’s a dynamic dif- 
ference in Hercules service. 

Hercules’ widespread distributor organiza- 
tion offers full, friendly cooperation. Hercules 
distributors KNOW the sizes and types of 
equipment needed for every application. 


VW Hercules 


DUMP BODIES, HOISTS and DUMP TRAILERS 


HERCULES STEEL PRODUCTS COMPANY, Dept. AN-759, Galion, Ohio 


So far as car operation is con-) | 









ynamic difference 


in Hercules Service - 


Best of all, Hercules service doesn’t stop when 
the sale is made. Well-equipped shops, plus 
factory-trained personnel provide fast, reliable 
service when and where you need it. 

Before you make your next sales proposal on 
dump bodies and hoists for trucks or trailers, 
get the Hercules service story from your local 
Hercules distributor. It’s a powerful sales extra 


you can’t afford to miss. 











Boston Shipments Boosted . . . 
Import Car News 


from Japan will be coming into 
Boston. 

It is also expected that some of | 
the Simca cars which now enter} 
the U. S, through New York and | 
Baltimore will also be coming into} 
Boston. New German models, in| 





BOSTON.—Total imports of for- 
eign cars through the Port of 
Boston during the first quarter 
increased 22 percent over the cor- 
responding period a year ago. Total 


number of units was 6,696, com-| 
|addition to Volkswagen, are also 


pared with 5,480. re 
il1| expected to be unloading in ston 
ee later this year. Makers of the 


rent | 
oe Se Suess | Swedish Saab are now using space 


uarter, one estimate being that) 
the gain for the first six “menthe | the former Hingham Shipyard 


should run about 40 percent ahead | 48 the distribution point for their 
of last year, Imports of foreign | ©": 
cars through the port last year) 
were double those of the previous 
year. | HRYSLER CORP. plans to ex- 

Two ships unloaded a total of 780 | pand its Simca dealer network 
Renaults in one week recently. At|and needs outlets particularly in 
present, imports through the Port! Washington, Oregon and Montana, 
of Boston come from five countries, | according to Maury Harris, Simca 
United Kingdom, Germany, France, | sales manager in the Los Angeles 


* * * 


Simca 


|up to 75 miles an hour. | 


Nl 
franchising non-Chrysler dealers| 
who will handle Simca and no} 
other imported or domestic car. 

First cross-country trip from De- 
| troit to Los Angeles in a new Simca | 
| Elysee four-door sedan was made) 
| by Floyd Clymer, veteran automo- 
| tive writer and publisher, who said 
| he obtained as high as 42 miles per 
gasoline on his trip despite speeds 





* * * 
Borgward 


A BORGWARD Isabella coupe 
won the Grand Tourismo Class 
in the 1959 Caltex Rallye, European | 


|economy run held by the Danish | 


Automobile Club. 

Over the rugged, mountainous, | ~ 
1,221.7-mile course through five) 
countries the Borgward averaged 


35.7 miles per gallon, according to | — 


the official report. 
of * 


Renault 
ROMOTIONS and transfers 
affecting 10 key members in 
Renault’s nationwide regional and 
district organization have been an-| 





| with offices 
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southeastern regional Manager 
in Jacksonville, Fla. 
Succeeding de la Roche is Remy 
Leclere, and George C, Whisnant 
becomes the new regional sales 
manager in this area. 

Kent also announced the appoint- 


.|to the Dallas and Los 


nounced by Jack C, Kent, general| ment of these three other regional 


sales manager of Renault, Inc, | sales managers: Charles Bizjack, 
Guy de la Roche, promoted from | western region, with offices in Bur- 
regional service manager, becomes! lingame, Calif.; John Lesinski, 


Sweden and Italy. It is expected| area. 
that DAF cars from Holland and; He mentioned that in metropoli- 
Datsun, Toyopet and Prince cars! tan areas, Simca will consider 


NO MySTERY ABOUT IT! VALVOLINE 
OIL ADDS ITS GUARANTY TO THE CAR 
MANUFACTURER'S WARRANTY 
FOR YOUR PROTECTION, 
ALL THE WAY! 


THATS WHAT BROUGHT ME IN! 
| HAD TO FIND OUT HOW YOU 
CAN POSSIBLY 
GUARANTEE A CAR 
FOR 40,000 MILES! 


ANOTHER NEW CAR SALE... THANKS To 
THE VALVOLINE GUARANTEE. He'LL BE 
BACK, KEEPING HIS GUARANTY IN FORCE 
WE'LL GIVE HIM GOOD SERVICE AND 
SELL HIM HIS NEXT CAR,TOO! 


VALVOLINE’S 36,000-MILE GUARANTY* 


to— * SELL MORE NEW CARS! 
% BOOST SERVICE DEPT. PROFITS! 
% MAKE MORE NEW CAR REPEAT SALES! 


Write today for Valvoline New Car Guaranty Brochure 


VALVOLINE OIL COMPANY 


Freedom, Pennsylvania 
DIVISION OF ASHLAND OIL & REFINING COMPANY 








midwest region, with Chicago head- 
quarters, and Jack Challender, 
south and central western region, 
operating out of Dallas. 

Clifford Youse, sales manager in 
the Boston district, has been ap- 
pointed acting manager, Another 
change is the promotion of Robert 
Brower from district service man- 
ager to eastern regional service 
manager, with offices in New York. 

Kent also revealed the assign- 
|ment of district sales managers 
| Leonard Anders and Robert Jones 

Angeles 
| areas, respectively. 
* * ok 


Moretti 


Arn ees of Roger Bona- 
| guro as general sales manager 
for JFR Co., Inc., North Attleboro, 
Mass., North American distributors 
for Moretti, has been announced by 
Joseph F. Rosa, president. 

Bonagura, who has had 28 years 
experience in the automobile indus- 
try, was formerly associated with 
Auto France and Studebaker Corp. 
He will be responsible for the di- 
rection of Moretti sales throughout 
the U. S. 


> * + 
Jaguar 
HARLES H, HORNBURG JR., 
INC., distributor of Jaguar and 
Aston-Martin, has announced the 
appointment of seven dealers, They 
are: 

CALIFORNIA: Ray Stansbury Buick, 
Costa Mesa; Palm Springs Imports, 
Palm Springs; R. W. Marsellus, 
Inc., Anaheim; R. W. Marsellus 
Imports, Garden Grove, and Tom 
Ray Imports, Glendale. 


Uran: Snyder-Williams, Salt 
Lake City. 
Arizona: Stewart Motors, Phoe- 
nix. 
* cd « 
Toyota 


AMES F. McGRAW has been 

named office manager for the 
national headquarters of Toyota 
Motor Distributors, Inc., of Japan 
in Los Angeles, according to Erik 
J. Hansen, general manager for 
North America. The firm distributes 
the Toyopet in the U. S. 

McGraw, who once was a field 
and zone sales manager for Ford 
Motor Co., had been district man- 
ager of the Automobile Mechanical 
Insurance Agency in Los Angeles. 

* * * 


Rover 


NGLAND’S Rover motor cars 

have been introduced in Phila- 
delphia by Berry Buick, Inc., 3908 
N. Broad St. Arthur Berry is presi- 
dent of the dealership, which also 
handles Buick and Volvo. 

Two Rover models, both four- 
door sedans, on ill-inch wheel- 
bases, are offered in this country. 
They are the 90 and 105, both pow- 
ered by six-cylinder engines of 161- 
cubic-inch capacity. 

* * 





” 

Triumph 
| NINE Triumph TR-3 sports cars 
took the first nine places in 
Class H at the 1,800-mile Interna- 
tional Tulip Rally of Holland, 

In addition to the TR-3s, the 
company entered two Standard Ten 
models. All 11 cars finished the race, 
being among 90 of 180 entrants to 


do so, Triumph said. 
* ak * 


Volkswagen 


JPEATURING the leasing of new 
Volkswagens for as little as $39 
a month, Thrift Auto Leasing Serv- 
ice has opened in Roslyn, N. Y, 

The firm is housed in a modern 
building and has more than 100 
cars ready for lease, according to 
Alvin Herman, who heads the op- 
eration. 

Plans call for additional Thrift 
Auto Leasing agencies to open in 
Miami, Honolulu, New Orleans, 
Dallas, Beverly Hills, Denver, Min- 
neapolis and Boston as well as in 
Cuba and Puerto Rico. 

Herman said he anticipates gross 
annual business of $5 million by the 
end of next year. 

* + 
Citroen 


ITROEN CARS CORP. an- 
nounces the following new 
dealers: 

Clark Motors, Charleston, W, Va.; 
Don Eshenur, Inc., Waterloo, N. Y.; 
International Automobiles, Inc., 
Pittsburgh; Lorraine Motors, 
Flushing, L, L; Mayer Motors, West 
Orange, N. J.; McCall Frandsen, 
Inc., North Tarrytown, N. Y.; Nu- 
castle Motors Corp., Brooklyn, and 
Stark Sports Car, Inc., East Mas- 
silon, O. 
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In the Letterbox 





(Continued from Page 10) 


franchised automobile dealers, and| gain or deserve the respect of the 
for that matter by retailers and| buying public. Then and only then 
dealers in almost any type of prod-| will the dealer return to his status 
uct, of a successful and profitable oper- 


The passage of such a law as | ation. , 
is now before your Committee | I congratulate you in your con- 
can only be a step backward in | stant attempts to upgrade our busi- 
freedom of enterprise as it has |"€SS. Please continue to hammer 
been guaranteed and developed |away at this most important of 


: sage of the Sherman | Projects—Joun A. Kearns, P. O. 
ee a m P | Box 56, Haverhill, Mass. 


| * * * 
I, as an independent dealer, urge | 
very seriously that you consider the | A Sales Record 
entire effect of such a proposed| We set out to sell 1,000 cars (used 


measure and not be guided solely | and new) during May. We reached 
by the better organized and better| our sales quota and exceeded it by 


financed groups representing the| selling 1,036 cars. This, we verified | 


franchised dealers. from General Motors, is a sales 


I must make this plea to you as | 


an individual because I am a small | $60,000 Fire Hits VW Deal 


businessman in your home State,) PRINCETON, W. Va.—Haun Mo- 
and lacking large lobbying re-| tors (Volkswagen) and two custom- 
sources must appeal to you on My| ers’ cars were destroyed in a fire 


prs — Roark, Wi- | which caused $60,000 loss. Eight or 
chita, Kans. 


* * 
‘Let’s Upgrade Selling’ 
With the exception of few deal- 
ers here, business is not good—| 
some not too bad, some just bad. | 


Each day the advertisements for 
salesmen, especially on Sunday, are 
growing on the pages of our news- 
papers. I note with interest the 
repeats each week which lead me 
to believe the ads are going un- 
answered or those answers received 
are unsatisfactory. 

Almost all the ads require “ex- 
perience.” I can’t for the life of 
me understand where the dealer 
hopes to find this experience. For 
example, most ads require a man | 
between 26 and 30 years old. Now | 
a 30-year-old man would have 
been at the ripe old age of 12 
back in 1941 when the dealers 
and factories were carrying on 
their last real intensive sales- 
training programs. (I doubt if a 

12-year-old wizard sold his quota 
that year.) 

When are the dealers going to 
wake up and find the only way we 
are going to get aggressive, well-| 
trained, loyal, sales people is to 
do the training ourselves? I don’t 
mean training by the stimulator 
sales message, tape recording, rec- 
ord, etc., but basic sales training 
by competent management who 
will continually and faithfully 
work with this man. 

Every day I meet dealers who 
say: “We need sales training all 
right but we haven’t time here.” 
My answer is, if someone didn’t 
take time to train you, would you 
be a dealer today? 

I find the saddest thing in the 
sales training field is an aggressive, 
eager, young sales recruit, sans 
training, who, as the industry puts | 
it, has “taken a shot at automobile | 
selling.” I say sad because every | 
time one of these men leave the 
business, discouraged and con-| 
fused, he spreads the word among | 
his contemporaries. 

Day after day other fields are 
training for the future but in our 
industry we seem to be living 
only for today. I know of no 
other field where a young man 
can almost immediately begin 
with the high earnings available 
in the retail automobile field. 

Because of the defeatist attitude 
of many automobile dealers, I have 
been doing some work with man- 
agement outside the automobile 
field. It is refreshing to train, not 
steal, a young man and watch his 
enthusiastic progress. He is selling 
his product... selling . . . not on 
price but on its worth to the pros- —<—= 
pect. He follows a definite sales 
procedure and closes at a profit. 
He doesn’t low-ball, high-ball or 
use tactics which only cause dis- 
trust among the buying public. g 
It will become necessary to have 
a united effort to upgrade selling 
in the automobile industry. This 
must be a cooperative effort by 
both factory and dealer. Until this 
is accomplished we cannot hope to 


Fire Destroys Durham Deal 


DURHAM, N. C.—Fire believed 
to have started from an explosion 
of a truck gas tank destroyed 
Morgan Motors, Inc. The loss in- 
cluded at least three new trucks 
and other used trucks plus vehicles 
in the shop for repair. 





* | 


| new firm were saved. 


E* 










HA 


|nine new cars and records of the| 


AUTOMOTIVE NEWS, JULY 6, 1959 


record of its kind for North 
America. 

To take you behind the scenes of 
our sales campaign, here are some 
interesting highlights: 

We held daily sales meetings | 
with our staff of 40 salesmen for 

a full month, and all four sales 
locations were used, 

Every advertising media was 
used, with special emphasis on}! 
newspapers (over 100,000 lines were | 
used in the promotion) and tele- 
vision, as well as radio, banners, | 
searchlights and a contest featur-| 
ing a free trip around the world 
to a lucky buyer. 

The contest winner was deter-| 
mined from entry forms asking the | 
question (to be answered in 25) 
words or less), “Why is Bow-Mac | 
the best place to buy a new or used | 
car?” | 

The sale was called “Bow-Mac| 
1,000 Car Sale” and was tied in with | 
the opening of the world’s largest | 
neon sign. A double-page, center- | 
spread newspaper ad ran during) 

| the official opening of the sign, with | 
| over 5,000 people visiting our super- 
| market used car lot and over 25,000 
| cars passing by to watch the con-| 
|test featuring radio personalities | 
broadcasting right from the sign. 

Every time a customer bought 
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The UNISTEEL SPACEMASTER, all aluminum — one 
model of the world’s largest family of steel and alum- 
inum van bodies. Lengths from 12’ to 24’; width 92”; 
heights 78”, 86”. Also, a wide range of rear end, 
lining and accessory options. 





a car that night he voted for his ! 
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favorite radioman, thus sending 
him up three feet in the elevators 
attached to the sign. (The eleva- 
tors, permanent fixtures of the 
sign, are 18 feet and are mounted 
On each side of the V-shaped sign 
to service it. It is the only sign 
of its kind in the world. When 
not in use, the elevators stay at 
the top of the neon sign.) The 
announcer reaching the top of 
the 100-foot spectacular, officially 
threw the switch, lighting the 
sign for the first time. 


Here are some of the statistics 
on the world’s largest free-standing 
neon sign: 

It is V-shaped with 18-foot faces 
and 100 feet high. It is the only 
sign in the world with two inde- 
pendent elevators. 

It has letters from 11 to 12 feet 
high and 13 to 14 feet wide, over 
4,000 light bulbs, and over 10 miles 
of wiring. 

The base has over 500,000 pounds 
of cement (enough to pave 60 drive- 
ways). Over 120 people were in- 
volved in total construction and it 
took six months to build. The sign 
can be seen as far as 15 miles away. 
—Wiurrep N, Ray, Advertising Man- 
ager, Bowell McLean Motor Co., 
Ltd. (Pontiac-Cadillac-Vauxhall), 
Vancouver, B. C. 
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World's Largest?— 


Claimed to be the world's largest, this 
sign was built by Bowell Mclean Motor 
Co., Ltd., Vancouver, B. C. The sign is 
100 feet high and features two inde- 
pendent elevators. Letters are 11 to 12 
feet high and from 13 to 14 feet wide. 
The sign was featured in the firm's recent 
‘sales campaign. 
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Carry more cargo...at no extra cost 


You can get a space bonus in van bodies, too. Unisteel’s clear span 
construction gives you more cargo space, resulting in a more.profit- 
able payload. For example, a 14-foot Unisteel Spacemaster body 
offers you 23 cu. ft. more usable cargo area inside—with the doors 
closed. Compared with other bodies, this means one free load every 
28 trips! Ask your nearby Unisteel distributor about the many other 
advantages of Cargo Engineered Unisteel Van Bodies. 


UNISTEEL BODY CO. 


Wapakoneta, Ohio, U.S.A. 


STEEL OR ALUMINUM VAN BODIES + LEVEL FLOOR » WHEELHOUSE » CLOSED TOP + OPEN TOP * REEFERS * EXTERIOR POSTS + SMOOTH PANEL + RIBBED PANEL + VERTICAL PANEL + BEVERAGE + NUMEROUS OPTIONS 




























A Guessing Game— 


A group of Bergen County residents play a guessing game in one of Ford Motor 
Co.'s American Road Show exhibits, the Factron Sweepstakes, at Bergen Mall shopping 
center, Paramus, N. J. Ford's show, “Design for Suburban Living," offers the shopping 
center patrons a chance to guess the number of golf, tennis and beach balls which 
have been piled into the back of a 1959 Ford station wagon. One $500 merchandise 
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Building Strength in Field ... 


By William Stone 
Staff Correspondent 

FORT WORTH.—“Ford Motor 
Co, recognizes weakness in several 
areas of its operation and is tak- 
ing steps to correct them,” said 
Walter Cooper, 
general sales 
manager of Ford 
division. 

Addressing the 
annual South- 
western Region 
Ford Merchandis- 
ing School and 
Dealer Seminar 
Graduates Man- 
agement Confer- 
ence, Cooper said: 
“Our used-car Walter Cooper 
values are not as good as those of 





certificate, one $250 certificate and ten $25 certificates go to the 12 closest participants. Some of our competitors. We are 
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reste \Ford Maps Program 
eay| To Shore Up Sales 


attempting to eliminate that con- 
dition by improving the design, 
quality and acceptability of our 
product, In this connection, we 
have invested $2,000,000 in institu- 
tional advertising on our A-1 used- 
car program and we feel this 


-|money has been spent construc- 
|| tively. 


“We are not satisfied with the 
volume of customer traffic in our 
dealer showrooms. With Louis- 
ville as a test city, we are at- 
tempting to learn the art of lead 
locating—how to differentiate be- 
tween the prospect and the 
looker, This information will be 
passed on to our dealers as 
quickly as possible and they will 
be able to relate it to their sales 
programs, 


Cooper continued, “We know now 








Buy better truck bodies, at less cost, 
in less time, by ordering PARISH 
prefabricated steel body frames 





WRITE TODAY FOR 
YOUR FREE COPY 


IMustrated booklet shows ad- 
vantages and construction of 
Parish prefabricated all-steel 
truck body framing. 





@ DANA PRODUCTS: Transmissions ¢ Universal 
Joints ¢ Propeller Shafts ¢ Axles * Torque Con- 
verters © Gear Boxes * Power Take-offs * Power 
Take-off Joints ¢ Rail Cor Drives * Railway Gen- 
erator Drives « Stampings * Spicer and Auburn 
Clutches © Parish Frames ¢ Spicer Frames © Forgings 










It pays to know your Parish body builder. For he 
can deliver customized truck bodies in a matter 
of days at a cost far less than you’d expect to 
pay. You’ll buy a better body, too, because the 
Parish frame he’ll use is 50% stronger and 30% 
lighter than standard carbon steel. 


Part of the savings is due to the speed with 
which Parish prefabricated steel truck body frames 
can be assembled. Two men, working with only 5 
prefabricated panels, can do the job in less than 
a day ...a time savings of over 60%. 


Then the doors, panels and floor will be in- 
stalled to your exact specifications . . . creating a 
truck body that’s customized to meet your indi- 


vidual requirements. 


Next time you order truck bodies, make sure 
they last longer and cost less by specifying Parish 
prefabricated frames. For the name of your 
nearest Parish body builder, write Parish Pressed 
Steel Division, Dana Corporation, Reading, Pa. 





that if a salesman starts cold, he 
will have to make 80 contacts be- 
fore locating a prospect. We hope 
to reduce this by scientific lead 
locating so that he will be certain 
to obtain a prospect in 20 contacts. 

Cooper said Ford plang to send 
rehabilitation teams where needed 
to help dealers establish sound 
merchandising methods in sales, 
service and parts departments. 
Where this has been done already, 
results have been exceptional, he 
said. 

“We are investing $100,000 to 
learn what aptitudes an individual 
should possess to become a success- 
ful Ford car and truck salesman,” 
he said. “Basically, we think he 
should be a trader and qualified to 
match wits with the public. When 
this research is completed, the 
results will be furnished to you and 
you will be in a better position to 
select qualified men for your sales 
departments and you will also have 
more stability in your sales force.” 

Cooper said he felt it was “no 
great honor” to be an automobile 
salesman at this time. 


“Car salesmen in big cities are 
ashamed of the business in which 
they are engaged because their 
salary is not competitive with 
other salesmen’s and we hope to 
eliminate that feeling by screen- 
ing at the source,” he said. 


“Profits on Ford truck sales in 
the southwest and central states 
are the lowest in the nation,” he 
said. “Dallas is singled out as one 
city where profits on truck sales 
are $50 to $60 lower per unit than 
in Houston, New Orleans, Memphis, 
Kansas City and other cities. We 
believe this to be a dealer attitude 
and are attempting to modify their 
thinking.” 

Purpose of the meeting, accord- 
ing to A. M. Mclllwain, conference 
president, from Abilene, Tex., was 
to swap ideas, discuss successful 
methods and compare operations. 
Dealers, sales managers and poten- 
| tial dealers attended. 


Also present at the meetings 
were representatives of Associates 
Investment Co., Commercial Credit 
Corp., Pacific Finance Co. J. 
Walter Thompson Co. and Univer- 
sal CIT Credit Corp. 

Frank England, Greenville; Miss., 
is the organization’s vice-president 
and Bob Roper, Fort Worth, is 
secretary-treasurer. 

The 1960 meeting is to be held 
in Biloxi, Miss. Elected for the 
coming year were: England, pres- 
ident; A. J. M. Oustalet, Jennings, 
La., vice-president, and L. V. 
Pringle III, Biloxi, Miss., secretary- 
treasurer. 





Don’t Let Volume 
Obscure Profit, 


Reese Advises 


PHILADELPHIA. — Philadelphia 
is on the “bottom of the barrel” 
when it comes to making substan- 
tial profits on car sales, but a 
remedy can be found if dealers 
practice good business manage- 
ment and selling techniques. 

This point was made by David 
Reese, Dave Reese Oldsmobile, 
Inc., Drexel Hill, Pa., immediate 
past president of the Pennsyl- 
vania Automotive Assn., who was 
one of three speakers at a “Rally 
Day for Profit” held last week 
by the Philadelphia Automobile 
Trade Assn. 

Other speakers were Ralph W. 
Pitman, senior vice-president of 
the Central Penn National Bank 
here, and Del Spitzer, head of 
Spitzer Motors, Elyria, O., which 
owns 14 dealerships in Ohio and 
other states. 

Reese discounted such excuses as 
excessive competition among nu- 
merous dealers for a particular 
line. 


“The line you sell is not a factor 
in profitable selling,” he said. “You 
make a profit by your selling tech- 
niques and your methods of man- 
agement. You can make good even 
in a competitive market if you 
manage your business for profit.” 

A dealer should think and talk 
in terms of dollars and not units 
sold, Reese said. A dealer can 
sell many cars, he explained, but 
“if you sell them at a loss, the 

more you sell the more you lose.” 

Reese told the group to “sell the 
auto first, then sell financing and 
insurance.” 
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NUTSETTER—A _ right angle nutsetter 
weighing just over five pounds, which 
features automatic torque control and 
automatic shutoff, has been announced 
by Cleco Air Tools, 5127 Clinton Dr., 
Houston, Tex. This air tool is practically 
free of torque reaction and converts eas- 
ily to a two-way tool, it is said. Desig- 
nated the 14 ANS Nutsetter, the tool 
features a shut-off mechanism that stops 
the air motor automatically when the 
nut or bolt has been tightened to torque 
specifications, it is said. A double-end 
spindle is available at no extra cost, per- 
mitting removal of nuts by revolving the 
tool 180 degrees. 





TRAILER BODIES — Substantial weight 
savings, larger payloads, fewer trips per 
job, and greater resistance against cor- 
rosion are said to be some of the major 
advantages of a line of aluminum dump 
trailers introduced by Galion Alisteel Body 
Co., Galion, O. Adaptable to any single 
or tandem trailer chassis and suitable for 
transporter and material hauling, Galion's 
body line includes body styles available 
with or without longitudinals. Specifica- 
tions call for: 3/16-inch sides and floors, 
4-inch channel crossmembers and 5-inch 
Il-beam longitudinals (when specified). 

3S Se 





WINCHES—tug-All Co., Haverford, Pa., 
has announced a line of portable winches 
in % and one-ton capacities. The units 
are said to feature torsion and pressure 
proof steel housings, separate handbrakes 
for rapid lowering of full capacity loads 
with accurate control, direct drive for 
rapid let-ovt and take-up cable, recoiless 
crank with automatic brake to permit 
crank to stay in any position, and a 
safety latch on the crank to lock it on 
the shaft. Crank pressures on %4-ton mod- 
els are. 45 to 60 pounds and on the one- 


pending on layers of cable. 
ek B 


Deleo Washer Solvent Called 
Stronger Than Home Types 


Delco Special 19 Windshield 
Washer Solvent tests at 10 times 
the strength of household solvents 
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normally used for window washing, 
according to Delco Appliance di- 
vision of General Motors. 

The solvent was developed in 
conjunction with the ’59 electric 
windshield washers, but is suitable 
for all types of washers, Delco 
said. It is available through GM 
United Motors Service outlets in 
six-ounce flat cans for convenient 
glove-compartment morage. 

a 





TURN SIGNAL SWITCH—Offering both 
manual and automatic operation, the Path- 
finder four-wire self-cancelling truck direc- 
tional switch is guaranteed for the life of 
the truck on which it is installed. In addi- 
tion to flashing right or left signals, it has 
a builtin throw-over switch to flash all four 
signals at one time. No. 4W-9004 switch 
comes assembled with a simple harness for 
attaching it to the steering post. This model 
is also available (No. 9000-7) for seven- 
wire systems, to permit simultaneous flash- 
ing of stop, tail, and double-contact rear 
lights as warning signal. Auto Lamp Mfg. 
Co., 2909 indiana Ave., Chicago 16, Hl. 





LOADER — Curtis Automotive Devices, 
Westfield, Ind., has announced the model 
$-1000 for 34, one and 1'-ton stake body 
trucks. The electro-hydrauvlic Master Loader 
provides 1000 pounds capacity. It mounts 
on the chassis so that it cannot strain or 
loosen the body, it is claimed. The 54 by 
28-inch platform of non-skid tread plate 
has a 5-inch loading ramp edge. Safety 
catch locks the platform in bed level and 
closed traveling position. All moving parts, 
except lifting arms are completely housed. 
For details and name of nearest dealer, 
address' Collins and Associates, National 
Sales Representatives, P. O. Box 22, Cin- 


cinnati 38, O. 
* * 





BRAKE LIN!IN G—Improved Wireklad 
brake lining truck sets have been de- 
veloped by Johns-Manville, 22 E. Fortieth 
St., New York 16, N. Y. The line is said 
to cover the full range of truck applica- 
tions. They provide long wear and good 
friction stability, it is claimed. Wireklad 
brake lining is designed to give uniform, 
balanced braking whether hot or cold, wet 
or dry. 





FORWARD VAN—Features of the De- 
Kalb forward-van are said to incorporate 
needed ideas of body protection, visibility, 
dimensions and maintenance into an over- 
all design that offers many advantages for 
frequent stop delivery. The driver's com- 
partment, with new instrument panel, pack- 
age shelf area, motor cover and many 
driver comfort features, is coupled with a 
payload head room of 72 inches and width 
of 78 inches. Models are available in three 
sizes—8, 10 and 12-foot lengths, for all 
‘makes of forward control chassis. DeKalb 
Commercial Body Corp., DeKalb, il. 





AIR IMPACT WRENCH — Albertson & 
Co., Inc., Sioux City, Ia., has introduced 
its three-quarter-inch model No. 320, air 
impact wrench. With 90 pounds of air 
pressure at the tool, the wrench is rated 
at 700 foot pounds of torque. This is said 
to be an outstanding torque rating for the 
size of the wrench. 


Alpha-Molykote Develops 


Heavy-Duty Gear Lubricant 


Molykote Type 223X, a heavy- 
duty gear lubricant available in 
SAE 90 and 140 grades, has been 
announced by Alpha-Molykote 
Corp., 65 Harvard Ave., Stamford, 
Conn. , 

It has a viscosity index of 100. Its 

* 





BOYERTOWN MERCHANTVAN—Higher cubic capacity, increased load accessibility 
ton models from 40 to 54 pounds, de-| and greater operating maneuverability are said to be the principal features of the 
1959 Boyertown 18-foot Merchantvan. With an 862 cubic foot capacity, a full square 
usable loadspace measuring 216 inches long, 8812. inches wide and 78 inches high, 
the Merchantvan is designed for the “big jobs" of moving and storage firms, furniture 


and appliance houses, department stores 


and others having bulky cargo. Optional 


equipment, now available, includes tying provisions positioned along the loadspace 
wall to best suit particular needs. Three sizes and types of optional rear and side 
door combinations provide loadspace access of the type and size required for any 


delivery, it is claimed. 


flash point is 390 degrees Fahren- 
heit, and its fire point is 420 de- 
grees Fahrenheit, Its specific 
weight is 7.5 pounds per gallon; it 
has a pour point at zero Fahren- 
heit, contains a foam depressant 
and is corrosion and oxidation in- 
hibited. 


* * * 





TRUCK LIFT—The Fleetmaster model 
800 air-operated portable truck lift, fea- 
turing a 12,000-pound capacity, has been 
announced by Watervliet Tool Co., Inc., 
1349 Broadway, Albany 4, N. Y. Engi- 
neered to lift heavy-duty trucks, the unit 
has a 52-inch raise. Twin synchronized 
safety dogs automatically engage in twin 
racks at six-inch intervals to provide max- 
imum safety, it is said. A dual gauge 
indicating air pressure required to lift 
the load, twin 14-inch steel cylinders, a 
safety pop valve preset to release air 
pressure at loads in excess of 13,500 
pounds at 155 psi are cited as additional 
safety features. ‘ 





RUST-CURE — Monroe Co., Inc., 10703 
Quebec Ave., Cleveland 6, O., has intro- 
duced Rust-Cure, a product developed to 
eliminate rust problems. According to Mon- 
roe, there is no need for scraping, wire 
brushing or sand blasting. The product 
goes right over the rust—by brush, spray 
or dip. Rust-Cure is said to penetrate rust 
particles and has a natural affinity to the 
metal surface beneath the rust. It is avail- 
able in red, aluminum, green, light gray 
and black. 





FUEL SELECTOR VALVE—Products Corp., 
Skokie, Ill., has announced a selector valve 
for use where two or more fuel tanks are 
a part of the equipment. It can be installed 
where convenience and good operation 
dictates and a dash control is provided so 
the operator can switch from one tank to 
another without taking his eyes off the 
road or moving from his customary driv- 
er's position, it is said. The full tank can 
be thrown into the line at any time. The 
valve is designed for the latest heavy- 
duty vehicles such os trucks and buses. 





TRAILER AXLE—Hadco Engineering Co., 
2855. E. Slauvson Ave., Huntington Park, 
Calif., has announced the Supreme trailer 
axle, The manufacturer claims that the 
axle is approximately 25 percent stronger 
than two-inch square-bar stock; even 
greater strength advantages are claimed 
ever square tubing or round-bar stock. 


| The axle is of solid “I-Beam" construction. 








SUSPENSION SYSTEM—A trailer suspen- 
sion system that is said to combine the 
advantages of steel leaf springs and air 
cushions has been introduced by Western 
Unit Corp., 17747 E. Railroad St., City of 
Industry, Calif. Called “Equal Ride” sus- 
pension, it is designed to provide a smooth 
level ride for trailers whether loaded or 
unloaded. In use, the leaf springs and the 
air cushions team up to carry the: trailer 
and the payload, effectively absorbing 
road shock, sway and brake reaction, it 
is said. When running empty, all air is 
automatically released from the air cush- 
ions and the trailer weight is carried by 
the leaf spring assembly. The suspension 
units are made for use with different 
weight trailers. They have 18,000 to 20,- 
000 pounds capacity. 





COMPRESSOR—<Automotive Division, 
Wagner Electric Corp., 6400 Plymouth 
Ave., St. Lovis 14, Mo., has announced 
the development of a 12 c.f.m. rotary 
drive-thru compressor for use with auto- 
motive diesel engines. The design of the 
compressor eliminates the use of thrust 
absorbing components, and rotary seals 
operate with a minimum of loading for 
extended life, it is claimed, Improved 
channeling is said to provide better oil 
circulation to all moving parts. The com- 
pressor features a lubricating system that 
circulates engine oil through the com- 
pressor during the non-pumping cycle and 
cools the compressor between cycles by 
completely changing the oil in the sump. 

. 2: <4 
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TACHOMETER—A dash-mounted, tran- 
sistor-type tachometer for determining en- 
gine speeds to 8,000 r.p.m. has been an- 
nounced by King Electric Equipment Co., 
9123 Inman Ave., Cleveland 5, O. Three 
models are available, for all six or 12- 
volt four, six or eight-cylinder vehicles. 

2 





DOLLY TRAILER—Dolly trailers for the 
plant handling of diesel engines manu- 
factured in various sizes, integrated with 
an automatic towveyor, have been de- 
signed by Palmer-Shile Co., 15980 Fuller- 
ton, Dept. H, Detroit 27, Mich. The trailer 
shown is of heavy duty all-steel welded 
construction. Six uprights for engine loads, 
with flanges tapering out to the base 
supports, are designed to give maximum 
strength for the heavy weights the trailers 
must bear. Three uprights. on one side 
can be adjusted to various widths. A lever 
at the side operates a pin which drops 
into an electric conveyor chain circuit. 
By means of an automatic control mounted 
at the front, trailers are guided into pre- 
designated stations, it is said, Movement 
also ceases when the pin is automatically 
raised by trailer bumper contact. 
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WHATIT MEANSTO YOU... ff 


The Big Three s 


One look at the uniformed figure guarding this gate 
tells you this is as close as you'll get to the important 
automotive project he’s protecting. Throughout the 
industry, it’s the same story of tight security. 


What’s the well-kept secret? This year, it’s even more 
than the competitive features of next year’s cars; this 
year, it’s that big topic that has turned automotive 
small-talk to small car talk everywhere! 


With small cars from the Big Three will come a need 


for new engine parts and running gear components; . 


new configurations in glass, plastics and rubber; new 
castings, forgings and sheet metal stampings. 


It may-be a smaller car, but it’s still a manufacturer’s 
nightmare—that is, until he finds suppliers who have 
what he needs in material, quality, quantity, price 
and service. 


How do you let the industry know about your prod- 
uct? By advertising regularly in the weekly News- 
paper of the Industry — AUTOMOTIVE NEWS. 
Whether they are responsible for the small car proj- 
ect, full-size cars, or trucks or buses, AUTOMOTIVE 
NEWS readers are important to you. They are fac- 


a“ 


tory management and production decision-makers; 
engineering, styling and sales executives; car and 
truck dealers, and their service and parts managers. 
They subscribe* to AUTOMOTIVE NEWS for all 
the news they need to keep abreast of their fast- 
moving industry. 

If you have important news for them, let them know 
about it soon, in the one news source they'll be cer- 
tain to read next Monday, and every Monday 
morning! 


*44,000 paid subscribers, 85 percent of whom an- 


The most influential publication in the automotive industry. 


The Newspaper of the I 


le 


little secret! 


nually renew at the regular $9 rate without offers 
of premiums, cut rates or other inducements. 


NEW YORK: Edward Kruspak, Howard E. Bradley, 
Murray Hill 7-6871 

CHICAGO: J. Goldstein, Bill Gallagher, State 
2-6273 

DETROIT: R. L. Webber, William R. Maas, Roy 
Holihan, Woodward 3-9520 

SAN FRANCISCO: Jules E. Thompson, Douglas 
2-8547 

LOS ANGELES: Robert E. Clark, Hollywood 3-4111 
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$735*; Two-ten (6) station wagon 2- 
dr., $740; 2-dr., $495*; Two-ten (8) 
4-dr., $695*; 2-dr., $680*, $630, $615*, 


(ps); 4-dr., $425*; Two-ten 2-dr. 


Average Price of Used Cars Sold at Auction oe ate er, ere, ba, pte 


"57 «7°58 
Aug. 


$350*, $315; 4-dr., $275. 
‘53 Two-ten 2-dr., $275, $260. 
’52 Deluxe hardtop 2-dr., $285. 
CHRYSLER—’56 NY hardtop 2-dr., $1,- 
200* (ps); Windsor Nassau, $1,000* 
$975". 
’54 NY 4-dr., $250*. 
*52 Windsor 4-dr., $215* (ps). 
DeSOTO—’56 Firedome 4-dr., $785*. 

’55 Firedome 4-dr., $700* (ps). 

’52 Custom 4-dr., $125. 

DODGE—’58 Royal (8) hardtop 2-dr., $1,- 
925* (ps). 

"57 Custom Royal (8) 4-dr., $1,160* 
(ps), $1,150* (ps); Royal (8) 4-dr., 
$1,075* (ps); Coronet (8) 4-dr., $950*. 

°56 Custom Royal (8) conv., $1,040* 
(ps); Royal (8) 2-dr., $825*; Coronet 
(8) 2-dr., $650*. 

EDSEL—’58 Pacer 4-dr., $1,575*. 
FORD—’59 Custom 300 (6) 4-dr., $1,885* 
(ps). 

*58 Fairlane 500 (8) Victoria 2-dr., 
$1,700*, $1,460*%; Ranch Wagon (8) 
2-dr., $1,540; Custom 300 (8) 2-dr., 
$1,425. 

’57 Fairlane 500 (8) conv., $1,490* (ps); 

e 4-dr., $1,300*, $1,275* (ps); Fairlane 
# Bd 500 (6) Victoria 2-dr., $1,150* (ps); 
_ — Fairlane (8) Victoria 4-dr., $1,300* 
my 58 8g 8 a Sen atta” anh” sis 

Dec. Jan. Feb. April May ps), : , 5 : on ‘ . 

Custom 300 (6) 2-dr., $1,000, $900*, 
$800; Ranch Wagon (6) 2-dr., $1,180. 


(Compiled by Automotive News from Auction Reports.) 
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Prices of 58s added and '50s dropped in December, 1957. Prices of '59s added and '51s dropped in December, 1958. 56 Fairlane (8) conv $950*, $910* 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


BUFFALO 


Thruway Auto Auction. Sale every Tues- 
day. Prices are for sale of June 23. 
Prices were firm as we had an exception- 
ally good selection of very clean cars, Sold 
78 percent of 108 consignments. 
BUICK—’57 Special Riviera, $1,220*. 

’56 Special Riviera, $1,000*, $950* (ps); 
RM Riviera, $915* (ps), $900* (ps); 
Century Riviera, $900*. 

’55 Special Riviera, $745*. 

°54 Special Riviera, $310. 
CHEVROLET—’58 Biscayne (8) 4-dr., $1,- 

° 


57 Bel Air (8) 2-dr., $1,285*. 

56 Two-ten (8) station wagon, $1,100; 
2-dr., $855*, $800*; Bel Air (8) 4-dr., 
950° 


$ A 

55 Bel Air (6) 2-dr. hardtop, $770; 
Two-ten (8) station wagon, $750; Two- 
ten (6) station wagon, $650; 2-dr., 
$370°*; One-fifty (8) 2-dr., $555. 

*54 Bel ‘Air hardtop, $520*; conv., $505*; 
2-dr., $245*; Two-ten 4-dr., $375: 
2-dr., $365*, $135*. 

"53 Two-ten 4-dr., $195. 

CHRYSLER—’53 NY 4-dr., $255* (ps). 





Figures alongside bars represent dollars. (Copyright, 1959, by Automotive News) $900*; Victoria 2-dr., $850*; 4-dr., 
$800* (ps), $800*; 2-dr., $890*, $810* 
(ps); Fairlane (6) conv., $795*; 4-dr., 





DeSOTO — '54 Firedome hardtop, $450* | NASH—’57 Ambassador 2-dr., $715*. (ps), $955*; 4-dr., $1,005*, $955* (ps), $720*, 2 at $705*; 2-dr., $660. 
(ps). OLDSMOBILE — '57 (88) 2-dr., $1,340*, $805*; Riviera 2-dr., $850; 2-dr., ’55 Fairlane (8) Victoria 2-dr., $765*, 
DODGE—’58 Custom Royal (8) hardtop, $1,235°; Holiday, $1,250*; conv., $1,- ; $805°. $725*; 2-dr., $650*; Fairlane (6) 
$2,000* (ps). 200°. 55 Super Riviera 2-dr., $725* (ps), conv., $625*; Ranch Wagon (8) 2-dr., 

*55 Coronet (8) hardtop, $700*. 56 (98) conv., $1,150; (88) Holiday, $540* (ps); Century Riviera 2-dr., $725; Custom (6) 4-dr., $625, $590; 

FORD—'59 Galaxie (8) 4-dr., Victoria $1,100°. $620* (ps); Special 4-dr., $565*, $530°: Custom (8) 2-dr., $620*, $520; Main 
$2,300* (ps) 7 2 ’55 (88) Holiday, $825*; (98) Holiday, 2-dr., $490*. (8) 2-dr., $530, $475; Main 2-dr., 

57 Country Squire (8) 4-dr., $1,650* $640. ’54 Special Estate Wagon 4-dr., $630*; $370°. 

(ps); Country Sedan (8) 4-dr. ks *54 (98) Holiday, $705. 4-dr., $340*, $200*; 2-dr., $300*; RM ’54 Ranch Wagon (8) 2-dr., $490; Ranch 
370*, $1,300* (ps); Fairlane (8) 4-dr., | PLYMOUTH—’57 Savoy (8) 4-dr., $970*; 4-dr., $425* (ps); Super 2-dr., $310*. Wagon (6) 2-dr., $195*; Custom (8) 
$1,350* (ps); Victoria 4-dr., $1,325; Savoy (6) 4-dr., $400; Belvedere (6) | CADILLAC—’59 (62) Coupe de Ville, $4,- 2-dr., $420, $405; Custom (6) 4-dr., 
Fairlane (6) 2-dr., $910*; Fairlane 500 4-dr., $635°. 900* (ps). : $320; Main (8) 2-dr., $335. 

(8) hardtop 4-dr., $1,295*; 2-dr., $1,- °56 Belvedere (8) conv., $830; Savoy "57 (62) conv., $2,665* (ps). 53 Main (8) ion’ $380, $350*; Custom 
175°. (8) 4-dr., $685. ’56 (62) Sedan de Ville, $1,825* (ps). (8) 2-dr., , $255, $250°; Main (6) 

’56 Fairlane (8) conv., $940*%; Victoria, *55 Belvedere (6) hardtop, $410*. "55 (62) 4-dr., $1,325* (ps). : 4-dr., $300" 
$940*; 4-dr., $890* (ps); 2-dr., $885* | PONTIAC—’56 Star Chief Catalina, $885°*. "54 (62) 2-dr., $1,180* (ps); 4-dr., $1,- 52 Custom (8) 2-dr., $150. 

(ps); Fairlane (6) conv., $875*; Cus- = yee yo Sog ooaee: 150* (ps). mae 68 Continental Mark TIT 4-ér., 
tom (8) 2-dr., $800*, $760*; 4-dr., eftain 4-dr., ° CHE das ingsw -dr. * ; -dr., $2, : 
$710*; Custom (6) 2-dr., $555*; Ranch "53 Chieftain 4-dr., $115*. ‘ ser Sa ate (B) “oar. $1,905; *57 Premiere hardtop 2-dr., ar Te. 
Wagon (8) 2-dr., $750. RAMBLER—’55 Custom 4-dr., $675*. Biscayne (8) 2-dr., $1,700. MERCURY— 58 geo ag sae $2, 

’55 Fairlane (8) Victoria, $750*; 2-dr., | STUDEBAKER — ’'57 Scotsman (6) 4-dr., ’58 Impala (8) conv., $2,100* (ps); : (ve); oe 4- ake" c | 
$645; Fairlane (6) Victoria 2-dr., $630. : Biscayne (8) 4-dr., $1,625, $1,500°, 57 Montclair conv., $1, _{Ps); Turn- 
$710*, $680*; Ranch Wagon (6) 2-dr., | MISCELLANEOUS — ’54 Chevrolet %-ton $1,400*. pike Cruiser | 4-dr., $1,400 ; Monterey 
$675*, $640*, $600°; Custom (6) 4-dr., utility, $350. 57 Bel Air (8) conv., $1,620* (ps); =e teabaeae >. 4 ee aeens 

im te aa SG, 51,5108, See, Thee. Tl me Montelair 0 7 $810*; hardtop 2-dr: 

54 Main (8) 2-dr., $385. DETROIT 030*: 2-dr., $1,090*, $1,404*; Bel Air 725°: e c S700"; theme Pp :. _ 

LINCOLN — ‘56 Capri hardtop, $1,210* (6) 4-dr., $1,540*, $1,230*; Two-ten | he 565°. $550 Sey , 
(ps). Motor City Auto Auction. Sale every (8) station wagon 4-dr., $1, 500°; Two- maaie 56 St t man © (6) 4-dr 
*53 Capri hardtop, $325*. Monday. Prices are for sale of June 22. ten (6) 2-dr., $1,100*. . 5° atesman Super ” 
MERCURY—'56 Custom station wagon 2-| Sold 235 cars from 401 consignments. "OS Bel Air (8) é-Gr., 9000: DOr. | on stoenars cer (96) Meliday 6-4 
dr., $905*; 4-dr., $880*; 2-dr., $760;| BUICK—’57 Super Riviera 2-dr., $1,525*, $960*, 3 at $950*, $800*; Two-ten (6) 788° (pe). ee ee 
Monterey hardtop, $800*. $1,490* (ps); Riviera 4-dr., $1,520*, station wagon 4-dr., $760; 2-dr., $700, a (98 2 $1,155° (ps); Holida 

’55 Monterey station wagon 4-dr., $1,- $1,420* (ps); RM Riviera 4-dr., $1,- 3 at $690. en Ga $1.000°; (88) 
000°. 435*; Special 4-dr., $1,360* (ps). ’55 Bel Air (6) conv., $875, $800*; -dr., ins Ps), , ; ) 

*53 Monterey 2-dr., $315*. "56 RM Riviera 2-dr., $1,075* (ps), hardtop 2-dr., $875*, $850, $825*, conv., $1, : : 

"52 Monterey conv., $205. $1,000* (ps); Special conv., $1,075* $820*; 2-dr., $525; Bel Air (8) 4-dr., (Continued on Page 35, Col. 1) 





ALABAMA 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 











COLORADO 














Denver Auto Auction 
4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 


Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our [2th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 





FLORIDA 
DAYTONA BEACH — Florida Auto 
City rt.. Tues., 11 
A.M. Dealer: 


INDIANAPOLIS—Indianapolis Auto 





a On Wilacaatnn Schon Ace | AUTO AUCTION 








NEW YORK PENNSYLVANIA 


LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. Check — CORRY AUTO AUCTION 


Title P: ion. (Wed.). Route 6, Corry, Pa. 

a ee Soe EVERY FRIDAY—1:00 P.M. 

NEW YORK STATE'S OLDEST Geerenteed Checks— 
NATIONALLY KNOWN Guaranteed Titles 


TIM ANSPACH INC. 


INDIANA NEW JERSEY 
hh 500 CARS aia bbs 





Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


-_ piace rr 


‘N-A-D-E 


MICHIGAN 




















ain 36-391. Auctioneers: Ray Austin, C 
APTCO ong Soe ang een a 
— II O'Clock Gareiay. 
AUTO AUCTION ~~ aae 
DETROIT'S a TTL M A. | All Titles and Checks Guaranteed - mee 
Oldest, Largest and Very Best eA AA SAEED AREEII NN IEEE OEE 
iilietiden naan NATIONAL AUTO GREATER NEW YORK 
ednesday ef Nooe DEALERS EXCHANGE AUTO AUCTION, INC. 
: . AMARILLO AUTO 
19241 Dix—Toledo Highway—Route 25 ru , (Exit 31—Merrit Parkway) 
Just / mile from Detroit City Limits Bedford-Banksville Road, Banksville, N. Y. AUCTION, INC. 
MELVINDALE, MICHIGAN Sale Every er a Manan 3202 E. 10TH Phone: DR 2-9503 
INSURED CHECKS and TITLES Guaranteed Checks and Titles WE PICK UP AND SELL 
ford Village 4-3100 
GN Beate 50D Minutes from New York City nem | FOR LEASING COMPANIES ANYWHERE 


12 Years Fair Dealing 
NORTH CAROLINA Auction Checks Issued. 


RALEIGH — Mann’s Auto Auction SALE EVERY FRIDAY 


Sale, Rt. 5. Ph. 3-1564, Titles & Reference: American National Bank 
checks guaranteed. Mon. 10 A. M.| , cso OWNERS—Pat Patterson 


PENNSYLVANIA 











Wed., 12:30. Check, Title Guarantee. 





MISSOURI 


ST. LOUIS AUTO EXCLUSIVELY FOR AUTO DEALERS N ny | 3 g 
AUCTION BARN, INC. INSURED PICKUP AND ea ahe S 
3807 Easton Ave. DELIVERY SERVICE 








WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattie 88, Wash. 
Phone PArkway 5-6490 











St. Louis, Mo. MINUIALIIA RATES AT THE WORLD'S BIGGEST | ee ener Ama 
Phone Franklin 1-3845 We issue evction checks— AUTO AUCTION Write for free accurate market reports 
BIG SALE EACH FRIDAY ee ae Manheim oy eenie wr ecwmrnanernc 
. 300 TO 400 CARS Dual Lane Sale—4 Auctioneers 
ee tates Caer Chis td See Tetes EVERY THURSDAY AT NOON! Auto Auction, Inc. 
Owned and Operated by ON ROUTE 46 mabatis, te,:'e0. Siute 2 For Fast, Accurate Directions to 
Manheim, ute 
BILL McCRACKEN and CALDWELL TOWNSHIP, N. J. Phone Manheim MOhawk 5-2401 Leading U. S. Auto Auctions, Dealers 
ROY McMANAMA Cilimal 6.2100 tot temeiiat 5 miles So. of Pa. Turnpike Look in LUCAD 
Twin Ring. Selling P 7. 700-900 Clean Cars Auctioned Every Friday : 


es | Auction Checks Issued; Guaranteed Titles 
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agon 2- ’56 Custom Cross Country, $825. 
con (8) STUDEBAKER—'56 Pinehurst (8) 2-dr., 
» $615*, e e $830. 
: *55 Commander (8) 2-dr., $295*. 
- seaq-Car AUCTION Frices MISCELLANEOUS—'St Ford (6) %4-ton 
2-dr. panel, $165. 
53 GMC van, $385. 
52 International pickup, $230. 
’51 Chevrolet %-ton pickup, $200. 
r., $1,- (Continued from Page 34) ’49 Chevrolet %-ton pickup, $160. 
$1,000 ’46 Chevrolet stake, $150. 
5S (88) 2-dr., $785*, $625* (ps); Holi- oo: $1,315*, $1,255; a1 ai $1,335; 
day 2-dr., $725*; 4-dr., $590*. wo-ten (8) 4-dr., 1,175; 2-dr., 
’54 (88) Holiday 2-dr., $450*. ae i a (6) “<a 2. LOS ANGELES 
'e 53 (88) 4-dr., $300. " ‘wo-ten (8) 4-dr., $950*; lray, . 
PACKARD—'55 (400) hardtop 2-dr., $725* $860°; Two-ten (6) 4-dr., $770; 2-dr.,| , Harokl Henrys Los Angeles Dealer Auto 
. +. | Auction. Sale every Tuesday, Prices are 
695° (ps) $725; Bel Air (8) 2-dr., $925, $850 
$1,- (ps), $ ps). ' st ‘ ’| for sale of June 23. 
abies "53 Clipper 4-dr., $350*. One-Afty (6) 2-dr., $710, $640. BUICK—’59 LeSabre 4-dr. Riviera, $2,- 
PLYMOUTH — ’58 Suburban Custom (8) *55 Bel Air (8) station wagon, $800*; 600° 7 ; 4 
$1,160° 4-dr., $1,465; Suburban (6) 2-dr., $1,- 4-dr., $615*; Two-ten (6) 2-dr., $680,| , e 40 ° + 
4-dr., 275; Savoy (8) 4-dr., $1,250*. $650*, $500; Delray, $550; Two-ten (8) vatah 2-4r. eure,” $i'e25° oy h 
$950*. ’57 Belvedere (8) 4-dr., $1,130*; hard- 4-dr., $645*; station wagon, $600*; 535 ( % os ’ cae’ ye 
1,040* : s « ¥ ps), $1,520*; conv., $1,395* (ps); 
$ é top 2-dr., $1,100; Belvedere (6) hard One-fifty (6) 2-dr., $180. 4-dr., Riviera, $1,385*; Century conv. 
Coronet top 4-dr., $1,015*; Savoy (6) 4-dr.,| °54 Bel Air 2-dr., $460*, $405, $395*, $1,580" (ps); 4-dr, Riviera, $1,335*.. 
$990*; hardtop 4-dr., $890°; 2-dr., $315. 56 Century conv., $985* (ps); Special 
i. $900*: Savoy (8) 4-dr., $915*; 2-dr.,] °53 Bel Air 2-dr., $425*, $350; 4-dr., 2-dr. Riviera, $975*, §850°. 
$1,885 $900*, $850*; Plaza (6) 2-dr., $755. $145; Two-ten 4-dr., $350, $290; 2-dr.,| 55 Gentury 4-dr. Riviera, $1,025* (ps); 
56 Belvedere (8) 2-dr., $750*, $700; $120. 2-d Rivi ” $920 q oo RM 2-dr. 
2-dr., 5 62 Bel Air 2-dr., $130°*. ee eee DS); : 
Savoy (6) 2-dr., $600. ) , . ° a te 
m_ (8) , y dr., $425, $350; Plaza ; . Riviera, $845* (ps); Special 2-dr, Ri 
2-dr i 55 Savoy (6) 2-dr., , ; CHRYSLER — '57 Windsor 4-dr., $1,525* viera, $705* (ps), $600*. 
> (6) 2-dr., $340. a8 (ps). °54 Special 2-dr. Riviera, $500; 4-dr., 
(ps); | PONTIAC —’57 Chieftain Catalina 2-dr.,) 55 Windsor 2-dr., $580*; 4-dr., $570*, $485*; RM 2-dr. Riviera, $455* (ps); 
od $1,185". : $500°. Super 2-dr, Riviera, $355* (ps). 
ay "56 Star Chief Catalina 2-dr.. $1,000"; | ‘53 NY 4-dr., $360° (ps). ‘53 RM 2-dr. Riviera, $305* (ps), $185* 
11,300° | — Catalina 2-dr., | Desoro—'57 Fireflite 4-dr., $1,405* (ps); (ps); conv., $275° (ps); Super 4-dr., 
1:255* | ; ° : Firedome 4-dr., $1,080* (ps). 190*. 
O78") 58 soe, $475"; ear, 430° Tape ’55 Fireflite 2-dr., $725* (ps). CADILLAC—’58 Eldorado Seville, $4,500* 
$900°, ee, Se See : DODGE—'57 Royal (8) 2-dr., $1,400* (ps) (ps); (62) Sedan de Ville, $4,095° 
, ’54 Chieftain 2-dr., $430*. * : z ” ( * 685* - 2-dr 
$1,180 ; $1,190*. ps), $3,950* (ps), $3,685* (ps); - 
; i RAMBLER—’59 American Super (6) sta- é ; at 
$910*, 2-dr., $1,635 EDSEL — ’58 Pacer 4-dr., $1,590* (ps); $3,465* (ps). 
4-dr. ghumtn a. Ranger 2-dr., $1,260°. "ST (60) Special 4-dr., $3,000" (Ps), $2,- 
‘ aaa: Jin FORD—’59 Fairlane 500 (8) conv., §2,- 900* (ps); (62) Coupe de le, $2, 
far. MISCELLANEOUS—'SS Chevrolet pickup, 525* (ps). F . (ps), $2,885" (ps); Eldorado Seville, 
: $510. ’58 Thunderbird (8) 2-dr., $3,055* (ps); $2,935* (ps); conv., $2,900* (ps). 
$765*, Fairlane 500 (8) 2-dr., $1,560*; Cus-| °56 (62) Sedan de Ville, $2,185* (ps); 
e (6) FLINT tom 300 (8) 2-dr., $1,465*, $1,285, 2-dr., $1,910* (ps). 
2-dr., | $1,270, $1,225; 4-dr., $1,455*. "55 (62) Coupe de Ville, $1,985* (ps), 
$590; | Flint Auto Auction. Sale every Wednes- ’57 Country Sedan (8) 4-dr., $1,455*; $1,925* (ps); Eldorado conv., $1,750* 
Main day. Prices are for sale of June 24. Sold Fairlane (8) conv., $1,390* (ps); 2-dr., (ps). 
2-dr., 206 cars from 300 consignments. $1,300*; 4-dr., $1,020*; Fairlane 500 "54 (62) Coupe de Ville, $1,565* (ps); 
BUICK—’58 Special 4-dr. Riviera, $2,125* (8) conv., $1,350*%; 4-dr., $1,305*; 2- 2-dr., $1,225* (ps); 4-dr., $1,190* 
Ranch (ps). dr., $1,180*; Ranch Wagon (8) 2-dr., (ps), $1,145* (ps); (60) Special 4-dr., 
m (8) ’57 Super 4-dr. Riviera, $1,555* (ps); $1,315*; Custom (8) 2-dr., $980, $920; $1,560* (ps). 
4-dr., Special 4-dr, Riviera, $1,415* (ps), Custom 300 (8) 2-dr., $970*, $960. "53 (62) 4-dr., $900* (ps), 2 at $685* 
$1,415*; 2-dr. Riviera, $1,230*; Cen- ’56 Ranch Wagon (8) 2-dr., 2 at $965* (ps); conv., $950* (ps). 
‘ustom tury conv., $1,350*. (ps); Custom (8) 4-dr. ,$865*, $800*; "52 (62) conv., $595*. 
in (6) °56 Special conv., $1,050*; 2-dr. Riviéra, Fairlane (8) 4-dr., $700*. "51 (62) Coupe de Ville, $375*; 2-dr., 
$945* (ps). ’55 Custom (8) conv., $700*; 4-dr., $350*; (60) Special 4-dr., $235*. 
’55 Super 4-dr., $790*, $675* (ps); 2-dr. $500*, $465*; 2-dr., $480; Fairlane (8) "50 (60) Special 4-dr. ,$350*; (62) 4-dr., 
4-dr., Riviera, $770* (ps); Special 4-dr. 4-dr., $465*. $185*. 
s). Riviera, $785*; 2-dr. Riviera, 2 at "54 Custom (6) 4-dr., $220*. CHEVROLET — ’'59 Parkwood (8) 4-dr., 
(ps). $750*, $700, $335*; 2-dr., $335; Cen- *53 Custom (6) 2-dr., $100. $2,585*; Impala (8) sport coupe, $2,- 
2,150* tury 2-dr., Riviera, $730*, $525*; RM | IMPERIAL—’57 Crown 4-dr., $2,060*. 450*; Biscayne (8) 4-dr., $1,975; Bel 
4-dr., $700*. MERCURY—'57 Montclair 4-dr., $1,510*; Air (6) 4-dr., $1,975. 
Turn- ’54 Special conv., $625*; 2-dr., $525*, 2-dr., $1,305; Turnpike Cruiser 2-dr., ’58 Corvette (8), $2,840; Impala | (8) 
nterey $170*. $1,500*; Monterey 2-dr., $1,440, $1,065. sport coupe, $2,200* (ps), $2,195*; 2- 
’53 Super 2-dr. Riviera, $325*, $120*. ’56 Montclair 4-dr., $935. dr., 2 at $2,075*; conv., $2,020*; 
OADILLAC—’57 (62) Coupe de Ville, $2,- ’55 Montclair 2-dr., $555. Brookwood (8) 4-dr., $1,935, $1,925, 
2-dni, 650* (ps), $2,485* (ps); 4-dr., $2,130° ’54 Monterey 2-dr., $490. $1,920°, $1,900*; (9 pass.), $1,865° 
2-dr. (ps). OLDSMOBILE — ’59 (98) 2-dr. Holiday, (ps); Bel Air (8) sport coupe, $1,885 
; "55 (62) 2-dr., $1,550* (ps). $3,150*. (ps); sport sedan, $1,835* (ps); Bis- 
4-dr., °54 (62) 2-dr., $1,205* (ps), $1,200*| °58 (98) conv., $2,630* (ps); 4-dr., $2,- cayne (8) 4-dr., $1,700*; Delray (6) 
(ps). 190; (88) conv., $2,225*; 4-dr., $2,100* 2-dr., $1,380, $1,355, $1,250. 
4-dr CHEVROLET—’59 Impala (8) conv., $2,- (ps). "57 Corvette (8), $2,535, $2,535°, $2,- 
= 535*; sport coupe, $2,515*, $2,450*; "57 (88) 4-dr., $1,450*. 360*; Nomad (8) 2-dr., $1,895* (ps), 
oliday | 2-dr., $2,450*; Biscayne (8) 2-dr.,| °56 (88) Super 4-dr, Holiday, $1,050* $1,700* (ps); Bel Air (8) gport coupe, 
(88) | $1,750. (ps). $1,760*, $1,750* (ps), $1,735* (ps), 
| *58 Impala (8) conv., $2,190* (ps); 2-dr., ’55 (88) Super 4-dr., $915*; 4-dr. Holi- $1,600, $1,500; sport sedan, $1,695* 
j $1,700*; Impala (6) 2-dr., $1,975*; day, $695*; (98) conv., $910*, $850*. (ps); Two-ten (8) station wagon, $1,- 
Brookwood (8), $1,730*; Bel Air (8) "54 (88) 4-dr., $525*. 735*, $1,705*, $1,650*; (9 pass.), $1,- 
— | 4-dr., $1,720*; 2-dr., $1,415*; Delray | PLYMOUTH—’58 Savoy (8) 2-dr. hardtop, 670*; sport coupe, $1,630* (ps); 4-dr., 
i (8) 2-dr., $1,500%; Delray (6) 2-dr., $1,615*. $1,400* (ps); One-fifty (6) 2-dr., $1,- 
$1,405*. ’57 Suburban Custom (8), $1,305*; Sa- 140. 
"57 Bel Air (6) 4-dr., $1,595*; Bel Air voy (8) 2-dr., $1,150*, $965*, $895, *56 Corvette (8), $2,050*%; Bel Air (8) 
(8) 4-dr., $1,480*; 2-dr., $1,465*, $1,- $885, $815*; Belvedere (8) 4-dr., $1,- sport coupe, $1,380* (ps), $1,300*, $1,- 
365*, $1,005; Two-ten (6) 4-dr., $1,- 030*; 2-dr., $1,005*; Plaza (8) 4-dr., 285*; 2-dr., $1,150*; Two-ten (6) sta- 
$825. tion wagon, $1,200; Two-ten (8) 2-dr., 
’55 Plaza (8) Suburban, $600; Belvvedere $1,010"; 4-dr., $825°; One-fifty (6) 
- si i (8) conv., $325. Handyman 2-dr., $915; Utility Sedan, 
Minneapolis Auction 54 Savoy 4-dr., $315. $690. 


’55 Bel Air (8) sport coupe, $1,075 (ps), 


PONTIAC—’59 Bonneville 2-dr. $1,030", 


hardtop, 


$3,075* (ps); 4-dr., $3,000* (ps); Cat- $1,050*; Bel Air (6) conv., 


Revived by Stevenson 

















alina 4-dr., $2,430*. $975*; 2-dr., $870; Two-ten (8) Del- 
| MINNEAPOLIS. — H, A. Stev- 58 Bonneville 2-dr., $2,290* (ps); Star ray, se Two-ten (6) station 
} nso Chief 2-dr., $2,000* (ps). wagon, : 
| S n has revived his a ’57 Chieftain — $1.465°. ’54 One-fifty 4-dr., $540*; Two-ten 4-dr., 
Friday auctions at the nl "56 Star Chief 2-dr. Catalina, $975*; $235. As 
apolis Armory under the name. Chieftain 4-dr., $880*, $640*%, $555*: 53 Bel Air sedan, $495; conv., $435*; 
| Downtown Auto Auction. station wagon, $765°*. 4-dr., 2 at $430; Two-ten sport coupe, 
——— ’55 Star Chief 4-dr., $705*; Chieftain $450; 2-dr., $425*; Handyman, $405; 
| The first auction was held 4-dr., $610*, $465*, $405*. One-fifty business coupe, $355, $265. 
N June 19. Stevenson formerly ’54 Star Chief 4-dr., $450*°; Chieftain = Lg a * a ie $280. 
2-dr. Catalina, $480*; 4-dr., $275. 6 eluxe Bel Air, ; . 
operated the Minneapolis Auto "53 Chieftain yo $235°*. a "50 Deluxe 4-dr., $150*; Special 2-dr., 
Auction, which he had sold. RAMBLER—'S58 Rebel Cross Country, $1,-| | $125, 0) 4) 5.0 
780°; S 4-dr., $1,565*. . uxe 4-dr., 
ee oat Saleen CHRYSLER—’57 NY 4-dr., $1,900* (ps). 
"56 (300) 2-dr., $1,700* (ps); Windsor 
t ac- 4-dr. hardtop, $1,295* (ps). 
pry . '51 NY 4-dr., $210* (ps). 
; DeSOTO—'57 Fireflite 4-dr. hardtop, $1. 
orge 675* (ps); Firedome 4-dr., $1,375* 
(ps); Firesweep 2-dr. hardtop, $1,315*. 
— i 55 Fireflite 2-dr. hardtop, $950* (ps). 
i DODGE—’58 Sierra (8) 4-dr., $2,025*. 
ae On eé a '57 Coronet (8) 4-dr. hardtop, $1,430* 
} (ps). 
seaae i ’55 Coronet (8) 2-dr. hardtop, $825° 
| (ps); Royal (8) 4-dr., $750*%; 2-dr. 
— vine 
’54 Royal (8) 2-dr., $445*, $375*; Cor- 
. onet (6) 4-dr., $375°*. 
’53 Coronet (8) 2-dr., $305*. 
EDSEL—’5S8 Ranger 2-dr. hardtop, $1,625* 
(ps). 
9503 FORD—’'59 Thunderbird (8), 06900 ee 
$4,250* (ps), $3,800* (ps), R 
(ps); conv., $3,900* (ps); ee (8) 
2-dr., $2,735* (ps); 2-dr., ictoria, 
ERE . It pays to sell $2,550* (ps); 4-dr., Victoria, $2,485* 
é = (ps); Fairlane 500 (8) 2-dr., Victoria, 
$2,300* (ps); Ranch Wagon (8) 2-dr., 
— oe $2,240. 
net [ Awe f t: "58 Thunderbird (8), $3,570* (ps), $3,- 
375* (ps), $3,360* (ps), $3,325* (ps), 
ONLY THE BALL SHOWS g 
CUSTOM BUILT TRAILER HITCHES $3,315* (ps), $3,260* (ps); Country 
Sedan (8), 4-dr., $2,045* (ps), $1, 
k REGULAR 950* (ps), $1,675*; Fairlane 500 (8) 
: ; s . io Y i conv., $1,800* (ps); Custom 300 (8) 
on One-piece, ready to in- DRAW-TITE’S Look on the Ball national 2-dr., $1,485* (ps); Fairlane (8) 4-dr., 
stall. Up to 2000 G.W. advertising is steering prospects straight to $1,380*. 
suc. Ibs. Cadmium or chrome. you — the automobile dealer! Car owners ta ms OO Canatey 
HEAVY-DUTY are told that Custom Built DRAW-TITE (ps); Fairlane 500 (8) skyliner, $1,- 
—— | . . . - 
HITCHES are made for the car as well as Vise it ee ee th dase: 
— boats, horse and : . ; = Pres pe): og ; 
aa naa an ' the trailer, guaranteeing the finest_in boat 4-dr. Victoria, 09 ‘ Country yooasn 
travelin jouse trailers st: . ; (8) 4-dr., $1, ps); Ranc ‘agon 
ON up to 5000 GW. Ibs. No 2d Utility trailer performance and safety. (8) 2-dr., $1,675* (ps), $1,375*, $1, 
Vash. See eer ae 205; Custom 2-dr., $1,105*. 
assembling — ready to in- — This profitable business can be yours at low "8 grates (8), aoe ie Valsiane 
e . : : -ar. ctoria, ’ , 
investment. We ship hitches — custom built (ps); Ranch Wagon (8) 2-dr., $990; 
for any car make, model or year — within — (S) 7 coupe, $595; Custom 
s 24 hours of receipt of an order. Keeps your ‘55 ‘Thunderbird (8), $1,905* (ps); Goun- 
z try Sedan (8) 4-dr. (9 pass.), ; 
y inventory costs down, keeps profits up. tee (ty Gan Ss a ane, Ge 
a ONLY THE tom (6) 4-dr., $575*, $475; Main (8) 
BALL SHOWS Dea! i 2-dr., $550. 
“haba WRITE for NEW Dealer Literature! ’54 Custom (8) club coupe, $525*; Crest 
(8) conv., $500*; 4-dr., $445*; Crest 
, VAT Ti (6) 4-dr., $265; Main (6) 4-dr., $385; 
to Trailer Products Division eG Main (8) 2.ar., $370" ee 
"53 Custom (6) 2-dr., $365, ; Cus- 
lers DRAW-TITE MANUFACTURING CO. tom 8) 4-dz., $815°) Crest (8) Vie- 
Ore en ae ee A epee ey, Ro F toria, $325*. 
Bia aos a wie ; "52 Crest (8) Victoria, $355*. 
*51 Crest (8) Victoria, $230*; Custom 











Model Breakdown 
Of Auction Averages 











June, May, April, 
1959 1959 1959 
$2,625 $2,572 $2,739 
1,888 1,890 1,956 
1,333 1,343 1,352 
949 966 988 
Wil 738 748 
447 468 461 
298 298 290 
198 218 194 
Average $1,056 $1,062 $1,091 
(8) 2-dr., $210; 4-dr., $150*. 
*50 Custom (8) 2-dr., $160; Custom (6) 
2-dr., $125. 


HUDSON—’55 Hornet Custom 4-dr, hard- 


top, $450* (ps). 


IMPERIAL—’57 Crown 2-dr. hardtop, §2,- 


665 (ps); 4-dr., $2,500* (ps); Imperial 
4-dr., $2,445* (ps). 


'55 Imperial 4-dr., $1,750* (ps). 

LINCOLN—’58 Capri 4-dr. hardtop, §$2,- 
950* (ps). 

"57 Premiere hardtop, $2,100* (ps). 
*52 Capri 2-dr., $465*. 

MERCURY—’57 Montclair conv., $1,620* 
(ps); 2-dr., $1,475* (ps); Commuter 
4-dr., $1,475*. 

’56 Custom 4-dr., $685*. 
55 Montclair 2-dr., $790*; Monterey 


2-dr., $700*; Custom 4-dr., $600*. 
"54 Monterey 4-dr., $475*; 2-dr., $460*. 


’53 Monterey 2-dr., $400* (ps), $325*; 
4-dr., $280*; conv., $235. 
52 Custom sport coupe, $295*. 
a Statesman Super 4-dr., $160, 
150. 
OLDSMOBILE—’59 (88) Super 4-dr. Holi- 
day, $3,175* (ps). 
’57 (88) Fiesta, §$2,125* (ps); 2-dr. 
Holiday, $1,650*; (88) Super 2-dr. 
Holiday, $2,000* (ps). 


*56 (88) 2-dr. Holiday, $1,230*, $1,000*; 
4-dr. Holiday, $1,185* (ps). 


"55 (88) 4-dr. Holiday, $1,160* (ps), 
$950*; 2-dr. Holiday, $925* (ps); (98) 
2-dr. Holiday, $885* (ps). 

’54 (92) conv., $500* (ps). 

"53 (98) conv., $415* (ps). 

"52 (88) Super conv., $285*; (98) 2-dr. 


Holiday, $200* (ps). 
"51 (88) 2-dr. Holiday, $150*, $120*. 


PACKARD—’56 Clipper Custom 2-dr. hard- 


top, $1,040* (ps). 


PLYMOUTH—’59 Suburban (8) 4-dr. (9 
pass.), $2,990*; Savoy (8) 4-dr., $1,- 
535* 


400* (ps); Belvedere (8) 4-dr. hardtop, 
$1,790* (ps); Savoy (8) 2-dr. hardtop, 
$1,755* (ps); 4-dr., $1,485*; Plaza 
(6) Utility Sedan, $1,125. 
'57 Suburban Custom (8), $1,550*; Bel- 
vedere (8) sport coupe, $1,460*; Savoy 
(8) 2-dr., $1,095*; Plaza (6) 2-dr., 


’ 
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'55 Savoy (8) 2-dr., $650; 4-dr., $620*. 





’54 Plaza (6) Suburban, $430*; 2-dr., 
$330. 

°53 Cambridge 2-dr., $300; Cranbrook 
2-dr., $270. 


PONTIAC—’58 Super Chief 4-dr., $1,805*. 


‘57 Star Chief 4-dr, $1,535* 
(ps). 
’56 Chieftain 2-dr. Catalina, $985*, 2 at 


$885°. 
’55 Star Chief 2-dr. Catalina, $1,035* 
$640*; Chieftain 4-dr., $725*, 


(ps), 

$680*; 2-dr., $545*. 
’53 Chieftain 4-dr., $160*, $145. 
’52 Chieftain 4-dr., $125*. 
'51 Chieftain 4-dr., $185. 


Catalina, 


RAMBLER—’56 Deluxe 4-dr., $570. 


‘55 Custom Cross Country, $935*. 
’51 Custom station wagon, $240. 


STUDEBAKER—’59 Lark (6) 2-dr, hard- 


top, $1,735*. 
*55 Commander (8) sedan, $680*; Cham- 
Pion (6) 4-dr., $295. 
$395*, $390; 


’53 Commander (8) 2-dr., 
Champion (6) 2-dr., $350. 
52 Commander (8) sedan, $185*, $110*. 


MISCELLANEOUS—’59 Ford (8) Ran- 
chero, $2,250*. 
"58 (Ford (8) Ranchero, $1,625*, $1,- 


615; F-100 (6) %-ton pickup, $1,290; 
Chevrolet (8) %-ton pickup, $1,230. 

’57 Ford (8) Ranchero, $1,400*., 

’56 Chevrolet (6) 3600 %-ton pickup, 
$660*. 

°54 Ford (6) %-ton pickup, $440. 

’51 Chevrolet %-ton pickup, $450; Dodge 
(6) %-ton pickup, $270. 
50 Chevrolet %-ton panel, $140, $125; 

Dodge (6) %-ton panel, $135. 
49 Chevrolet %-ton pickup, $175. 
’47 Chevrolet %-ton pickup, $250; Ford 
(6) %-ton pickup, $160. 
’35 Ford (8) %-ton pickup, $100. 


DETROIT 


Aptco Auto Auction, Sale every Wed- 


nesday. Prices are for sale of June 24. 
BUICK—’58 Special 2-dr., 


$1,960*. 

°57 Century 2-dr, Riviera, $1,350*. 

56 Super 2-dr., $1,050* (ps); Century 
2-dr., $925*. 

’55 Century 2-dr. Riviera, $750*; Special 
4-dr., $655*, $565*; Super 2-dr. Rivi- 
era, $635* (ps). 

°54 Special 2-dr, Riviera, 


$225* (ps). 


CADILLAC—’57 (62) conv., $2,700* (ps); 


Sedan de Ville, $2,650* (ps). 
"56 (62) conv., $1,690* (ps). 


CHEVROLET—’58 Impala (8) sport coupe, 


$2,075* (ps); conv., $2,015*, $2,000; 
2-dr. hardtop, $1,870*; Brookwood (8), 
$2,000* (ps), $1,975*, $1,850* (ps); 
Bel (8) 4-dr., $1,665* (ps); 2-dr., 
$1,610*; Delray (6) 2-dr., $1,460. 
°57 Bel Air (8) conv., $1,675*, $1,550*; 


Bel Air (6) 2-dr., $1,200; Two-Ten 
(8) 2-dr., $1,175*; Two-ten (6) 2-dr., 
$1,125*. 


"56 Bel Air (8) 2-dr. hardtop, $1,060*; 
conv., $975*; One-fifty (6) 2-dr., $635. 

°55 Bel Air (6) 4-dr., $610; Two-ten (8) 
2-dr., $600, $580*. 


CHRYSLER—’59 NY 4-dr., $3,100* (ps). 
’58 NY 4-dr., $2,160* (ps). 
57 NY 4-dr., $1,675* (ps); Windsor 


2-dr. hardtop, $1,300*. 
(Continued on Page 36, Col, 1) 
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Used-Car Auction Prices 





(Continued from Page 35) 


’55 Windsor 4-dr., $725*; 2-dr. hardtop, 


$700* (ps), $700*. 
DeSOTO—’57 Fireflite 2-dr. hardtop, $1,- 
595* (ps), $1,425*. 


’55 Firedome 2-dr., $575*. 


DODGE—’58 Royal (8) 2-dr. hardtop, $1,- 
690". 


'S7 Suburban (8), $1,300; Coronet (8) 
4-dr., $1,100*. 

56 Royal (8) 2-dr. hardtop, $800*. 

54 Royal (8) 2-dr., $375*; Coronet (6) 


4-dr., $210. 
FORD—’59 Ranch Wagon (6), $2,090. 
’58 Thunderbird (8) 2-dr. Victoria, $2,- 


975* (ps); Fairlane 500 (8) conv., 
$1,875*, $1,860*; 4-dr., $1,580* (ps); 
Country Sedan (8), $1,810*%; Ranch 
Wagon (8), $1,500*. 

'57 Fairlane 500 (8) conv., $1,750"; 
4-dr. Victoria, $1,350* (ps); 2-dr., 
$1,180; Fairlane (8) 4-dr. Victoria, 
$1,300* (ps); 4-dr., $1,160*, $1,060; 
Ranch Wagon (8), $1,300*, $1,260", 


$1,140*; Custom 300 (8) 2-dr., $1,055*, 
$1,025, $1,020. 

56 Fairlane (8) 4-dr., $615. 

55 Thunderbird (8) conv., $1,545* (ps); 


Fairlane (8) conv., $785* (ps), $725*; 
2-dr., $700*; 4-dr., $660, $530*; Main 
(6) 2-dr., $415. 
*54 Custom (8) 2-dr., $455*. 
53 Ranch Wagon (8), $375. 
LINCOLN — '58 Premiere 4-dr, hardtop, 


$3,060* (ps). 











’57 Premiere 4-dr, hardtop, $2,100* (ps). 
MERCURY—’59 Monterey 2-dr., $2,090. 
’57 Monterey 4-dr., $1,400*, $1,245*; 
4-dr. hardtop, $1,360* (ps); 2-dr., $1,- 
290*, $1,270*; Montclair 2-dr, hardtop, 
$1,360* (ps); 4-dr., $1,350* (ps). 
'56 Monterey 2-dr. hardtop, $940*; 2-dr., 


$755*; Montclair 2-dr. hardtop, $940*. 

’55 Montclair 2-dr. hardtop, $825*; conv., 
$750* (ps). 

OLDSMOBILE—’58 (98) conv., $2,465* 
(ps). 

"57 (98) 2-dr. Holiday, $1,650* (ps); 
conv., $1,635* (ps); 4-dr, Holiday, 
$1,300* (ps); (88) 4-dr. Holiday, $1,- 
585* (ps); 2-dr. Holiday, $1,475*. | 

"56 (88) 2-dr. Holiday, $1,030*; (98) 
2-dr, Holiday, $815*. 

"55 (88) 4-dr. Holiday, $1,180* (ps); 
2-dr. Holiday, $800*. 

’54 (88) 2-dr., $315*. 

PACKARD — '54 Patrician 4-dr., $200* 
(ps). 


PLYMOUTH—’'58 Belvedere (8) 4-dr., $1,- 
425*; 4-dr, hardtop, $1,100*. 


’57 Belvedere (8) 2-dr. hardtop, $1,120*; | 


4-dr., $895*; Savoy (8) 2-dr, hardtop, 
$1,025; 2-dr., $910*, $825*. 

’56 Savoy (8) 2-dr., $755*. 

55 Belvedere (8) 4-dr., $515*; 
(6) 2-dr., $350. 

’54 Savoy 2-dr., $200. 

*53 Cranbrook 4-dr., $260. 

PONTIAC—’57 Star Chief 2-dr. 


Plaza 


Catalina, 


$1,390* (ps). 
55 Star Chief conv., $850* (ps); Chief- 
tain station wagon, $800*; 4-dr., $485*. 
’54 Chieftain 4-dr., $215*. 
’53 Deluxe 4-dr., $110*. 

RAMBLER—’59 Super (6) 4-dr., $1,860. 
’57 Custom (6) 4-dr., $1,340. 
’56 Custom 4-dr., $675. 

STUDEBAKER—’56 Champion 

$625*. 

MISCELLANEOUS—’ 57 Ford (6) Ranchero 

pickup, $1,005. 
’54 Ford (8) F-100 pickup, 
’53 Chevrolet %-ton pickup, 


(6) 4-dr., 


$440. 
$360. 


FARGO, N. D. 


Tri-State Auction Co, Sale every Thurs- 
| day. Prices are for sale of June 25. Steady. 
| Sold 75 cars from 141 consignments. 
BUICK—’52 Super 2-dr. Riviera, $165*. 

| CADILLAC—’55 (62) 4-dr., $1,355* (ps). 


(8) 4-dr., $890*. 
’55 Bel Air (8) 4-dr., $690*, $575*; Two- 





ten (8) 4-dr., $630; One-fifty (8) 2- 
dr., $515. 
’54 Bel Air sport coupe, $515*. 
’53 Bel Air 4-dr., $395*, $390*, $360*. 
"52 2-dr., $255. 

CHRYSLER—’54 NY 4-dr., $305*. 
DODGE—’56 Sierra (8) 4-dr. (9 pass.), 
$1,220; Coronet (8) 4-dr., $615*. 

’53 2-dr. hardtop, $165. 
FORD—’59 Ranch Wagon (8) 4-dr., $2,- 
250* (ps). 
’58 Custom (8) 4-dr., $1,790* (ps), $1,- 
740*, $1,380; Fairlane (8) 4-dr., $1,- 


CHEVROLET—’58 Brookwood (6) 4-dr., 

| $1,710; Two-ten (8) 4-dr., $1,590*, 

| $1,550; 2-dr., $1,535; Biscayne (8) 4- 

dr., $1,375. | 

| °57 Brookwood (8) 4-dr., $1,360* (ps), | 

$1,250*; Two-ten (8) 4-dr., $1,315*, 
$1,110*. 

’56 Bel Air (8) 4-dr., $1,020*; Two-ten 


580*, $1,460. 

’56 Country Sedan (8) (9 pass.), $1,- 
050; Ranch Wagon (8), $605. 

’55 Fairlane (8) 4-dr., $700*; Custom 


(8) 4-dr., $460. 
’53 Main (8) 4-dr., $260; 2-dr., $200. 


MERCURY — ’58 Montclair 4-dr., $1,875* 
(ps). 
OLDSMOBILE—’57 (88) Super 2-dr. Holi- 
day, $1,410* (ps). 
PLYMOUTH—’ 57 Belvedere (8) 2-dr. hard- 
top, $1,440* (ps); Plaza (6) 4-dr., $1,- 
060. 
'55 Plaza (6) 2-dr., $425. 
’54 Savoy 4-dr., $330. 
PONTIAC—'58 Chieftain 4-dr., $1,660". 
’57 Chieftain station wagon, $1,335*. 
| °54 Chieftain 4-dr., $325. 
| °53 Chieftain 4-dr., $200*. 
| MISCELLANEOUS — ’57 Chevrolet 2-ton, 
$2,200, $1,575, $1,280; Ford 2-ton, 
| $1,460; GMC %-ton pickup, $1,095. 
| °56 Chevrolet 2-ton, $1,350. 
| °'55 Ford 2-ton, $990, $750; Chevrolet %- 
| ton, $900, $815; Dodge 2-ton, $745. 
| °54 Ford 2-ton, $660. 
’53 Ford 2-ton, $565, $535, $390; Chev- 
} rolet 2-ton, $560. 
| °§2 Chevrolet 2-ton, $535; Dodge 2-ton, 
| $475. 
| °51 GMC 2-ton, $345. 
"50 Dodge 2-ton, $360. 
’48 Chevrolet, $200. 


| WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
| Wednesday. Prices are for sale of June 
|24. Good strong market, especially good 
market for those clean and dependable 
cars. 

| BUICK—’58 RM conv., 


$2,420* (ps). 

| ’57 Special 2-dr. Riviera, $1,275* (ps); 

| Century 2-dr,. Riviera, $1,250* (ps). 
56 RM 4-dr., $1,110* (ps); Super 2-dr. 





FIRESTONE NF BUS BRAKE BLOCK COMBINATION IS 
GUARANTEED TO STOP HEAT FADE IN BUS BRAKES! 


Firestone NF Bus Brake Block Combination 
Doubles Brake Safety, Cuts Maintenance Costs, 
Gives More Miles Between Reline Jobs! 


Firestone’s NF ( No Fade) bus brake block combina- 
tion is guaranteed to stop bus brake heat fade and 
deliver reliable, positive braking action at all times. 
And here’s how Firestone does it. 


Firestone’s exclusive friction formula fortifies NF bus 
brake blocks to withstand temperatures up to 1,300° F. 
—up to twice the fade limit of ordinary brake blocks! 


No other brake block combination stands up to the daily 
punishment of stop-and-go grinds like Firestone NF 


blocks. Install them and you’ll 


find your buses cover 


more miles between relining jobs, maintenance costs go 
down and drum breakage is drastically reduced. 


Find out more about the Firestone NF bus brake block 
combination. It’s precision made for modern high-speed 
conditions, and it’s guaranteed to stop bus brake heat 
fade in the toughest fleet operations. Contact your 
Firestone representative today or write The Firestone 
Tire & Rubber Company, Akron, Ohio. 


Copyright 1959, The Firestone Tire & Rubber Company 
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Riviera, $955* (ps); Special 2-dr, Ri- 
viera, $935*; 2-dr., $780. 
"55 Century 4-dr. Riviera, $925* (ps); 
Special 4-dr., $625*. 
’53 Special conv., $280. 
CADILLAC — '57 Eldorado conv., $3,200° 


(ps); (62) 2-dr. hardtop, $2,750* (ps) 
’56 Eldorado conv., $2,320* (ps). 
55 (60) Special 4-dr., $1,150* 
’54 (62) 4-dr., $1,025* (ps). 
’53 (62) conv., $200* (ps). 
"52 (62) 4-dr., $315* (ps). 
CHEVROLET—’59 Impala (8) 2-dr. hard- 
top, $2,385*; Bel Air (8) 4-dr., $1,950* 


(ps). 


(ps). 
58S Delray (6) 2-dr., $1,285*, $1,250. 
'57 Bel Air (8) 4-dr, hardtop, $1,375*; 


Bel Air (6) 4-dr., $1,250; Two-ten (6) 
2-dr., $1,250*, $1,120, $1,050, 


’56 Bel Air (8) conv., $1,080*; Two-ten 
(8) station wagon, $700*; Two-ten 
(6) 2-dr., $690; One-fifty (6) 2-dr., 
$675. 

’55 Bel Air (8) 4-dr., $810, $730; Bel 
Air (6) 2-dr., $460, $415; Two-ten 
(8) 2-dr., $635*, $575. 

54 Two-ten station wagon 4-dr., $565* 
(ps); Bel Air 4-dr., $415*. 

53 Bel Air conv., $400; 4-dr., $350* 
(ps), $225; 2-dr., $170; Two-ten sta- 


tion wagon $250, $175. 
"52 Deluxe 4-dr., $175*; 2-dr., $120*. 
’51 Deluxe conv., $155*. 
’50 Deluxe conv., $190, $115. 
CHRYSLER — ’'56 Windsor 2-dr. 
$1,080* (ps). 
’55 NY 4-dr., $810* (ps). 
’54 Windsor conv., $415* (ps). 
DeSOTO—’55 Firedome 4-dr., $710. 
’54 Firedome 2-dr, hardtop, $275* 
’51 Custom 2-dr., $110. 
DODGE—’56 Custom Royal (8) 4-dr., $400. 
’54 Royal (8) 4-dr., $485*. 
’53 Meadowbrook station wagon, $165. 
FORD—’58 Custom 300 (6) 4-dr., $1,275*. 


hardtop, 


(ps). 


*57 Custom (8) 4-dr., $1,375*, $950; 2- 
dr., $800; Custom (6) 2-dr., $950*; 
Fairlane 500 (8) 4-dr., $1,185*; Cus- 
tom 300 (8) 2-dr., $900. 

’56 Custom (8) station wagon, $890; 
$870; Fairlane (8) 2-dr., $860; Main 
(8) 2-dr., $660. 

55 Custom (8) 2-dr., Victoria, $675*; 
Fairlane (8) 2-dr., $650, $415*; Main 


(6) 2-dr., $550, $400. 

’54 Custom (8) 4-df., $380*, $325; Main 
(6) 4-dr., $275, $260. 

’53 Custom (8) 2-dr., $385. 


"52 Custom (8) 2-dr. Victoria, $240*, 
$160*, $125°. 
"50 Custom (8) 2-dr., $215; Custom 


(6) 2-dr., $145. 
LINCOLN—’55 Capri 2-dr. hardtop, $805* 


(ps). 
MERCURY —’55 Monterey 4-dr., $585, 
$545*, $410*. 
’53 Custom 2-dr., $290. 
’52 Monterey 4-dr., $145*. 
NASH—’53 Statesman (6) 2-dr. 
$235. 
OLDSMOBILE—’56 (88) Super 2-dr. Holi- 
day. $1,080* (ps). 


hardtop, 


"54 (88) 4-dr., $500*, $400. 
’53 (98) 2-dr. Holiday, $340* (ps). 
PACKARD — '56 Clipper 2-dr. hardtop, 
$760". 
’53 2-dr., $135. 
PLYMOUTH — ’'57 Belvedere (8) 4-dr. 


hardtop, $1,260* (ps), $1,015*. 


’56 Suburban Custom (8), $950*; Bel- 
vedere (6) 4-dr., $670, $625. 
55 Savoy (8) 4-dr., $550*; Plaza (6) 


station wagon, $485*. 
’54 Plaza station wagon, $625, $515. 


PONTIAO — ’58 Chieftain 4-dr., $1,565* 
(ps). 

’55 Chieftain 2-dr. Catalina, $810*; 4- 
dr., $600*, $500*; Star Chief 4-dr., 
$700* (ps). 

’54 Chieftain 2-dr. Catalina, $370*, 
$230*. 


’53 Chieftain 4-dr., $200*, $135*. 
RAMBLER—’51 station wagon, $120. 
WILLYS—’51 station wagon, $215. 
MISCELLANEOUS—’52 Dodge %-ton pick- 

up, $150. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of June 25. 
BUICK—’56 Special 2-dr. Riviera, $825*. 

’55 Super 4-dr., $540* (ps). 

’54 Special 2-dr., $245* (ps). 


*53 RM 2-dr. Riviera, $165* (ps); Spe- 
cial 4-dr., $100°*. 
CHEVROLET—’57 Nomad (8) 4-dr., $1,- 
540*; One-fifty (6) 4-dr., $980, $710. 
’55 One-fifty (6) 2-dr., $380; Two-ten 
(6) 4-dr., $375 (ps). 
’54 Bel Air 2-dr., $510; Two-ten 4-dr., 


$500; 2-dr., $275. 
DeSOTO—’53 Powermaster 4-dr., 
DODGE—’56 Coronet (6) 4-dr., $640. 

"53 Meadowbrook (6) 2-dr., $180. 
FORD—’'57 Custom 300 (6) 2-dr., $830. 

"56 Custom (8) 2-dr., $760. 

"54 Custom (8) 2-dr., $550*; 4-dr., $290. 
MERCURY—’53 4-dr., $220*. 
OLDSMOBILE—’'54 (88) 4-dr., $460. 
PACKARD—’55 Clipper 4-dr., $490*. 
PLYMOUTH—’ 57 Plaza (6) 4-dr., $805. 

"56 Belevedere (8) 4-dr., $800*. 
PONTIAC—’'53 Chieftain 4-dr., $170. 

’52 Chieftain 4-dr., $145*. 
STUDEBAKER—’50 Commander (8) conv., 

$105. 
MISCELLANEOUS—’53 Dodge (6) 
pickup, $400. 


NASHVILLE, TENN. 


Nashville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of June 24. 
Prices remained firm, Sold 158 cars from 
227 consignments. 

BUICK—’58 Special 2-dr. Riviera, $2,110*. 
’57 Special 2-dr. Riviera, $1,320* (ps). 
"56 Special 2-dr. Riviera, $830*, 

’55 Special 2-dr. Riviera, $890*, 

’54 Super 4-dr., $550*. 


$150°. 


%-ton 


CADILLAC—’57 (62) 2-dr. hardtop, §$2,- 
600* (ps), $2,590* (ps). 
’56 (62) 4-dr., $1,660*. 
"55 (62) 2-dr. hardtop, $1,500* (ps); 
Coupe de Ville, $1,475* (ps). 


CHEVROLET—’59 Bel Air (8) 4-dr., $2,- 
290* (ps). 

‘58 Bel Air (8) 2-dr. 
$1,610*, $1,600*; 4-dr., $1,590*, 2 at 
$1,550*, $1,435*, $1,360, $1,295; Bis- 
cayne (8) 2-dr., $1,355. 

’57 Bel Air (8) 4-dr., $1,585* (ps), $1,- 


hardtop, $1,635*, 


580, 2 at $1,575; 2-dr., $1,570*, $1,- 
465*, 2 at $1,400*, $1,325*, $1,265; 
Two-ten (8) station wagon 4-dr., §$1,- 
535°; 2-dr., $1,245*, 2 at $1,145*, $1,- 
050*; 4-dr., 2 at $990, $975. 

"56 Bel Air (8) 4-dr. hardtop, $1,410*; 
2-dr., $1,000*, $840, $790*; Two-ten 
(8) 4-dr., $1,090, $1,075", $955*; 2- 


ar. $1,070", $950*; One-fifty (8) 2-dr., 

690. 

56 Bel Air (8) 4-dr. hardtop, $1,410*; 
2-dr., hardtop, $1,105*; 4-dr., $1,025, 


(Continued on Page 37, Col, 1) 
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Used Imported Cars 





Albany 


Goggomobil—’59 2-dr., $585. 

Hillman—’56 station wagon 2-dr., $500. 

Metropolitan—’'58 2-dr. hardtop, $980. 

Opel—’58 Rekord 2-dr., $1,080. 

Renault—’58 Dauphine 4-dr., $910, $900; 
$820. 

Volkswagen—’56 2-dr., $900. 


Chicago 


Simea—’58 4-dr., $1,400. 
Triumph—’'58 TR 3, $1,810. 
Vauxhall—’58 4-dr., $1,260, $1,250. 
Volkswagen—’59 conv., $1,925; 2-dr., $1,- 
475, 
’58 2-dr., $1,345, $1,225. 


Danville, Va. 


Volkswagen—’58 4-dr., $1,190. 
’56 2-dr., $930. 


Daytona Beach, Fla. 


Austin—’59 conv., $1,510. 


Ford (English)—’58 station wagon 2-dr., 
$1,015. 

MG—’ 57 conv., $1,075. 

Renault—’58 4-dr., $930. 

Simca — '59 station wagon 2-dr., $1,450, 
$1,250. 


’58 4-dr., $895; 2-dr., $885. 
Vauxhall—’58 4-dr., $1,025. 
Volkswagen—’58 2-dr., $1,350. 

’57 2-dr., $1,180. 


Detroit 


Hiliman—’57 Husky 2-dr., $640. 
Morris—’57 2-dr., $700. 


Auto Auctions 
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$890, $795; 2-dr., $1,000*, $840, $790*; 
Two-ten (8) 4-dr., $1,090, $1,075*, 
$955*; 2-dr., $1,075*, $950*; One-fifty 
(8) 2-dr., $690. 

’55 Two-ten (8) station wagon 2-dr., 
$905*; 2-dr., $795*, $775, $700; 4-dr., 
$705, $635*; Bel Air (8) 4-dr., $765, 
$755, $700*, $690; 4-dr., $680*. 

’54 Bel Air 4-dr., $570, $540. 

CHRYSLER—’56 Windsor 4-dr., $1,020*. 

’55 Windsor 2-dr. hardtop, $825*; 4-dr., 
$790*. 

DeSOTO—’57 Firedome 2-dr., $1,500*. 





’56 Firedome 4-dr., $1,000*. 

’55 Fireflite 4-dr., $825*; 
dr. hardtop, $750*. 

DODGE—’ 57 Coronet (8) 4-dr., $1,050*. 

’56 Coronet (8) 4-dr., $825*. 

"55 Coronet (8) 4-dr., $690*, $565*. 

FORD—’58 Fairlane 500 (8) conv., $1,- 
855* (ps); 2-dr., Victoria, $1,755; 
Fairlane (8) 2-dr., $1,365, $1,350. 

’57 Fairlane (8) 4-dr. Victoria, $1,365", 
$1,360; Fairlane 500 (8) 4-dr., $1,- 
210*, $1,205*, $1,180". 

’56 Fairlane (8) 4-dr., $875, $855, $815; 
Main (8) 2-dr., $530. i 

’55 Fairlane (8) 2-dr., $640, $635; Cus- 
tom (8) 4-dr., $620, $600. 

’54 Crest (8) Victoria, $525. 

MERCURY—’56 Custom 4-dr., $720*. 

’55 Monterey 2-dr. hardtop, $910* 
$810*. 

’54 Monterey 4-dr., $485°*. 

OLDSMOBILE—’59 (88) station wagon 4- 
dr., $2,855*. 

*58 (88) Super 2-dr, $2,095*, 
$2,060* (ps). 

"57 (88) 4-dr., $1,570*; 2-dr., $1,455*. 

’56 (88) Super 2-dr., $1,030*; (88) 4-dr., 
$930*, $840*, 


Firedome 2- 


(ps), 


Holiday, 


°55 (88) 4-dr. Holiday, $1,115*; 2-dr., 
$695* (ps), $615. 
*54 (88) conv., $755* (ps). 
PLYMOUTH—'57 Plaza (8) 4-dr., $900. 


°56 Plaza (8) 2-dr., $540. 
"55 Savoy (8) 4-dr., $535, $520; 2-dr., 
$500; Plaza (8) 2-dr., $400, $340. 
’54 Plaza (8) 2-dr., $250. 
PONTIAC — '57 Chieftain 4-dr., $1,250*, 
$1,200*. 
’56 Chieftain 2-dr. Catalina, $910* (ps), 
$900* (ps), $720*. 
’55 Chieftain 2-dr., $575, $565, $525. 
’54 Chieftain 4-dr., $300. 
RAMBLER—’57 Super (8) 4-dr., $1,050. 
"55 Deluxe (6) 4-dr., $475. 
STUDEBAKER—'56 Champion (6) 2-dr., 
$575. 
’55 Champion (6) 4-dr., $430. 
°54 Regal (6) 2-dr., $405. 


— Auctions in Brief — 
CALDWELL, N, J. 


Skyline Auto Auction, Sale every Thurs- 
day (June 25).. Normal seasonal decline. 


Sold 83 cars from 114 consignments, 
ok * * 


CHICAGO 


Arena Auto Auction. Sale every Tues-| 





day (June 23). Sold 514 cars from 712 con- | 


signments., 
* * 


DYER, IND. 

Len Pollak’s Dyer Auto Auction, Sale 
every Friday (June 26); Sold 280 cars from 
422 consignments. | 
* * * | 

MANHEIM, PA. | 

Manheim Auto Auction, Sale every Fri- | 
day (June 26). Weather: Clear, Sold 81) 
percent of 839 consignments. 
* * * 


SEATTLE 

South Seattle Auto Auction, Sale every 
Wednesday (June 24). Buyers for the 
clean cars only. Sold 187 cars from 391 


consignments. | 
* a ok 


SYRACUSE 


Syracuse Auto Auction, Sale every Wed- 
nesday (June 24). Sold 71 cars from 103 
consignments. 





* * * 


WEST PALM BEACH, FLA. 
West Palm Beach Auto Auction, Sale 
every Thursday (June 25). Large consign- 
Ment today with renewed interest in ’58 
and "59 models. Market firm on all but)! 
average to rough units. 


Opel—’58 station wagon, $1,500. 
Volkswagen—’59 conv., $1,900. 


Dyer, Ind. 


Austin—’52 Healey, $830. 


Vauxhall—’58 station wagon, $1,500. 


Flint 


Hillman Minx—’58 4-dr., $1,000. 
Lloyd—’58 station wagon, $280. 


Metropolitan—’58 2-dr. 
Vauxhall—’58 4-dr., $975. 
Volkswagen—’56 2-dr., $890. 


Los Angeles 
Austin—’54 Healey roadster, 
Hillman Minx—’ 57 4-dr., $795. 


"54 conv., $435. 
’53 4-dr., $235. 


hardtop, 


$1,140, 
Goliath—’57 station wagon 2-dr., $435. 


MG—’57 MGA roadster, $1,605. 


Metropolitan—’57 conv., $935 


Fire Destroys Willys Deal 
CHARDON, O.—A $50,000 fire de- 
stroyed Burger Willys Sales Co. in 
nearby Montville Center. The loss 
included three new autos, 


wrecker and a boat. 


$1,075. 
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*56 coupe, $900. 

‘55 coupe, $665. 

54 conv., $445. 
Renault—’'59 Dauphine 4-dr., 

’58 Dauphine 4-dr., $1,045. 
Simea—’ 57 Aronde 4-dr., $850. 
Volkswagen—’59 Sunroof 2-dr., $1,790; 2- 

dr., $1,665. 

*58 2-dr., $1,550. 

’57 2-dr., $1,350, $1,100. 

’56 2-dr., $1,125, $1,090, $925. 

’55 2-dr., $985. 
Volvo—’58 2-dr., $1,650. 

’57 2-dr., $1,150. 

*56 2-dr., $785. 


Nashville, Tenn. 


Vauxhall—’59 Victor Super 4-dr., 


Portland, Ore. 


Borgward—’59 station wagon 2-dr., $1,820. 

Goliath—’ 57 2-dr., $765. 

Metropolitan—’59 2-dr., $1,415, $1,330. 

Opel—’ 58 2-dr., $1,410. 

Renault—’ 57 4-dr., $920. 

Rover—’52 4-dr., $395. 

Volkswagen—’'57 2-dr., $1,250, $1,240. 
’56 Micro Bus, $1,190, 

Volvo—’ 57 2-dr., $1,080. 


$1,410, 


$1,080. 


Manheim, Pa. 


Alfa-Romeo—’59 conv., $3,775. 
Borgward—’59 station wagon, $2,235, 
Fiat—’57 station wagon, $810. 
Hillman—’58 4-dr., $1,170. 

"54, $560. 
Jaguar—’59, $2,985. 

’58 4-dr. hardtop, $2,360. 
MG—’59 MGA conv., $2,550. 

’58 MGA, $1,765, $1,725. 
Mercedes Benz—’58 190, $4,000. 


’57 300 4-dr., $3,425; 219 4-dr., 
$2,175; 190 4-dr., $1,775. 
’56 220 4-dr., $1,810; 219 4-dr., $1,625. 
Porsche—’57 1600 coupe, $1,700. 
’55 2-dr., $1,320. 
Renault—’59 4-dr., $1,370. 
’57 Dauphine 4-dr., $660. 
Triumph—’58 conv., $1,890; $1,805, 
Volkswagen — ’59 conv., $1,875; station 
wagon, $1,800; Sunroof, $1,685; 2-dr., 
$1,675; $1,615, 
’58 2-dr., $1,420, $1,400, $1,315, 
*56, $1,410. 
Volvo—’59 station wagon, $2,070. 


Seattle 
Bo’ ’58 Isabella 4-dr., $1,630, 
Jaguar—’58 4-dr., $3,250*. 
MG—’57 MGA roadster, $1,745. 
Renault—’58 Dauphine 4-dr., 
Simca—’56 Aronde 4-dr., $390. 


Valdosta, Ga. 


Renault—’58 4-dr., $650. 


$1,155. 


Warehouse Point, Conn. 


Borgward—’57 Isabella 2-dr., $700. 
Ford — Anglia deluxe 2-dr., 
$800. 

Hillman Minx— 57 4-dr., $770. 
Volkswagen—’59 2-dr., $1,450. 

*58 2-dr., $1,300. 

"57 2-dr., $1,075. 

’55 Sunroof, $675. 


West Palm Beach, Fla. 


Volkswagen—’59 conv., $1,760, 
’58 2-dr., $1,075. 
’57 2-dr., $950. 
"56 2-dr., $925. 

Volvo—’'56 2-dr., $950. 





‘u.|8 Dealers Stage 


Import Show 


In Anchorage 


ANCHORAGE, Alaska, — Eight 
auto dealers participated in the 
second annual] foreign-car show 
held on the city’s park strip be- 
tween E and G Sts. 


The show opened with a parade 
of 200 imported cars. Ralph Con- 
nely, of Import Motors, was in 
charge of the show, and Bob Chron, 
of Chron Motors, was in charge of 
parade plans. 


The purpose of the show, Connely 
said, was to give the public a 
chance to see all makes of im- 
ported cars available in Anchorage. 


Exhibitors included: Northwest 
Auto Sales (English Ford), Sunset 
Motors (Volkswagen-Borgward), 
Sports Car Sales (Triumph-Porsche- 
Goggomobil), Import Auto Center 
(Jaguar-MG-Austin-Austin-Healey). 

Chron Motors (DKW-Auto Union- 
BMW-Isetta 300-BMW 600), Uni- 
versal Motors, Inc. (Hillman-Sun- 
beam), Westward Motors (Lloyd), 
and Import Motors (Volvo-Goliath). 
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A ‘Flying Ford'— 

Ford dealers in Sherman and Denison, 
Tex., joined with radio station KTXO, 
Sherman, in a stunt that will keep disc 
jockey Charlie Brown in orbit for six 
weeks. Brown will live in a “Flying Ford” 
station wagon suspended 40 feet off the 
ground. He'll broadcast from his perch 
overlooking busy U. S. Highway 75. 


Denver Auto Show 


To Open Nov. 30 

DENVER.—The Metropolitan 
Denver Automobile Dealers Assn. 
will hold an auto show in the 
Denver Coliseum Nov. 30 to Dec, 5. 

Harry Williams, Williams Nash, 
Inc., and president of the associa- 
tion, appointed Joseph Marsh, 
Marsh-Winbush (Ford), as show 
chairman. 
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Across the Nation... 





Auto Dealer Changes 


SLEEPY EYE, Minn—A, V. 
Mueller has bought out his partner, 
D. A. Hellickson, in Sleepy Eye 
Motor & Implement Co, (Pontiac). 
Hellickson has retired. 

~ * oe 


Olander Opens Deal 


MOBRIDGE, 8. D.—Mulloy 
Olander, operating as Mulloy 
Olander Motors, has been named 
a dealer for Pontiac, Buick and 
Opel. He formerly was a partner 
in Davidson Motors here. 

+ a ed 


Kribs Ford Makes Bow 


ST. LOUIS.—Kribs Ford, Inc., has 
opened at 3205 Natural Bridge, The 
new firm is headed by Bill and 
Jack Kribs and Bernie Seeck, 

oa * 


+ 


L & M Rambler Opens 
JENKINTOWN, Pa.—A new 
Rambler dealership, L & M Ram- 
bler, Inc., has opened at 208 York 
Rd. Owners are Thomas F. Lavin 
and Alan McAlister, formerly with 
George W. Coupe (Chevrolet), 
Glenside. 
~~ ok ad 
Singer Signs N. Y. Firm 
NEW YORK.—New Yorker Auto- 





mobile Co., a division of Schnur- 


Automotive Washington 





(Continued from Page 11) 


turers, in many cases, who made 
the original part for your car. So 
while the new-car dealer’s service 
department is valuable, it isn’t 
the only place that a motorist can 
_ ce * 


McKinsey Offers Advice 


UT it’s the new-car dealer who 
has to provide warranty serv- 
ice, we argued, 

“I can’t cry over that, either,” 
McKinsey snapped back. “The fac- 
tory reimburses the dealer for 
warranty work—100 percent of the 
labor and cost plus 10 percent for 
the parts. 

“Anyway, any service manager 
should be happy to get first crack 


at a motorist who may be a service | 


and sales customer for life. You 
can’t think of a better device for 
building traffic than the new-car 
warranty. 

“Instead of running to Congress, 
maybe some of these unhappy 
new-car dealers should take a 
tip from the independent garage 
owners, and stop running the 
service department as an append- 
age of the salesroom.” 

We recalled that a good many 
franchised dealers found out that 
good service could pay during 
World War II. 

“Sure, they did,” McKinsey nod- 
ded, “and they can find it out again. 
Service can be a good business, 
and all that equipment they buy 
should help them to give better 


service.” 
* ca * 


No Franchise Quarrel 


INALLY, -we asked McKinsey 

whether he had any argument 
with the franchise system. 

“None at all,” he replied firmly. 
“I haven’t any bone to pick with 
the franchise system or with the 
franchised dealer—as long as he 
doesn’t ask for any favors. My 
association is interested only in 
keeping things as free and open 
as possible. 

“Today a young man who likes 
the auto business doesn’t often 
have enough money to open a 
new-car dealership. He starts a 
brake shop or a used-car lot or 


. buys into an independent garage. 


“T think that it is more important 
for that young man to have some- 
place to go in our economy than it 
is to protect the man who has such 
a big investment that he worries 
about losing it. os 

* 


Commerce OK Sepad 
EORGE J. BURGER, vice-presi- 
dent of the National Federation 

of Independent Business, has ac- 

cused the Department of Commerce 





|manufacturers to allocate sales 


of developing a new 
look.” 


The style, according to Burger, 
“doesn’t look good for the nation’s 
four million independent business- 
men.” 

Burger was sore over the de- 
partment’s endorsement of the 
dealer territory-security bills be- 
fore the Senate and its condem- 
nation of the Bentley “equal-pric- 
ing” bill before the House. 

“It would be interesting to find 
out,” Burger said, “why Commerce 
favors legislation permitting auto 


“two-way 


territories to dealers — an idea| 
which already has been vigorously | 
opposed by the antitrust agencies. | 


macher Corp., has been appointed 


exclusive Singer dealer for the New | 
York metropolitan area, Erwin) 


Schnurmacher is president. 
* ” + 


Barone Chevrolet Opens 


SPRINGFIELD, Pa. — Dick Ba-| 


rone Chevrolet, Inc., has opened at 
840 Baltimore Pike, Springfield is 
a suburb of Philadelphia. 

* + * 


Dodge Deal Adds Datsun 


PORTLAND, Ore.— Westside) 


Dodge, Inc., 2063 W. Burnside St., 
has been named a dealer for Jap- 
anese-built Datsun cars. 

a * + 


Showalter Sells to McQauide 


NAMPA, Id.—Bill Showalter has | 
to | 


sold Showalter Chevrolet Co. 


Empire Motors, Inc., and will have 
lits headquarters at 1023 N. First 
| St. 

+ 


Hine Forms Leasing Firm 
DALLAS. — John Hine (Pontiac- 
| Vauxhall) has established John 
Hine Leasing Co., 808 N, Harwood. 
The firm leases to companies and 
, individuals. 


+ * 


Norwine Buys Chevy Deal 

KOKOMO, Ind.—The Kokomo 
outlet of Jim White Chevrolet, Inc., 
Toledo, has been purchased by Jay 
| Norwine, who had been manager. 
The firm has been renamed Nor- 
wine Chevrolet, Inc. 

+ 7 7 


Funderburk Deal Opens 


CHARLOTTE, N, C.—Bill Fun- 
derburk Automobiles (NSU Prinz) 
held its grand opening at 700 S. 
| College. 


+ * 


| 
| 
| 


* * x 


Palmer Ford Opens 


PALMER, Mass.—Palmer Ford 
has opened at 1 Park St. here. 





| 


president; Joseph I, Cleary jr., vice- 
president and secretary, and Sher- 
man R. Gates, treasurer. Cleary 
and Gates also head Townsend 
Ford, Townsend, Mass., and have 
completed a new showroom and 
office building for that dealership 
+ + * 


Rambler for Fisher 


GRAND PRAIRIE, Tex.—Leland 
Fisher, formerly Dallas district 
manager for American Motors, 
has opened a Rambler and Metro- 
politan dealership at 1609 E. Main. 

* cad * 


4 in Seattle Take NSU 
SEATTLE —Four dealerships 


|here have been awarded NSU 


franchises. They are Richie’s Down- 
town, King’s Used Cars, Aurora 
Auto Sales and Southside Motor 
Sales. 


* * + 


Studebaker Adds Blakeley 


CLAYTON, N. M.—F. M. Blake- 
ley has been appointed a Stude- 
baker dealer and has opened 
Blakely Auto Service at 1001 S. 
First. He had been in the auto- 








And then, at the same time, the) 
Department of Commerce registers | 
opposition to the Bentley bill, which | 
has as its basic purpose fair and| 
equitable treatment for the inde-' 
pendent retailer.” | 
The Bentley measure would re-| 
quire manufacturers to give equal | 
prices to independent retailers and 
company-owned stores. 


Dick McQuaide. It will be renamed | Officers are Kenneth S. Rolley,| 





repair business. 
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13 States Previously Reported "59 1| 4404 59|  752| 3680| 64| 1803 191 104 149; 334, = 546| 12987 
For May 58 3169 55; 494 2517; ~—42|_—s*d471| «NS 67 117} 213 316| 9246 
Alaska "59| 27 9 31 24 14 ! 2 2 9 119 
*58) 24 it 19 9 ! 12 76 

Colorado 59 497 83; 433 92 133) 7 20 16 134 26; «1441 
58) _ 395 _7| 22 86 86) 12 3 | ___—47| 23| 1004 

Connecticut 59 2 158) 3 31 168 87| 86 22 5 25 33 59, 679 
58] 2} _—-1e2}_—S 2} SS 33|_—s8A 157| 83 10 5| 20 27|__—s59|_~—s 722 

lowa 59| 599| 9 75| 522 93| 274 2 14| 5 32 41| 1666 
"58 450 17 62 350 57|___—*229 9| 8| 16| 13| 22| 1233 

Kansas "59 612 3 52; 488 121; 182 3 » 7| 7 23; 1504 
‘58 | 646] 5 59|_ 476| ~—«126 166) é 15) 7| 37| 9| 1552 

Maryland "59 6, 358 1 72; 305) 78; «248 20! l 31| 31| 45| 1195 
58 3} _-253/ | 49 212| 49 113) 25| 2 14| 27 24 772 

Montana 59 | 223 l 46| 262 47; 110) 15) 14 10 56 36, «B19 
‘58 180} 6) 34 149! 43| 83| 1| 7| 13 23] 20} 559 

Nevada "59 | 48 l 8| 58 | 16| 12) | 6| 6| 19 173 
‘58 50 10) 32) 9 13} 2| 4| 8} 128 

New Hampshire "59 | 120) 52; 103 18| 43) il 2| 3| 48 32; 432 
58) 76 14) 55 37} 35| 12| 6| 1| 15| 25| 276 

New Jersey "59 30; 56 19 %| 488! «211 259! 69) 5| 57 68; 21; = 1984 
‘58 14} 512 7|__13 391|—167|_—_—=*867| 50) 4| 78| 55; _'119|_—«1677 

New Mexico 59) | 370 2 41; 252) 66) 44 3} 9) 8| 22| 14) 831 
‘58 | 216 4i| 159) 73) 49| 15| 4| 7| 21| 5} 590 

North Carolina "59 636 ] 84, +604) =—«153| ~—Ss« 85 83 10| 98 | 40| 57| 1950 
‘58| 749 1 38} 317 89 98 | 55| 5 30 18! 22| 1422 

Oklahoma 59 1255 l 93| 872 155| 251 | 23| 8 16 15) 20; 2708 
58 |___542/ ; 322 99; ‘142! 14| 14} 16| 12} 23) 1227 

Pennsylvania "59 22; 1088) 7; 251 949| 262} «13| ‘164 34, «—«114|—s«*73|—s«(189| «= 3866 
‘58 5| 918 | it} 251 641} 19) 433) 139} 38| 94 122 143} 2991 

South Dakota "59 205 3 21 193 36 101| 5g 1 19| 12) 5% 
‘58 | ___204| 3 32) 182 52| i112 1 i | 14| 7|___6l9 

Tennessee 59 589) 3 56, 393 152 154 38 4 5 14 34) «1446 
58 424 43 239) 76 98 15 3) 6 12 29; 945 

Vermont "59 2 95 | 18 108 | 44 51) 2 2 3 41| 24, «390 
58 | Ss 13 72 38 5! 1 6 i —— 19| 315 

30 States Reported 59 63) 11845 109; 1840; 9909; 2619/ 4563) 654; 250/ 552) 1075/ 1307| 34786 
To Date for May ‘58 24| 9076 108| 1399) 6549} 2015| +3438) ~— 550) ~—-200)_— 421 ~— 689] 885] 25354 
Year "59 409/ 117713) 943) «19975! 95568! 25367) 33961| 5255! 2317; 5325) 9386| 14429| 330648 
To Date ‘58 281! 24829) 1038) 13918! 68413 ee 32317| 4065! 1680! 4345! 6790) 9751! 245892 


“The information in this report has been compiled from official state documents. 
accuracy to the extent of the registrations received at the time the report is publishe 
reason of inaccuracies or omissions. 
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New Passenger-Car Registrations, 27 States for May, 1959-1958 




















































































































Car registrations. by | AMC | Chrys. | | D Plym Mer- | FORD Cadil-| Chev-| Olds- | Po S-P_ |Miscel- 
states as compiled Ram- rys- | mpe- * | pedee| Ford | Edsel |Lincoln - Buick | “20 P “eo Stude-| lan- |TOTA 
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Theater Ads Grow... 





AUTOMOTIVE NEWS, JULY 6, 1959 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Dodge’s $2,500,000 spring sales 
campaign is being promoted by the 
most concentrated newspaper ad- 
vertising schedule in recent years, 
according to M. C. Patterson, gen- 
eral manager. 

In addition, spot radio an- 
nouncements in 150 markets will 
take $300,000 of the allotment, 
and television, magazines and 





direct mail are being used heav- 
ily. 

Lawrence Welk’s “Dodge Danc- 
ing Party” on 179 ABC-TV stations 
is supporting the campaign, and 
full-color ads are appearing in 
eight national magazines, including 
Life, Time, Look, and the Saturday 
Evening Post. 

More than a million Dodge and 
Mercury owners, covering the years 
1955-57, already have received a 
16-page folder containing an invita- 
tion from Patterson to investigate 
the 1959 Dodge. 

Following the invitation, each 
owner is receiving a copy of “Pace, 
the Magazine for Americans on the 
Go,” containing articles on Chelsea, 
the Chrysler Corp. proving ground, 





and other stories. 

Two additional brochures offer 
an analysis of “What You Should 
Know About New-Car Prices,” and 
a set of “Glamorous Gifts for the 
Whole Family.” These may be pur- 
chased from dealers at a fraction 
of their retail value, Patterson 


said. 
co * * 


Detroit Adcraft Elects 


The board of directors of The 
Adcraft Club of Detroit has elected 
Wendell D. Moore president. Moore, 
director of adver- 
tising and sales 
promotion for the 
Dodge, had been 
second vice-pres- 
ident of the Club. 

John S. Pingel, 
vice-president of 
Brooke, Smith, 
French & Dor- 
rance, Inc., adver- 





tising agency, 
was elected first 
W. D. Moore vice - president; 


Toby S. David, performer on 
CKLW radio and television sta- 
tions, second vice-president; John 
R. Bowers, car advertising man- 
ager, Ford division, secretary to 
the board, and Robert G. McKown, 
assistant to the president of D. P. 
Brother & Co. advertising agency, 


reelected treasurer. 
* * * 


New CBS Research Study 


A research study to determine 
whether television stations have 
different personalities and, if so, 
whether these “station images” in- 
fluence response to an advertiser’s 
commercials, is being presented 
to clients and agency executives 
in Chicago, Detroit, Los Angeles 
and San Francisco by CBS Tele- 
vision Stations division. 

The study, conducted in New 
York and Los Angeles by the In- 
stitute for Motivational Research, 
Inc., and Market Planning Corp., 
measures viewers’ reactions to a 
Station and the station’s adver- 
tisers, providing a new sales 
tool for time buyers and clients. 

CBS said the survey showed that 
viewers associate CBS owned tele- 
vision stations with authority, pres- 
tige and confidence. As a result, the 
audience pays stricter attention to 
commercials on CBS owned tele- 
vision stations anticipating quality 
product advertisements, CBS said. 

CBS said the “station image” 
study now presents the time buyer 
with concrete facts to back up 
rating studies and intuitive judg- 
ment, CBS said. 

A cross section of 1,200 viewers 
were interviewed in New York and 
Los Angeles, using a series of pro- 
jective tests, officials said. 

oe Ea * 


Mathes Gets Austin 


_The advertising account of Aus- 
tin division of British Motor Corp. 
has been awarded to J. M. Mathes, 
Inc., effective Aug. 1. 

_The account will bill in excess of 
$750,000, and represents the largest 
advertising appropriation ever put 


into the U. S. or any other foreign 
market by Austin. 

Advertising covering MG, Morris 
and Riley will continue to be han- 
dled by McCarty Co. which has 
held this account for the last five 


years. 
* Es * 


Grant Adds 3 Accounts 


Grant Advertising of Canada, 
Ltd., will start work immediately 
in planning the fall announcement 
programs for Dodge and DeSoto 
cars and Dodge trucks, according 
to Joseph G. Wren, Grant vice- 
president and general manager. 


Wren’s announcement followed 
disclosure by Chrysler Corp. of 
Canada, Ltd, that the Grant 
Agency had been appointed to han- 
dle advertising for Dodge and 
DeSoto cars, plus Dodge trucks in 
Canada. In addition, Grant will 
assume responsibility for all tele- 





vision programming for Chrysler of 
Canada. 

Grant has handled Dodge car 
advertising in the U. S. since 1952, 


port of automotive products and 
equipment. 

It may be obtained by writing 
the American Automobile, 330 W. 


and Chrysler Airtemp advertising| Forty-Second St., New York 36, 


for more than 10 years. 

Ross Roy of Canada, Ltd., which 
has handled all Chrysler of Canada 
advertising for the past 5% years, 
will continue to be responsible for 
advertising for Chrysler and Plym- 
outh automobiles and Fargo trucks. 

* * * 


F. Lee Johnston Dies 


F.. Lee Johnston, a Detroit adver- 
tising and public relations executive 


for 35 years, died June 29 after a/| 


long illness. He was 60. 
Mr. Johnston, a former president 


of the Detroit Adcraft Club, retired | 
in March as vice-president of the} 


advertising service firm of Samp- 


son & Johnston, Inc., of which he} 


was a partner. 
* ok 


World Export Facts Available 


The 1959 edition of the World 
Automotive Market Survey pre- 
pared by the American Automobile, 
McGraw-Hill export publication, is 
now available to firms and adver- 
tising agencies concerned with ex- 








N. Y. 
25 


Ford Reassigns Curtis 


Walter G. Curtis, with Ford Mo- 
tor Co. since 1950, has been named 
public relations manager of over- 
seas distributors and export supply 
operations for Ford International 
division. 

In this newly- 
established posi- 
tion, Curtis will 
be responsible for 
the public rela- 
tions program of 
the ODESO with 
major emphasis 
on markets serv- 
iced by Ford Mo- 
tor Co.’s overseas 
distributors. The 
new activity will 


W. G. Curtis 
be located at Ford’s ODESO head- 
quarters, 34 Exchange Place, Jer- 
sey City, N. J. 

Curtis started with Ford in Chi- 
cago and became assistant public 
relations manager of Ford division 





39 


for four years, In 1957, he became 
Edsel division public relations man- 
ager, and in 1958 was appointed 
M-E-L division assistant public re- 
lations manager. His most recent 
assignment was organization of 
public relations aspects of the com- 
pany’s new American Road shows. 
* * * 


Personnel Changes 


James M. Woodman jr, from ad- 
vertising marketing director for 
Lincoln to vice-president executive 
of Peter Finney & Co., Miami ad- 
vertising agency ... TV Guide ad- 
ministrative and personnel changes: 
Robert H. Sanders from Davenport 
(Ia.) regional manager to south 
central regional manager in Kansas 
City, succeeding James H. Clark, 
who joins the magazine’s national 
advertising staff in Chicago; High 
Jones from regional editor in Dav- 
enport to manager of that office... 
John Reedy from Detroit regional 
manager to manager of the field 
relations section of General Motors 
public relations staff in Detroit... 
Charles V. Hagler from assistant 
manager to succeed Reedy. 
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Fastest-Moving Carburetors . . . new original 
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Price, High Volume original equipment parts 


for Carburetors! 





Call Your Carter Supplier for Complete 
Details About the “Double Z” Profit Makers Today! 
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AUTOMOTIVE NEWS, JULY 6, 1959 


Auto Personnel 


Y. M. Posthuma has been ap- 
pointed Dallas regional manager 
for Plymouth-DeSoto, and Herbert 
D. Brundage has been named as- 
sistant regional manager. 

Posthuma will head sales of the 
two lines in Texas and New Mexico. 
He formerly was Los Angeles re- 
gional manager for DeSoto. Brund- 
age will be responsible for plan- 
ning, training, promotion and 
varied marketing programs. 

* * Ed 


GE Unit Ups Dugan 


Walter J. Dugan jr., has been ap- 
pointed manager of rubber market 
development for General Electric’s 
silicone products department. He 
had been manager of sales devel- 


opment. 
* * * 


Sales Post for Mattern 


Harold E. Mattern has been ap- 
pointed a sales representative for 
Highway Trailer Co. His home of- 
fice will be in the company’s new 
plant at Hazleton, Pa. He formerly 
was a salesman for Valley White 





Truck Co., Forty Fort, Pa. and 
for Vincent Montone, Hazleton, 
Highway Trailer distributor for 17 
counties, 
* * + 
Holley Shifts Noble 

H. Wes Noble has been appointed 
Southeastern regional manager for 
replacement sales of Holley Car- 


buretor Co. His headquarters will| 


be in Atlanta. He formerly was in 
Detroit with the truck sales depart- 
ment. 

* a * 


Noble Gets P-D Post 


Stephen L. Noble has been ap- 
pointed Plymouth-DeSoto sales 
manager for the Southern area of 
Chrysler Corp., with headquarters 
in Atlanta. 

* * * 


Bendix Shifts Aldrich 


G. L. Aldrich has been named 
distributor — dealer sales adminis- 
trator of mobile radio for Bendix 
Radio’s Industrial Electronics 


Products Group. He had been with| 


the Bendix Avionics Products 
Group. - 
* 


DeKalb Appoints Sayers 


Sales Vice-President 


B. J. Sayers has been elected 
sales vice-president of DeKalb 
Commercial Body 
Corp., DeKalb, 
Ill, by the firm’s 
board of direc- 
tors. 

Sayers joined 
the DeKalb sales 
organization in 
1952, He was as- 
signed to fleet 
sales and in 1953 
was made fleet 
sales manager of 
DeKalb. DeKalb 
has been a manufacturer of spe- 
cialized commercial transportation 
units since 1904. 

* 





B. J. Sayers 


* * 
Miller’s New Company 


Represents Colonial Broach 


A new sales engineering organi- 
zation, D. E. Miller Co., has been 
formed by Don Miller, for the last 
three years manager of the Chrys- 
ler Corp.’s Mound Road Engine 
plant. The company will represent 





Colonial Broach and Machine Co., 





Inventors attention: One wom- 
an reader wants to know why 
someone doesn’t come out with a 
motorized baby carriage. 





Detroit, and its divisions from a 
sales and service standpoint in the 
Pontiac, Flint, Ann Arbor, Jackson, | 
Saginaw and Lansing areas as well | 
as in the Northern portion of the 
lower Michigan peninsula, 
Headquarters of the new com- 





Auburn Rd., Pontiac. Joining Miller 
in the company are Denes Pataki, 
formerly assistant chief engineer of 
Colonial Broach, and John Carpen- 
ter, for the last 20 years active in 
sales and service of metalworking 
equipment in Michigan and Indi- 
ana. 
* * aa 


4 New Officers Elected 
By Quaker State Oil 


Four new officers were elected 
at the annual meeting of Quake 
State Oil Refining Corp., Oil City, 
Pa. 

W. P. Hodges, controller, was 
elected treasurer; W. A. Harper, 
assistant secretary, was named sec- 
retary; H. L. Luse, credit manager, 
was appointed assistant treasurer, 
and R. E. Manley was named as- 
sistant secretary. 

ca * * 


Auto-Lite Promotes Shay 
To District Manager 


Harold Shay has been named 
district sales manager for Wash- 
ington, Oregon and northern Idaho 
for Electric Auto- 
Lite Co. 

Shay, who will 
reside in Seattle, 
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e Can double engine life . . 
sub-zero cold. 


of gasoline. 


Outsells all other 
year-round oils by far! 


Mobiloil Special can help you make new 
car customers permanent customers. 

It’s the year-’round oil that’s right for all 
cars...a “‘must’’ for new cars! 








. in summer heat, 


e In effect, increase the octane rating 


e Help control engine knock, pre-ignition 
ping, spark plug fouling. 


e Increase gas mileage, engine power. 





Another reason you’re Miles Ahead with Mobil 


first joined Auto- 
Lite in 1940, After 
serving in the 
Navy during 
World War II, he 
returned to the 
company in 1945. 
He worked for 
Sunset Electric 
for a short period 


Harold Shay 
in 1953, but rejoined Auto-Lite the 
Same year as a territory manager 
in Spokane, Wash. 


* * * 


House Heads Terminal 


Joe M. House has been appointed 
terminal manager at Kansas City 
for the refrigerated division of 
Ringsby Truck Lines, Inc., Denver. 

cs oe * 


Auto-Lite Moves Crofut 


Blair Crofut, a member of the 
replacement parts selling organiza- 
tion of Electric Auto-Lite Co. for 
Seven years, has been named dis- 
trict sales manager for Auto-Lite 
in Denver. He formerly was Seat- 
tle district manager. 

* ok = 


Secrest and Beck Elected 


Ford Assistant Treasurers 


Fred G. Secrest and Charles E. 
Beck have been elected assistant 
treasurers of Ford Motor Co. 

Secrest joined the finance staff 
in 1948 and has headed the product 
financial planning department 
since 1957. Beck has been manager 
of the capital investment analysis 
department since 1957. He has been 


with Ford since 1949. 
cd * *~ 


Johnson and Mescall 
Are Promoted by 1H 


International Harvester Co. an- 
nounced two appointments in its 
motor truck division. W. W. John- 
son was named general supervisor 
of used-truck merchandising, and 
T. D. Mescall was appointed as- 
sistant manager of fleet sales. 

Johnson, a 19-year IH veteran, 
formerly was Kansas City district 
manager, and Mescall was assist- 
ant district manager in New York 
City. He has been with the com- 
pany 21 years. 

* * OK 


Auto-Lite Names Duffy 


Edmond T. Duffy has been 
named executive assistant to E. R. 
Stroh, sales director for Electric 
Auto-Lite Co. Duffy had been with 
Weatherhead Co. 

* 


* * 


O’Connor Appointed 


O’Connor Equipment Co., 5433 
Dyke, Pittsburgh, has been ap- 
pointed a distributor for Highway 
Trailer Co, The firm is headed by 
William J. O’Connor. 

ae es * 


Asma Joins Gabriel 


John Asma has been appointed 
general sales manager for Interna- 
tional Couplings, Inc., a division of 
Gabriel Co., Cleveland, He formerly 
was with Scovill Mfg. Co., Cleve- 
land. 

ae oe eo 
Mack Promotes Wainer 


Joseph A. Wainer has been 
named district manager of Mack’s 
Philadelphia branch, Wainer, who 
joined Mack in 1923, had been 
Atlantic division wholesale man- 
ager. 
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Pace Slows a Bit... 


Business Upsurge Continues 


(Continued from Page 2) 


sarily follow, the bank said. The 
1955 spending boom was touched 
off by events of that period, in- 
cluding tax cuts, easier credit 
terms and pleasing products. 
What the consumer does with 
his money in the months ahead 
will be determined by what is done 
to influence him. For one thing, a 
new upsurge in prices could take 
the drive out of any spending boom, 
the bank said. ; 
* * 


Richmond 


|i, petraltg? lote employment and 
man-hours worked continue to 
gain in the Fifth Federal Reserve 
District, according to the Rich- 
mond FRB. 

While the pickup in employ- 
ment in the district is running 
slightly behind the national gain, 
the increase in North Carolina 
is well above the national gain. 
The district’s key textile industry 

remains in a healthy condition with 
the backlog of unfilled orders 
reaching “substantial proportions.” 
Last year, many mills stretched out 
the annual summer vacation shut- 
down. This year, there were reports 
that some mills made the vacation 
shutdown as brief as possible. 
Ed od - 


Deep South 


HILE nonfarm employment in 

the Deep South has shown lit- 
tle recent change, manufacturing 
payrolls have risen to record levels, 
the Atlanta FRB reported. 

A new record in construction 
contract awards was set and the 
rate of cotton consumption in- 
creased. 

The district’s 1959 pace in retail 
sales reflected “further sharp 
growth.” The farm picture was 
somewhat mixed: Moisture condi- 
tions were reported good but prices 
received by farmers eased a bit. 

* * * 


Cleveland 


EPARTMENT store sales fig- 

ures, considered a good indica- 
tor of total retail sales, show that} 
business is doing quite well in the| 
big steel centers of the Fourth 
Federal Reserve District. 

A check by the Cleveland FRB 
showed that sales in Youngstown 
were 14 percent above the like 
month of 1959, Pittsburgh sales 
were up 11 percent and Cleveland | 
showed a 10-percent increase. 

The district showed an overall 
gain of 9 percent in department 
store sales. The gains in the cities | 
not tied to the steel industry were 
not as sharp as those in the steel 
cities. 





* * a 

Chicago 

4g peers widespread unemploy- 
ment in the industrial centers 

of the Midwest during the recssion, 
banks had good experience with 
their loans to consumers, according 
to the Chicago FRB. 

Banks of the Chicago district | 
charged off between one-fourth | 
and one-third of one percent of 
loans outstanding during 1957 
and 1958. 

In each of the two years, net 
chargeoffs amounted to less than 
two-tenths of one percent (less | 
than $200 per $100,000 of loans out- 
Standing). Net chargeoffs are ac-| 
tual losses after allowance for re- 
coveries from previous chargeoffs. 

cs OK * 


Upper Midwest 


A HIGH level of activity in the 
construction and mining indus- 
tries is providing a strong upward | 
push for the economy of the Upper 
Midwest, the Minneapolis FRB 
noted. 

The mining surge can be traced 


Rockwell Acquires 
Filter Producer 


CORAOPOLIS, Pa. — Rockwell- 
Standard Corp. has acquired Air- 
Maze Corp. of Cleveland, manufac- 
turer of industrial liquid and gas 
filters, including electronic types. 

Air-Maze, founded in 1925, has 
been closely held, owned largely by 
its officers. 

The acquisition became effective 
with the close of business June 30. 
It was completed by an exchange 
of stock. 








to the feverish production of steel 

in the first half of this year. How- 
ever, the bank pointed out that 

the area’s shipments of iron ore 
do not measure up to those of 
previous. booms. 

On the darker side were reports 
that department store sales in the 
district were gaining only slightly | 
and some farmers were plagued by 
a lack of moisture. 

* * * 


St. Louis 


LL is not well in ‘the tobacco- | 

growing industry which is so 
important in Kentucky and some} 
other areas of the Eighth Federal | 
Reserve District, the St. Louis FRB | 
reported. 

The Government’s tobacco pro- | 
gram of: the last 2% decades has | 
- succeeded in restricting produc- 
tion and raising prices, 

However, imported tobaccos are 
taking more of the U. S. market 
while American tobaccos are tak- 
ing a smaller share of the world 
market. In addition, restrictions on 





| try. * * & 


tobacco acreage may have cut the 
efficiency of growers in this coun- 


Kansas City 


gles Kansas City FRB finds that 
while consumers have increased 
their spending for services since 
World War II, the proportion of 
income going for services now is 
in line with service spending in 
1929. 

Since the war, the supply of | 
houses and cars in use has gone | 
up. This has led to an increase 
in the amounts earmarked for | 
home and car services, 

The bank sees no indication that 
service expenditures will continue | 
to eat into the amounts spent for} 
goods as they have since World| 
War II, However, some increase in| 
the share of the consumer’s dollar | 





| that goes for services may be ex-| cut back in Texas. 


pected. * * * 
Southwest 


R ECORD nonfarm employment 
and a more-than-seasonal boost 
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44th International Show 


Opens in London Oct. 21 


LONDON.—The 4th Interna- 
tional Motor Show sponsored by 
the Society of Motor Manufac- 
turers & Traders will be held at 
Earls Court here Oct. 21-31, ex- 
cept Sundays. 

The more than 250,000 square 
feet of exhibit area will be di- 
vided into sections for cars, 
trucks, carriage work, mobile 
homes and light trailers, acces- 
sories and components and tires. 





the 
the 


in department store sales in 
Southwest were reported by 
Dallas FRB. 

The district’s production of 
winter wheat is expected to be 
one-third below the 1958 harvest. 
Additional moisture is needed by 
farmers of the area, the bank 
said, 

The bank also noted that produc- 
tion of crude oil has again been 


* * * 


Far West 





N CONTRAST with last year’s | 
heavy rains, good weather this 
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year got construction, farming and 
related activities off to a good start 
in the Far West, the San Francisco 
FRB said. 

Manufacturing employment in 
the district has increased with 
the California and Arizona gains 
partially offset by losses in the 
Pacific Northwest. 

Among manufacturers, those pro- 
ducing nondurable goods are show- 
ing the most impressive gains. The 
mining industry of the district is 
lagging behind with copper produc- 
tion on the soft side. 








Chrysler, Simca 


Named in Suit 


DALLAS —Chrysler Corp. and 
Simca of France are among eight 
defendants in a $6 million anti- 
trust suit filed by officials of a Dal- 
las auto firm that went out of 
business last December. 

The suit alleges that Gorham & 
Johnson, Inc., was forced to go out 
of business because of a conspiracy 
by the defendants to get a mon- 


| opoly on the sale of Simca cars in 
| North America. 


The other defendants are auto 
dealerships or distributorships. 


— 





“Our New Burroughs Accounting Machine 


handled our record volume in record time,” 
say Robert E. Hennebry, owner, and Mrs. O. Wise, office manager, Hennebry Chevrolet Co., 322 W. Burlington Ave., LaGrange, Ill. 





our Burroughs Sensimatic 


After 25 years of successful oper- 
ation, the Hennebry manage- 
ment was reluctant to introduce 
new accounting methods. “Like 
a lot of dealerships,” report Mr. 
Hennebry and Mrs. Wise, ‘“‘we 
were leary of mechanization, 
and the thought of operating 
such advanced equipment made 
all of us a little uneasy. 


“However, the ease of installing 
Accounting Machine ended our 


worries. It also ended the tensions of dealership accounting 


which we had previously 
Owner Hennebry. 


considered inevitable,”’ continues 


“Our Burroughs Accounting Machine kept on top of the 


Ask to see our new film 
Open Road.” No obligation! A new 
insight into Sensimatic savings told 


in dealers’ words. 


“The 





greatest total volume of sales 


and paperwork in our 


25-year history. As a result of performance like this—daily 
work completed in one quarter of the time; ten-day 
reports on my desk first thing in the morning; the trial 
balance completed promptly; monthly report mailed 
early—we are able to operate more efficiently and 


profitably.” 


Hennebry Chevrolet is but one of the many dealerships 
that helped themselves to peak efficiency —and economy— 
with a Burroughs Sensimatic Accounting System. 


Phone our nearby branch office today for a demonstration 
of this versatile machine—one in the complete line of 
Burroughs equipment, ranging to the most advanced 
electronic computer systems. Or write to Burroughs 
Corporation, Burroughs Division, Detroit 32, Michigan. 

Burroughs and Sensimatic—TM’s 


Burroughs Corporation 
“NEW DIMENSIONS / in electronics and data processing systems” 
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Chevy Hails Rear-E: 


ine Choice ... 





Chevy Corvair Details Revealed 


(Continued from Page 1) 


cord tires; 10. A gas tank tucked 
behind the front suspension; 11 
“Adequate” luggage space, and 
12, A unitized body. 

Oliey, an internationally-known 
expert on automobile suspensions, 
devoted much of his talk to how 
Chevrolet has overcome the na- 
tural tendency of rear-engine 
cars to “oversteer”’—to turn to- 
ward the source of a side force. 

Chevrolet engineers have achiev- 
ed their desired margin of under- 
steering (the preferable tendency 
of current front-engine cars to turn 
away from the source of a side 
force) by the unusual device of 
using special tires and by recom- 
mending that 65 percent more air 
pressure be maintained in the rear 
tires than in the front tires. 

* * aa 

'Y said that these two mea- 
sures would satisfy the require- 
ments for stable handling in this 
car by giving the rear wheels a 
“better sense of direction” than 
the front wheels. The recommended 
rear tire air pressure will be 26 
pounds and the front tire pressure 
should be 15-to-16 pounds, he as- 
serted. The tires will be identical 

on all four wheels. 

The special tires, now being man- 
ufactured by U. S. Rubber, will 
employ longer cords and have a 
longer cord angle. This will make 
the tires follow a straighter course, 
although they lose some of their 
“envelopment” or bouncing ability. 

Declaring that there should be 
no doubt that a car with 60 per- 
cent of its weight on the rear 

wheels can be handled safely, 
Olley said that many station wag- 
ons and trucks have this type of 
weight distribution. 

The wagons counteract it by put- 
ting more air in the rear tires and 
many trucks counteract it with 
dual wheels—both of these meas- 
ures give the rear wheels the in- 
creased sense of direction that is 
needed, it was explained. 

ad 7 


a™ IMPORTANT part of Chevro- 
let’s solution to the matter of 
weight distribution is to have the 
weight of the payload (passengers 
and luggage) distributed in the 
same proportion on the front and 
rear wheels as the weight of the 
empty car is distributed. 

Olley said that this car will be 
the most successfully-engineered 
rear engine car and that it will 
have the following advantages: 

A. An improved, unitized body 
that is not weakened by a central 
tunnel or split in front to mount 
an engine. The body has none of 
the road or engine noise or shake 


R.I. Dealers Rid 
Of Sales Tax 
Collection Chore 


PROVIDENCE.—A law relieving 
Rhode Island auto dealers from the 
responsibility for collecting the 
state sales tax from car buyers 
has gone into effect with consider- 
able uproar. The State Supreme 
Court upheld the change in an ad- 
visory opinion last week. 

Buyers now obtain a till of sale 
and temporary registration from 
their dealer. They are to pay the 
sales tax at state offices and then 
can obtain a permanent registra- 
tion. 

The new system went into effect 
amid a dispute among state offi- 
cials on the tax collection system. 
There were complaints that tax 
collections were allowed to fall be- 
hind, with a charge that an auto 
dealer once fell $28,000 behind in 
sales tax payments although he is 
now paid up. 

The Rhode Island Automobile 
Dealers Assn. informed dealers that 
the new system is a step toward 
eliminating the sales tax on tradein 
allowances, a goal of the associa- 
tion. 

Dealers continue to collect the 
tax on sales of products other than 
vehicles. They are also permitted 
to pay the tax on cars directly to 
the state and obtain the permanent 
registration for customers, if they 
desire to offer the service. 


there is less weight on the front 
wheels, a car’s weight partially 
transfers forward on stopping. 

H, Traction on snow, ice or soft 
roads is very good because of the 
added weight on the driving wheels 
and because the front wheels make 
a path for the rear wheels. He said 
a 40-to-60 weight distribution gives 
an increase of 33 percent in the 
maximum acceleration without slip- 
ping the rear wheels on any paved 
road, 

The gas tank is removed from 
the exhaust system and is safe 

from front or rear collision. The 
entire fuel system is on the cool 
side of the engine, reducing fuel 
loss by evaporation and eliminat- 
ing vapor lock. 

J. Within the car there is a 
high degree of silence and coolness 
because there is no drive line or 
exhaust under the floor. Olley said 
Chevrolet was concerned about the 


in the front compartment so com- 
mon in unitized bodies, he said. 

B. Steering is light and precise, 
because of the lightly loaded front 
end. 


C. The construction permits 
use of a flat, six-cylinder engine 
of about half the weight of exist- 
ing V-8s. This engine would be 
too wide to fit between the front 
wheels. The engine, transmission 
and drive gears form one pnit, 


D. Water hoses, water pump, 
radiator, antifreeze and boiling are 
eliminated. The air-cooled engine 
reaches the ideal temperature two 
minutes after starting. 

E. Since the engine is cooled by 
the fan only (not the motion of the 
vehicle), the power usually con- 
sumed by head resistance to force 
air under the hood is saved, The 
fan intake is controlled by a ther- 
mostat so that the:correct amount 


Simca Ad Series 
Stresses Virtues 
Of Front Engine 


DETROIT—An ad campaign, 
“designed to capitalize on the fact 
that Simca’s engine is up front 
where it belongs,” has been launch- 
ed in U. S. magazines and news- 
papers, it is announced by D. R. 
Crandall, national director of Simca 
sales for Chrysler Corp. 

He said some of the national ads 
will carry a coupon offering a free 
booklet on the advantages of front- 
engine cars, Three major claims 
made for front-engine cars in the 
ads are: 

Rear-engine cars are harder to 
control when driving on open high- 
ways. 

Rear-engine cars tend to “jack 
up” dangerously when taking fast 
curves. 

Rear-engine cars génerally have 
less luggage space than do front- 
engine autos. 

To implement the ads, Crandall 
said, each Simca dealer is being 
sent a complete kit explaining in 





First of Many— 


A Mercedes-Benz swings over the side 
of the Cecilia Falkland at Muskegon, 
Mich., after the first full cargo of 156 
Mercedes-Benz cars arrived at the Great 
Lakes port through the St. Lawrence Sea- 








of power is used for cooling. 


F. The power plant is completely 


accessible for servicing. Said Olley, 

“It’s like the Volkswagen—when 

you open up the rear end, all the 

machinery is sitting there smiling 
at you.” 

* * * 

THE front and rear brakes do 

® an equal amount of work, giv- 

ing maximum brake life and im- 

proved stopping power. Although 


Chevy Dealers 
Pick Up Detroit 
‘Red Cane’ Sale 


DETROIT.—A “Red Cane” pro- 
motion which Detroit Chevrolet 
dealers used this spring is spread- 
ing across the country, according 
to Charles Rosen, executive vice- 
president of W. B, Doner & Co., 
the advertising agency which de- 
veloped the plan for the Detroiters. 

He said 700 Chevrolet dealers now 
are participating in or planning 
“Red Cane” events. Campaigns are 
in progress in Washington, Cleve- 
land, San Diego, Jacksonville, Fla., 
Tacoma, Wash., and Portland, Me. 

Theme of the program is: “For 
the red-hot deal on the red-hot car, 
see the man with the red cane.” 

Dealers and salesmen carry red 
canes wherever they go. In Detroit, 
they were fined every time they 
were caught caneless, and the 
money was used for dealership par- 
ties at the end of the promotion. 

The canes provoked questions, 
stimulated interest—and helped 
sell cars, William Bundy, retiring 
president of the Detroit Chevrolet 
Dealers Assn., said sales jumped 37 
percent during the May-June pro- 
motion and profits increased $13 
per unit. 

Stuart Emmert, Detroit zone 






manager, called it “the hottest pro- | 


motion I’ve experienced in my 30 
years with Chevrolet. It was unique 
in that it put the salesman right 
into the advertising campaign.” 


L-M Deal Adds Lloyd 
FORT WORTH —Fort Worth 
Lincoln-Mercury has been ap- 
pointed exclusive dealer here for 
the German Lloyd. 


normal tendency of an air-cooled 
car to be noisy, but this problem 
didn’t materialize. 

“Thanks to improved tires, im- 
proved supplies of aluminum and 
other technological advances, it is 
now possible to build a compact 
rear-engine car with American 
standards of comfort and perform- 
ance,” Olley said. 

+ * + 
XPLAINING Chevrolet’s think- 
ing and the approach of its 
general manager, E, N, Cole, Olley 
added: 

“In building a light car, it 
seemed desirable not to just 
shrink down dimensions, but that 
it was better to take a whole 
new approach, Novelty isn’t 
enough. The major objection to a 
front-drive car is that it is dan- 
gerous on hills when unloaded.” 

In a reference to the competitive 
advertising, he said that to compare 
a car to an arrow is a complete fal- 
lacy, since the nearest comparison 
would be a car in which the steer- 
ing had been completely discon- 
nected. 


Moss Gets Boost 
In Willys Sales 


TOLEDO. — C. W. Moss, with 
Willys Motors, Inc., and predeces- 
Sor companies in key sales capaci- 
ties for 12 years, has been named 
vice-president and general sales 
manager with re- 
sponsibility for all 
Willys domestic 
and government 
sales activity, it 
is announced by 
S. A. Girard, pres- 
ident and chief 
executive officer. 

Moss, who join- 
ed the Kaiser au- 
tomotive interests 

p at Willow Run in 
C. W. Moss 1947, became as- 
| sistant general sales manager of 
| Willys after the company was pur- 
chased by the Kaiser organization 
| in 1953. He later became vice-presi- 
| dent and general sales manager of 
| Willys Sales Corp., domestic sales 
subsidiary, and was elected a vice- 
| president of Willys Motors last 
year. 




















Roof of the Future?7— 


This aluminum roof atop a Continental illustrates the new roles the light metal 
may play in the automobile of the future. Designed and developed for experimental 
Purposes by the M-E-L advanced engineering department and Kaiser Aluminum & 
Chemical Sales, Inc., the roof demonstrates one of the many finishes that can be 
readily achieved with aluminum. It can be brushed, as above, for a soft textured 
appearance, embossed, etched and given a variety of color finishes. The roof is 
said to weigh 35 pounds less than a conventional roof. 





way. It was the first Seaway voyage for 
the freighter, which has special cargo 
decks designed by Wallenius Lines, Stock- 
holm, Sweden, for transporting automo- 
biles. Opening of the Seaway to ocean- 
going ships will result in slightly lower 
prices for imported-car buyers living near 
ports of entry, according to F. L. Arm- 
strong, Mercedes-Benz general sales man- 
ager. 


detail how to sell cars to prospects 
brought in by the ads. 

The ads also feature the two new 
models just introduced by dealers 
—the Elysee four-door, five passen- 
ger sedan, and the Grand Large 
two-door, five-passenger hardtop. 

Objects of the rear-engine attack 


| are such imports as Volkswagen, 


Renault and Fiat. 


Conn. Becomes 40th State 
Requiring Title to Vehicles 


By C. T. Hubbard 
Staff Correspondent 

HARTFORD, Conn.—On July 1 
Connecticut became the 40th state 
to require a certificate of title with 
all purchases of new and used cars. 
The fee is $2. 

“Basically the law is for the 
protection of all parties involved 
in motor-vehicle purchases,” said 
John J. Tynan, motor vehicles 
commissioner. 

“And most of all it protects the 
buyer by determining the true own- 
ership of the vehicle he purchases 
—whether it is owned entirely by 
the seller, a bank, finance company | 
or whether there are other liens.” 

Until now a vehicle changed | 
hands with the signing of a trans-| 
fer form on the registration slip, 
which was no proof of the degree| 
of ownership of the seller. 

Tynan said car thieves now 
will have a tough time disposing 
of autos because proof of owner- 
ship must be provided before the 
vehicles can be registered in the 
names of purchasers. 

He cited these pertinent facts 
about the new law: 

In new-car purchases the buyer 
must apply for title along with} 
his regular registration. A manu- 
facturer’s statement of origin is 
required. If the purchaser pays for 
the vehicle outright, he obtains an 
outright title from the department. 

When a car is purchased on time 
payments, the title goes to the 
lienholder (finance company or 
bank). A fee of $1 is assessed for 
each lienholder. 

Purchases of second-hand ve- 
hicles also require proof of own- 
ership by the seller (plus listing 
of all liens) before it can obtain 
title recognition. The buyer, in 
turn, must list his and other fi- 
nancial interest in his purchase. 

All liens are to be filed with the 
motor vehicles commissioner, thus 
providing a central checking point. 
For years, such liens have been 
filed, only with the town clerk in 
the home town of the purchaser. 
A title search by those wishing to 
trace the car ownership costs $5. 

Each time a vehicle changes 
hands, the old title is surrendered 
and a new One issued. The old titles 
are kept by the department for five 
years for this title searching pur- 
pose. 

If complications develop, the 
commissioner “may” permit the 
purchasers to drive temporarily 
without a title while legal financial 
matters are being cleared up. 

A distinctive certificate of title 
may be issued for four months 
when special difficulty in liens is 
encountered. This document says, 
“this vehicle may be subject to 
undisclosed liens.” 

In some cases, the commissioner 





may require a person to post bond 
equal to 1% times the car value 
when ownership is in dispute. 

Out-of-state vehicles registered 
here after July 1 will come under 
the new law. 


‘Sun Oil Violated 


Antitrust Law, 
U.S. Judge Rules 


PHILADELPHIA.—A Federal 
judge ruled last week that Sun Oil 
Co. had violated the Clayton Anti- 
trust Law from 1928 to 1950 by im- 
posing restrictive contract agree- 
ments and understandings on more 
than 6,500 of its independent retail 
dealers. 

Judge J. Cullen Ganey also is- 
sued a decree restraining Sun, its 
officials and representatives from 
compelling any of its dealers to 
buy all their gasoline, oil, tires, bat- 
teries and other accessories from 
Sun or any of its affiliates. 

The Justice Department suit, filed 
9% years ago, also accused the firm 
of violating the Sherman Antitrust 
Law, but Ganey’s ruling was based 
only on the Clayton violations. The 
trial started in 1954. 

A Sun spokesman said the firm 
would have no comment on the de- 
cision until it had time to study it. 

Ganey ruled that the effect of 
Sun’s agreements and understand- 
ings “may be to substantially les- 
sen competition in the selling of 
petroleum products, tires, batteries 
and accessories in the defendant’s 
marketing area” contrary to anti- 
trust laws. 

Sun had denied the Justice De- 
partment charges. 


600 Renaults Reach 
Chicago by Seaway 


CHICAGO.—A shipment of 600 
Renault Dauphines arrived here 
last week via the St. Lawrence Sea- 
way. Robert E. Valode, vice-presi- 
dent of Renault, Inc., called it a 
trial shipment to test the advan- 
tages of the new waterway for 
bringing cars to the Midwest. 

Valode said Renault will become 
a regular user of the Seaway if 
the test shows that cars can be 
delivered more economically to the 
Central states via the seaway than 
by Atlantic ports and “if we are 
certain it will improve our services 
to Midwest purchasers.” 

The cars arrived aboard the MS 
Chicago, a 7,500-ton cargo vessel 
owned by the French Line. A rep- 
resentative of the line said it was 
the largest number of cars ever to 
arrive in Chicago by ship. 
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=|Was Forced to Wall, Dealer Says. . . 


Long Term 


‘|| Leasing Is 


Profitable! 


Even for the smallest dealer 


10 LEASES WILL EARN 
$5,000.00 PROFIT 


| Draper, volume Chevrolet dealer for 32 
yeors and a veteran of over 10 years 


will give you accurate procedure step 
by step to insure profitable leasing. 


Costs 

Insurance 

Financing 

Depreciation Rates 
Service Costs 

Resale Policies 
Accounting 

Protection a Losses 


PRICE $20.0 00 POSTPAID 


Make Checks s Payable T To: 


Harold D. Draper 


| Box 530, Saginaw, Michigan 








||| dealer, and the president of a fi- 
||| nance company over responsibility | 






The Manual on Leasing by Harold D. | 


| 


| 
| 
| 
| 
| 
| 


CLEVELAND.—A bitter feud has | 
developed between Nicholas J. Pop- | 
ovic, bankrupt Chrysler-Plymouth 


\for the collapse of the Popovic} 
firm, 
Caught in the middle of the 





| leasing and 3,000 leases in that period, | | now are named in the finance 


|in a Common Pleas Court action, 


\|} up because Mutual wanted to dis- 
|} continue new-car financing. 


\!|if Mutual had not cut off his fi- 


| dispute are the 18 persons who 
bought cars from Popovic and 


firm’s replevin suits to recover 
the vehicles. 

Popovic, who appeared as a sur-| 
prise witness for one of the buyers 


blamed Bert Winston, president of 
Mutual Finance Co., for his trou- 
bles, 

He said Winston knew all about 
his business practices and need for 
more money and simply closed him 


Winston charged that Popovic 
| lied to him when he said that 
the 18 buyers had not paid him 
(Popovic) for the cars. 

Popovic has said repeatedly that 





nancing, he could have weathered 
his crisis without anyone losing any 


# | money. 
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MORE LUBE SALES! 
with AMALIE 


30,000 MILE 
BONDED MILEAGE 
GUARANTEE! 


FOR 30 YEARS THE 


REFINERY-BACKED 
LUBRICATION GUARANTEE 
requested most by 
new car buyers! 


Pennsylvania Oil Products 
For Every Service Need! 
AMALIE DIVISION 
| Sor r Po 


neborn Sons, In Frank 


WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 4,000 Dealers in the 
United States and Canada are 
now using our "Profit Sharing 
Bird Dog Plan" to increase Sales. 


Write for Free Samples and 
Details of this AMAZING PLAN 
and other specialties 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 


MOTOR ey 
MAST EI R 


DEFIANCE: OHIO 








The 18 buyers paid Popovic for 


-|the cars but did not receive the 


titles, which were being held by 
Mutual until Popovic had paid off 
his loan on the vehicles, Winston 
said, 

Winston has testified that none 
of the money paid by the purchas- 
ers to Popovic was turned over to 
the finance company. 

He appeared in an action by 
Mutual to recover a 1957 Chevrolet 
from Wilbur Reese, of nearby 
Westlake. 

Popovic testified in a Mutual suit 
to take away a 1957 Plymouth from 
Ernest Meade, Cleveland. 

Popovic said he had fallen be- 
hind in payments to Mutual as 

far back as 1953, and that he was 
so far in arrears last January 
that he obtained a capital loan 
of $19,000 from Mutual. 

This loan, he added, was secured 
by his dealership’s equipment and 
was repaid at the rate of $90 per 
ear sold. He said it was customary 
for him to sell cars and pay Mutual 
“10 days or more later.” 

“Three or four days before Win- 
ston closed my business, I told 
him if I had more capital I could 
keep going,” Popovic said. 

In the Reese case, Winston testi- 
fied that representatives of Chrys- 
ler Corp. came to his office last 
October about Popovic. 

“We had placed a limit on the 
number of new cars Popovic could 
order from Chrysler,” Winston said. 
“Chrysler didn’t like this limita- 
tion.” 

He said Mutual established the 
limit because it “didn’t want 
Popovic to get over-extended.” 

Winston denied that he knew 
Popovic was selling cars and keep- 
ing the money or using it for other 
purposes until March 17 when “we 
found he had sold 22 cars in March 
for which we had not been paid.” 

Winston added that by Apr. 8 
he found that Popovic owed the 





Seat Cover Assn. 


Meets July 9-11 


CHICAGO. — Annual meeting of 
the Automobile Seat Cover Assn. 
of America will be held here July 
9-11 at the Edgewater Beach Hotel. 

General theme will be “Quality 
and Profit.” The major purpose of 
the meeting is to have -suppliers 
meet with manufacturers to show 
them the materials available for 
1960. 

Vernon Volland, ASCAA executive 
director, said that sales for the 
first quarter of 1959 were up 40 
percent over the same period last 
year, 


Kliff Takes on Jeep 


FORT WORTH —Kiiff GMC 
Truck & Sales Service Co, has been 
appointed authorized Jeep dealer 
for Tarrant (Fort Worth), Hood, 
Johnson and Hill Counties. John d. 


le Gebauer is president of the firm. 





| Financier to Blame, 


Popovic Tells Court 


company $63,000 on the 18 cars. 
Popovic went into bankruptcy Apr. 
23. 

Winston said Mutual “had been 
an innocent: victim and had no} 
choice but to file replevin actions | 
against the 18 buyers.” 

He said Mutual had put up all 
the money for Popovic’s car pur- | 
chases and held the titles until | 
it had been paid off by Popovic. 

A court injunction has prevented 
seizure of the 18 cars pending set- 
tlement of the civil suits. 
However, the ban was lifted in| 
the case of Leonard P. Beachem, 
Strongsville, another buyer; when 
his attorney refused to go on with 
the case after the court declined 
to allow argument over whether 
Chrysler Corp. should be a party | 
to the trial. 

In a cross-petition to the Mu- 
tual suit, Beachem had named | 
Chrysler Corp. as a party. An- | 
other judge had ruled the com- | 
pany out earlier. 

Beachem traded in a 1953 Cad- 
illac on a 1959 Chrysler and financ- | 
ed the balance of the $3,716 pur- 
chase price through Mutual. He 
said he was allowed $316 on the! 
tradein, 

Meanwhile, a Cuyahoga County) 
grand jury looking into the case} 
heard testimony from a deputy 
registrar who in March had a car- 
license plate office next to Popo- 
vic’s dealership. 

He issued almost all of the. ’59 
plates involved in the 18 sales, the 
prosecutor said. Most were issued 
to tradeins and then put on new 
cars without being legally trans- 
ferred, he added. 

On another front, a bill has 
been introduced in the Ohio 
House of Representatives under 
which dealers could finance their 
car purchases on trust receipts. 

It is designed to eliminate a re- 
currence of the Popovic incident, 
said Sydney A. Hesse, spokesman 
for the Ohio Automobile Dealers 
Assn., which is supporting the leg- 
islation. 

“Under this plan, the finance 
company will hold a trust receipt 
and the dealer will hold the manu- 
facturer’s title,” he said. 

“Thus, when the dealer sells the 
car, he gives immediate title to 
the buyer and has no excuse for 
waiting one day or three weeks. 
The public would be educated to 
demand a title for his car the mo- 
ment he bought it.” 


Rollert Expects 
Major Advances in 


. 7 = es 
Air Conditioning 

LOS ANGELES.—A fully sealed 
ear with ventilation, heating, air 
filtering and cooling done auto- 
matically was envisioned by Ed- 
ward D. Rollert, Buick general 
manager, at a press conference 
here. ; 

Rollert is an expert on auto air 
conditioning. Before being named 
to the Buick post May 1, he was 
general manager of Harrison Radi- 
ator division, which makes the 
cooling units for General Motors 
cars. 

“California and other high-tem- 
perature states in the West have 
had everything to do with the de- 
velopment of automobile air condi- 
tioning, and they’re providing the 
buyers for it today,” Rollert said. 

He said Harrison built 170,000 
units for GM last year and will air- 
condition 250,000 cars this year. To- 
day’s units, he said, filter out 98 
percent of pollen substances from 
the air and provide motorists with 
purer, cleaner air than is received 
with the windows open. 


°60 Pittsburgh Auto Show 


To Get Under Way Jan. 9 

PITTSBURGH. — The 1960 Pitts- 
burgh Automobile Show will be 
held Jan, 9-16 at the Hunt National 
Guard Armory in suburban East 
Liberty. 

Directors of the Pittsburgh Auto- 
mobile Dealers Assn. announced 
that various assignments are being 
drawn up by the show committee. 














|| for the Merry ’01—the car that sells itself to both individuals and 
| promotionally-minded businesses, 
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The Car with the Backward Look 


| Yes! The Merry ’01i—the original reproduction of a fine turn-of- 
| the-century car—is rolling off our assembly lines daily. 


Excellent discounts and volume sales developed by the eye-catch- 
ing appeal of the Merry ’01 have made it a high profit item for 


|| dealers and distributors already handling the car. 


Distributor territories are allotted on the basis of population and 


| sales potential—may range from one county in size on up, depend- 
' ing on locality. Present distributorships. are protected—and dis- 





tributors are selling—but there are still several top territories 
open. Write for full details on how you can become a distributor 





— THE MERRY ‘01 HAS PROVED TO BE THE TOP 
TRAFFIC BUILDER FOR USED CAR LOTS — 


AMERICAN AIR PRODUCTS 
CORPORATION 


4340 N. W. 10th Avenue Fort Lauderdale, Florida 
Phone LOgan 6-6521 








tid Your Car Buyer Satisfied! 





Easy to Install — 72 mins. ; 





{ 1) a) Peponenent 








MILEAGE (Mi |JNDER GAS STRETCHER 


Cut your costs on goad will service 
steady gas pressure .. 
right with these extras: 
@ Stops waste — saves 10% to 
40% gas 


8 
@ Ends flooding, bucking, starving 
ae steady idling — no stop-signal 


ng 
@ Gas stretcher 
Magnetic Tro band pe seep built into glass 
ects carburetor. 


Make Friends! Make extra een: Sell Mileage Minder 
PASER MFG. CO. 


537 TURK ST., SAN FRANCISCO 2, CALIF. 










. Car runs 









$6:95 
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C of C Raps Bills 
On Direct Buying 


WASHINGTON. — Higher prices 
for consumers would result from 
legislation requiring manufacturers 
to charge direct-buying retailers 
more for merchandise than whole- 
salers, the Chamber of Commerce 
of the U. S. said in a statement to 
a House Antitrust subcommittee. 

The chamber recommended re- 
jection of the legislation (H, R. 
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The Man Behind the Wheel .. . 


Sales Testing the Oldsmobile 88 


848, 927, 2788, 2868, 4530), calling it 
“a kind of featherbedding proposal 
which would inject higher costs 
into retailing to ease competition 
for some businesses.” 


The chamber contended that the 
extra cost placed on the direct- 
buying retailer would have to be 
passed on to the consumer public, 
cancelling out the benefits of ef- 
ficient, low-cost retailing methods. 
The legislation would turn back the 
clock to the era before supermar- 
kets and chain stores, the chamber 
said. 


> 


COMPLETE line for all applications 
TULSA,POWER TAKE-OFFS 


The complete line of Tulsa Power Take-Offs means 
one brand — one inventory — of highest quality, 
top performance power take-offs. Our ten series — 
and the many models within these series — provides 
a powe: take-off for all types of work and for most 
transmission applications. Application information 
for all trucks is revised annually—or more often when 
necessary — and is available when new truck models 
are released. For a complete line — with maximum 
interchangeability — it's Tulsa Power Take-Offs! 


Tulsa Winch 


DIVISION OF VICKERS, INCORPORATED * TULSA, OKLAHOMA 





“more for your money” UTILCO 





Series TC TOOL COMPARTMENTS converts any ordinary Pick-up into efficient service 
vehicle, adding lockable space for tools, parts and other equipment without sacri- 
ficing loading area. Use individually or in pairs with or without parts trays. Can 


be mounted on 


any pick-up or fiat bed. Detailed instructions furnished. Order 


TC 72 for Vp ton pick-ups... .1C 84 for 3, ton. 
OPTIONAL EQUIPMENT © Overhead ladder racks © Vise Brackets © Pipe 
Carrier with tension clamps © Sliding steel covers, etc. 

Call your nearest distributor or for detailed brochure write... 


rth AR chef Mi 
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this means that the wheel with 
vanes like a boat propeller grab 
more oil as they go around, turning 
the driven part more quickly with 
less slip. Air pilots do the same 
thing by hand or automatically 
when the load is heavy and they 
need more pull to get off the run- 
way. 

You’ve never been in a car that 
had less vibration and no rattles or 
squeaks. The new Oldsmobile spe- 
cial two-piece L-bow propeller shaft 
has a fixed center bearing, preci- 
sion universal joints, prelubricated 
needle bearings, insulated tube 
liners and rubber isolation mounts. 

+ cad + 


Frame Is Sturdier 


DSMOBILE has a new, stur- 

dier X-member frame. It is 
nine inches wider and 10 inches 
longer, and the tread is wider. 
Front coil knee-action springs, lo- 
cated wider apart, increase the 
stance, kingpin angle is new, and 
ball joints and pivot shaft are 
heavier. 


The rear suspension is wider, 
and newly designed semi-elliptical 
wide leaf rear springs, with the 
axle mounted forward of the 
spring center line, deliver an 
entirely new stability. There is 
no subsititute for long, wide 
service-free leaf springs to keep 


Willys Receives 
2 Military Orders 
Worth $5 Million 


TOLEDO. — Willys announced 
last week it has received two con- 
tracts from the Cleveland Ordnance 
District totalling over $5 million, 
one for 1,600 Jeep four-wheel-drive, 
quarter-ton trucks and parts and 
the other for an undisclosed num- 
ber of “Mechanical Mules” and 
parts. 

S. A. Girard, president, said the 
trucks will be used by the Turkish 
Army under a U. S. military aid 
program, The units will be shipped 
knocked down from Toledo and as- 
sembled at the Turk Willys-Over- 
land Fabrikalari plant in Turkey. 

The “Mules,” a _ platform-type 
military vehicle developed by Wil- 
lys, will go to the Marines, Girard 
said. Both the Marines and Navy 
already are using them, he added. 

Girard said the truck contract 
was for $2.5 million and the “Mule” 
order for $2,565,481. 

He also announced that the 
award of a contract for quarter-ton 
military vehicles to Ford Motor 
Co. will have no effect on Willys 
operations in Todelo or abroad. 

He said Willys has made no de- 


liveries of its Jeep military model | 


since 1955. 

Girard added that Willys re- 
cently delivered four prototypes of 
a larger platform-type personnel- 
cargo carrier to the U. S, Ordnance 
for further troop evaluation. 

* K * 


Army Awards Chrysler 


$21 Million Tank Order 


DETROIT.— Chrysler Corp. an- 
nounced it has been awarded Army 
contracts totalling approximately 
$21 million for production of 180 
new M-60 medium tanks, with de- 
livery scheduled to start in the 
second quarter of 1960. 

The diesel-powered medium tank 
will be assembled in the Chrysler- 
operated Newark (Del.) tank plant. 
Chrysler said it also will manufac- 
ture components for this tank in 
Detroit, and Scranton, Pa., while 
the Airtemp division at Dayton, O., 
will supply fire control equipment 
and other components: 


Lundahl Elected 


IDAHO FALLS, Id.—Ray E. 
Lundahl is the new president of the 
Idaho Falls Automobile Dealers 
Assn., succeeding H. F. Van Atta. 
Frank Elisworth was named vice- 
president; Milt Kite, secretary- 
treasurer. 








that tail under control under all 
conditions, in my opinion. 


Roto-Matic power steering is a 
new high in easy and efficient steer- 
ing, truly a revelation to those 
who have not tried it. And when 
you have tested it under rough 
road and mountain conditions, 
you'll like it better than ever be- 
cause we’ve never had its equal. 


The ’59 job has a new rotary 
valve which makes the power steer- 
ing sensitive to less than one pound 
pressure on the steering wheel, and 
even under most difficult parking 
conditions you are never required 
to exert more than 2% pounds. 


A new special spring- loaded as- 
sembly in the pitman shaft makes 
the unit self-adjusting, gear wear 
is compensated by a wear washer 
and spring which keep the gears 
in perfect contact. New pump is 
smaller but has larger capacity and 
the filler cap can now be removed 
by hand. 


* * * 


Rocket Engine Improved 


_— Rocket engine has been im- 
proved, too. Displacement is 
371 cubic inches on the 88 Rocket 
with two-barrel carburetor, 270 
horsepower, but the efficiency will 
make you think the horsepower is 
500. 

The cylinder block is larger 
and more rigid, with longer cyl- 
inder bores. This gives greater 
internal support to pistons and 
keeps them in alignment, which 
means they last longer and are 
more trouble-free. 

Crankshaft bearing areas and 
crankpin diameters have been in- 
creased in size, which makes the 
engine more vibration free, and 
substantially increases the life of 





Snug Fit— 


The wide hood of the Oldsmobile 88 
latches at two points, one on each side 
instead of in the middle, and contributes 
greatly to rattle reduction. The hood is 
pulled down onto two coil springs with 
flat-topped keepers which are under ten- 
sion when the hood is closed. 








the bearings. With high-compres- | 


sion engines — Rocket compression 
is 9.75 to 1—the more stiffness you 
can get the better for performance 
and long life. 

So pick out your own obstacle 
course, set up your Own efficiency 
tests and let your customers put 
a new Oldsmobile through the 
hoops, 








Room to Spare— 


The large Oldsmobile 88 trunk can 
handle the ordinary load of luggage with 
room to spare. A welcome return is the 
handle on the trunk lid. 


Leasing F irms 
See No Threat 
In Compact Cars 


CHICAGO.—A survey conducted 
by the American Automotive Leas- 
ing Assn. disclosed that about 30 
percent of its members do not be- 
lieve that the Big Three compact 
cars will materially affect resale 
value of the low-priced three until 
at least 1963. 

Other lessors predicted that the 
used-car market would not be af- 
fected by the compact units unless 
there is a considerable price gap 
between the original selling prices 
of the vehicles. 

The information is contained in 
AALA’s Unit and Value Survey, 


| which was said to represent some 


60 percent of vehicles in the nation 
under long-term lease. The 53 
AALA companies have 120,000 cars 
under lease, and 90 percent of them 
are low-priced-three units. 

Some 93 percent of the cars are 


‘lleased to corporations as part of 


fleets, and the AALA members 
agreed unanimously that their com- 
mercial lessees would not be espe- 
cially interested in leasing compact 
cars. 

Only members leasing to individ- 
uals, representing 7 percent of the 
cars involved in the report, felt that 
any substantial number of small 
U. S. cars would be leased. 


GM Mum on Corvair Prices 
At Dealer Council Parley 


(Continued from Page 8) 


mobile), Kansas City; R, A. Hamil- 
ton (Buick), Van Nuys, Cailif.; 
Glenn L, Humphrey (Chevrolet), 
Milwaukee. 


Thomas O. Jennings (Buick), 


| Cincinnati; F, M. Late (Chevrolet), 


Dallas; Rudy Luther (Pontiac), 
Minneapolis; C. W. Marquardt jr., 
Morton Grove, Ill.; L. B, McCor- 
mick (Chevrolet), Memphis; M. M. 
Meadows (Pontiac), Portland, Ore.; 
Abe Rosenberg (Chevrolet), Bronx, 
N. Y.; W. J. Smyly (Buick), Mal- 
den, Mass., and Russell D. Watkins 
(GMC), El Monte, Calif. 

Medium city group—Elvis H. 
Bauer (Chevrolet), Decatur, IIL; 
Harry W. Bygel (GMC), Albu- 
querque, N. M.; E. B. Collard jr. 
(Chevrolet), Leavenworth, Kans.; 
Dale Critz (Buick), Savannah, 
Ga.; W. W. Dunham, Eugene, 
Ore.; Sidney N. Epperson, Wood- 
land, Calif.; Harry D. Evans, 
Casper, Wyo.; J. E, Fitzpatrick 
sr. Burlington, Vt.; William T. 
Hosner, Amsterdam, N. Y, 

Robert A. Jackson (Chevrolet), 
Pueblo, Colo.; Charles F. Long, 
Framingham, Mass.; G, Rynd Mil- 
ler (Pontiac-Cadillac), Boise, Id.; 


Howard W. Mitchell, Pensacola, 
Fla.; Lester E. Moody (Pontiac), 
Fort Lauderdale, Fla; R. E. L. 


Morefield jr. (Chevrolet), Winston- 
Salem, N. C.; J, W. Pickens, 
Orangeburg, S. C.; John A. Pring 
jr.. Dishman, Wash.; Frederic W. 
Schermerhorn (Chevrolet), Wil- 
mington, Del., and Clayton Stock- 
well (Buick), Janesville, Wis. 
Canadian dealers present were: 
J. H. Addison (Cadillac-Oldsmo- 
bile), Toronto; Albert Barre, Que- 
bec, Que.; E. L. Dubois, Hamilton, 
Ont.; Edward B. Dueck, Vancouver, 
B, C.; E. A. Everson, Montreal; F. 
T. Jenner, Edmonton, Alta.; Roy 
M. Lawson, St. John, N. B.; R. J. 
Logue, Sydney, N. S.; J. Robertson, 
Toronto; J. B. Sangster, Regina, 
Sask.; R. G. Southam (Chevrolet- 
Oldsmobile), Winnipeg, Man., and 
C, D. Taylor (Chevrolet), Montreal. 


Grody Marks 35 Years 


With Chevrolet in Conn. 


WEST HARTFORD, Conn.—I, S. 
Grody, president of Grody Chevro- 
let Co., is celebrating his 35th anni- 
versary as a Chevrolet dealer. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 





























Week Week dan. 1 dan. 1 
Ended Same Ended Total to to 
duly 4, Week, June 27, Output, duly 5, duly 4, 
1959 1958** 1959* dJune* 1958** 1959 
AMERICAN MOTORS 
SII. « sinsissnetssrsventgneene 7,875 3,336 8,863 37,837 95,317 221,506 
CHRYSLER CORP. ...... 18,200 10,542 19,275 83,371 323,906 450,391 
NEE puspesvatccstevevvsessse 2,000 1,298 1,999 8,651 31,139 46,027 
SEEN Soscoudirivcreseessiviesee 1,200 1,261 1,160 5,170 20,756 31,800 
ED Sv tsdvestouirvousonvesetens 3,700 2,350 3,991 17,555 57,907 98,869 
a 300 208 423 1,894 71,763 11,955 
ee 11,000 5,425 11,702 50,101 206,341 261,740 
FORD MOTOR ............ 32,649 11,874 35,576 160,088 599,094 967,489 
Edsel 556 2,575 6,944 23,519 
Ford 29,497 135,520 489,429 803,365 
Thunderbird. ............ 1,659 365 1,933 7,468 23,607 40,306 
RIEL: screcvicobeinvciesisiss 360 87 416 1,738 14,852 16,133 
IEE Gisiassavikesesoveciions ZBO aces 3,174 12,787 64,262 84,166 
GENERAL MOTORS .. 47,415 8,409 62,815 264,992 1,228,612 1,615,668 
IED: Ly tncalesssheatsctediekaieoes ee. cae 4,245 18,392 133,095 143,218 
NUNN ssecovcseeitiesonsssction’s See isan 3,402 14,920 77,051 90,775 
TODS siscesescsiecssccsese 28,500 8,409 35,544 147,513 718,895 901,607 
Oldsmobile .................... a wake 8,618 37,495 179,386 228,006 
SED. ecsciséossisetsvesesseres — 11,006 46,672 120,185 252,062 
S-P CORP 
Studebaker .................. 2,580 1,050 2,621 11,727 19,090 90,350 
Total Cars, U. S.** ....108,719 35,273 129,150 558,015 2,267,601 3,345,404 
*Revised. 
**Totals for 1958 include Packard production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to te 
duly 4, Week, June 27, Output, July 5, duly 4, 
1959 1958** 1959* June* 1958** 1959 
CHEVROLET ................. 7,800 639 8,701 39,705 149,434 218,960 
DIAMOND T ................. 80 69 127 553 2,892 3,435 
SE sconssicicasteuidibtbciesssece sues 26 oF 228 1,435 1,563 
SIDE © ssdstdlcsialséessivicnniss 1,600 1,027 1,691 6,891 31,198 44,259 
NP. sicschiaais siciasneccenbinanentias 6,560 1,728 7,312 33,736 117,262 183,108 
IE tint as bis deunncinrmemsonadiate 1,688 150 2,410 8,831 32,466 48,529 
INTERNATIONAL. ...... 3,340 1,219 3,424 15,465 49,797 79,153 
POE chins cadiccnsevsscioress 340 223 309 1,247 7,748 8,907 
STUDEBAKER. ............... 250 127 305 1,335 3,255 1,276 
IS ca snsnsdisandsoteiaes 115 228 430 1,777 9,087 10,184 
IID: sashthnvinitinsiensersenioe 1,820 1,522 2,341 10,243 41,599 62,095 
MISCELLANEOUS** ... 90 12 90 357 2,247 2,145 
Total Trucks, U, S. .. 23,683 7,630 27,194 120,368 448,420 669,614 
Total Cars, Trucks, 
SN NEE y-ssiisk nse dassncsinnaianensie 132,402 42,903 156,344 678,383 2,716,021 4,015,018 
Total Cars, Trucks, 
s canshineaiatestaned 74,713 3,029 10,233 44,603 217,786 246,620 
Grand Total, 
Cars and Trucks, 
U, S. and Canada ....140,115 45,932 166,577 722,986 2,933,807 4,261,638 


*Revised 


**Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 


***Autocar, Freightliner, Reo and Sterling 
Mack totals. 


are included in White totals; Brockway in 


N.B. All U. S. totals include cars and trucks for military orders. 


Salesmen in Oakland Sign 


Pact with New 


Wage Plan 


(Continued from Page 3) 


sales to the U, S. Government, sales 
to fleet buyers and sales to bona 
fide employes of the dealership. 

Regular commissions on used 
cars are to be not less than 7 per- 
cent of the net sale price. This 
commission is subject to a mini- 
mum of $10 and a maximum of 
$100. 

The contract also covers working 
hours, floor time, demonstrators 
and prospect rotation. 

o* 


* * 


Salesmen Vote for Union 


N OTHER dealer labor news, 
new and used-car salesmen of 
Gage Cadillac-Oldsmobile, Inc., 





Toronto Dealer Honors 


5 Veteran Employes 


TORONTO.—J. B. W. Carmichael, 
President of City Buick-Vauxhall, 
honored five veteran employes at a 
testimonial dinner. 

Silver trays were presented to: 

rry Percy Thornton, 40 years’ 
service; Herbert Kennedy, 37 years; 
Thomas Shaw, 35 years; Albert 
Cribbis, 32 years, and William J. 
Pickard, 23 years. 


Wichita, voted 13-to-2 for repre- 
sentation by Local 809, Retail 
Clerks, AFL-CIO, in an election 
conducted by the National Labor 
Relations Board. 

In San Diego, all service and 
maintenance employes of Trevel- 
lyan Oldsmobile Co. voted 12-to- 
10 against representation by the 
joint petitioners, Machinists 
Lodge 389 and Teamsters Local 
481. 

In Roanoke, Va., service and 
parts employes of Magic City Motor 
Corp. (Ford) 40-to-12 to reject the 
petition of Machinists Lodge 1368 
to represent them in collective bar- 

gaining. 

In Pasco, Wash., the NLRB has 
granted a request of employer- 
petitioner to withdraw its petition 
for representation involving M a- 
chinists Lodge 1743 and Teamsters 
Local 839, thereby closing the case 
at Farley Chevrolet, Inc. 

In Long Beach, Calif., the NLRB 
has ordered a representation elec- 
tion among all service employes of 
Cormier Chevrolet Co. The em- 
ployes will vote for or against 
Machinists Lodge 1484. 
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Ford, Pontiac To 





Gainers... 





Ist-Half Output Kudos 
Go to Lark, Rambler 


(Continued from Page 1) 


sion showing a_ percentage-point| halting assembly lines on both Fri- 
gain over 1958, suffered the largest} day and Saturday. 


share-of-market decline. 
om + * 


GM Below 49 Pct. 


M PRODUCED a total of 1,590,- 
252 cars to capture 48.42 per- 
cent of total industry output dur- 
ing the first six months of this 
year, compared with 54.51 percent 
on 1,222,219 assemblies during the 
corresponding period of 1958, Its 
percentage-point decline was 6.09. 
Only other corporation to show 
a decline was Chrysler, off from 
14.10 percent on 316,243 assemblies 
last year to 13.40 percent on 439,759 
assemblies during the first six 
months of this year. 

Showing percentage-point in- 
crease over a year ago were Ford 
Motor, up 2.51 points; American 
Motors, up 2.46 points, and Stude- 
baker-Packard, up 1.82 points, 

+ * * 


Or AN individual basis, Ford di- 
vision topped all gainers with 
a 2.64 point increase over the first 


six months of 1958, A total of 39,-| N 


276 Thunderbirds was built in the 
first half, compared to 23,406 in 
last year’s first six months. 

Other makers showing percent- 
age-point gains over the period 
were Rambler, up 2.46 points; 
Pontiac, 2.18; Studebaker, 1.89; 
Dodge, 0.45; Edsel, 0.40; DeSoto, 
0.07; Imperial, 0.02, and Chrysler, 
0.02. 

Biggest loser from a year ago 
was Chevrolet, off 4.80 points. 

Other makers showing percent- 
of-industry losses were Buick, off 
1.63 points; Plymouth, 1.26; Oldsmo- 

bile, 1.12; Cadillac, 0.72; Mercury, 
0.35, and Lincoln, 0.18. 

The remaining 0.07 point decline 
was debited to Packard, which is 
not in production this year. 

* ~ 7 


Studebaker Soars 


ON A numerical basis, Studebaker 
showed the biggest gain over 
1958—jumping its output 381.1 per- 
cent from 18,514 assemblies during 
the first six months of last year 
to 89,068 units in the same period 
of this year. 

Second biggest jump was made 
by Edsel, boosting its output 235.5 
percent from 6,944 assemblies in 
1958 to 23,299 units this year. Third 
was Rambler, up 133.6 percent from 
92,812 assemblies a year ago to 
216,803 cars in the first six months 
of this year. 

Making up the Rambler total was 
American, which jumped its output 
115.1 percent from 23,922 to 51,466 
units, and the “big” Rambler, which 
hiked its output 140 percent from 
68,890 to 165,337 units. 

Other makers and their percent 
of numerical increase over a year 
ago were: 

Pontiac, up 106.1 percent from 
120,185 assemblies a year ago to 
247,643 this year; Dodge up 72.7 
percent from 56,141 to 96,943; Ford 
division, up 64.7 percent from 501,- 
792 to 826,215; DeSoto, up 56.7 per- 
cent from 19,867 to 31,132; Imperial, 
up 55.8 percent from 7,618 to 11,866. 

Chrysler, up 48.2 percent from 
30,245 to 44,813; Mercury, up 28.8 
percent from 64,262 to 82,744; 
Oldsmobile, up 26 percent from 
179,386 to 226,029; Plymouth, up 
26 percent from 202,372 to 255,005. 

Chevrolet, up 24.3 percent from 
712,486 to 885,546; Cadillac, up 164 
percent from 77,051 to 89,444; Lin- 
coln, up 7.2 percent from 14,833 to 
15,897, and Buick, up 6.4 percent 
from 133,111 to 141,590. Thunderbird 
was up 67.8 percent from 23,406 to 
39,276 assemblies (included above 
in Ford total). 

On a corporate basis, numerical 
output for the first six months was 
up 344 percent at Studebaker-Pack- 
ard; 133.6 percent at AMC; 60.4 
percent at Ford Motor; 39.1 percent 
arian, and 30.1 percent at 


Holiday Cuts Car Output 
To 108,719 in Week 


AR output in the U. S, fell to 
its lowest level of the year last 
week as most manufacturers gave 
employes long holiday weekends by 


The 108,719 cars turned out last 
week represented the lowest level 
U. S. makers have hit since the 
week ended Jan, 3, when 97,641 
units were rolled from assembly 
lines. Last week’s yield compared 
with the 129,150 cars turned out 
a week earlier. 

With all makers working Monday 
and Tuesday, however, the indus- 
try ran its June total to 558,015 as- 
semblies, topping May’s 546,817 as- 
semblies by 11,198 units. 

Truck output in June totalled 
120,368 units for the highest month- 
ly outturn of commercial vehicles 
this year. Best previous month was 
April, when 115,183 trucks were 
built, 


* * * 


Lg omg their car assembly 
lines only four days last week 
were Dodge in Detroit and Newark, 
Del.; Plymouth at Newark; Buick 
in Flint; Oldsmobile at Lansing; 
Chevrolet at Baltimore, Bloomfield, 
J., Los Angeles, Norwood, O.; 
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Oakland, Calif. and Tarrytown, 
N. Y.; Cadillac in Detroit; Mercury 
at Wayne, Mich.; Los Angeles and 
Metuchen, N, J.; Ford at Los An- 
geles, Kansas City and Dallas; 
Studebaker in South Bend, and 
Edsel at Louisville. 

All other car makers worked 
five days, except Imperial, which 
built out on its 1959 models on 
Wednesday; Chevrolet’s Atlanta 
plant, which was down all week 
for inventory adjustments, and 
the Atlanta and Framingham 
(Mass.) B-O-P plants down all 
week for rescheduling. 

Truck output last week totalled 
an estimated 23,683 units, compared 
with 27,194 units a week earlier and 
7,630 assemblies during the corre- 
sponding week a year ago. 

* * 7 


OLIDAY shutdowns also affect- 

ed output in Canada as all 
makers closed down Wednesday in 
observance of Dominion Day. 

Canadian vehicle output last 
week totalled an estimated 7,713 
units, compared with 10,233 cars 
and trucks a week earlier and 
3,029 assemblies during the week 
ended July 5 last year. 

A breakdown of Canadian opera- 
tions showed the makers turning 
out 6,205 cars and 1,508 trucks last 
week, compared with 8,206 cars and 
2,027 trucks a week earlier. 

Canadian output in June totalled 
an estimated 44,603 cars and trucks, 
compared with 40,436 vehicles in 
May. 


2-Week Season Slated ... 


Hectic 60 Debuts Due 





(Continued from Page 1) 


an added question mark—what ef- 
fect the steel situation might have 
on new models. 
* = * 

i VIEW of these uncertainties, 

the divisions will say little about 
their introduction plans. However, 
this much has been learned unof- 
ficially: 

The Corvair, General Motors 
small car, will be introduced along 
with the regular Chevrolet line on 
about the same day as the 1959s 
were displayed last year. The ’59s 
went on sale last Oct. 16. This 
year’s introduction will probably be 
a day or two earlier. 

Ford division also will intro- 
duce its small Falcon on the same 
day the standard-size Fords go 
on sale. The introduction date 
will be about Oct, 15. 
Introduction date for the other 
Ford products—Edsel, Lincoln and 
Mercury— will either be a few days 
before or a few days after the 
introduction date for the Ford and 
Falcon. 

* * 


HRYSLER CORP. would like to 

unveil its small car—the Val- 
iant—in the first two weeks of 
October, the same period when the 
company’s other lines will go on 
sale. 

However, there are still a num- 
ber of questions which must be 
answered before the Valiant’s in- 
troduction date is set, It might be 
early November before the car is 
ready for the dealers’ showrooms. 

American Motors will take 
three days of the first week of 





Plymouth Shift— 


New president of the Plymouth Dealers’ 


Assn. of Southern California is Milton 
MacKaig sr., (right) shown with retiring 
president Stanley Walker, North Star 
Motors, los Angeles. New officers were 
installed at the association's annual meet- 
ing held in mid-June. MacKajg is head 
of MacKaig & Son, los Angeles 


October to introduce its Ameri- 
can, Ambassador and Rambler. 


Studebaker-Packard reportedly 
will show its ’60 models on Oct. 14. 

Dodge will unveil its line earlier 
in the new-model season. Dodge car 
is likely to be shown on Oct. 1, 
Dodge truck on Oct. 4 and the new 
Dart on Oct, 5. 

* . a 


PLrmours is shooting for an 
Oct. 9 date but the introduction 
dates for the other Chrysler prod- 
ucts are even less certain. Chrysler 
aims to have all of its lines on sale 
by Oct. 15. Oct. 2 has been men- 
tioned for Imperial and Chrysler 
and DeSoto reportedly will be out 
on Oct, 15. 


General Motors appears to be 
Planning to show ali of its 
medium-priced and luxury cars 
before the introduction of the 
Chevrolet and Corvair, Oldsmo- 
bile is reported to be shooting for 
oan 1 and Cadillac for about 

t. 2. 


Buick will be introduced on an- 
other of the first 10 days of October 
as will Pontiac. Oct. 9 has been 
reported as the Pontiac date. 


All new GM cars will be intro- 
duced on a television spectacular 
Nov. 13. 


175-Millionth Unit 
Since 1896 Built 
By Auto Industry 


DETROIT. -—- The 175-millionth 
motor vehicle built in the U. S. 
since 1896 rolled off a final assem- 
bly line last Tuesday (June 30) 
according to AMA, which said the 
exact time and place could not be 
determined. 

More than 31,000 cars, trucks and 
buses. were turned out in nearly 
100 U. S. plants during the day, the 
association said. 

Since 1896, the industry has built 
143 million passenger cars and 32 
million trucks and buses valued at 
$193 billion, AMA added. 

Annual production now runs well 
above $10 billion, the association 
said, and 11 million Americans pro- 
duce, sell, service or operate motor 
vehicles in commerce—more than 
one in every seven U. S. jobholders. 

The latest 25 million vehicles 
were produced in less than one- 
seventh the span of years in which 
the first 25 million were built and 
sold, AMA said. 

Just four years ago, the industry 
commemorated completion of its 
150 millionth. It took 29 years, from 
1896 to 1925, to produce: the first 25 
million. 
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City of Rochester in Hassle .. . 


When Isa 





By Ted Case 
Staff Correspondent 


ROCHESTER, N. Y.—The City of | 


Rochester may be on the road to a 
big hassle over small cars. 


The City opened bids on 14 
small autos. Corey Motors sub- 
mitted the low bid—$18,957.60, al- 
lowing for tradeins—on 14 Ram- 
bler Americans. 


Monroe Auto Sales was second 
low with a bid of $19,255.07 for 14 
Studebaker Larks. Dorschel Buick 
bid $20,135.64, also for Larks., 


But John Dorschel, head of the 
firm which bears his name and 
president of the New York State 
Automobile Dealers, Inc., included 
with his bid an assertion that the 
Rambler American isn’t a _ six- 


Obituaries 


H. A. Crockard, 
NADA Industry 


Committee Chief 


ROSEVILLE, Calif—Hanford A, 
Crockard, 58, president of Crockard 
Chevrolet Co., Berkeley, and NADA 
director for Northern California, 
died here June 25. 
He suffered a 
cerebral] hemor- 
rhage June 6. 

Mr. Crockard, 
an NADA direc- 
tor since 1948, 
was serving his 
second term as 
chairman of the 
group’s Industry 
Relations Com- 
mittee and had 
been instrumental 
in development of quality-dealer 
programs. He was chairman of the 
1957 Convention and National Af- 
fairs Committee. 


He also had served as chairman 
of the Membership Committee and 
as a member of the Guide Book 
Committee. He was a former 
NADA regional vice-president and 
a past president of the Northern 
California Motor Car Dealers Assn. 


Mr. Crockard also was chairman 
of the Motor Vehicle Advisory 
Council to the California Legisla- 
ture. On the day before he was 
stricken, he had spent several 
hours testifying for dealers and 
motorists before a legislative com- 
mittee. 


H. A. Crockard 


* * * 


Russell B. Lentz, 


Former NADA Director 


SPARTANBURG, S. C.—Russell 
B. Lentz, president of City Motor 
Co. (Dodge-Plymouth) and a for- 
mer NADA director, died June 24. 
He had been a dealer here for 38 
years. 

Mr, Lentz was an NADA director 
from 1947 until 1951 and was presi- 
dent of the South Carolina Auto- 
mobile Dealers Assn. in 1943-44, He 
was a Chevrolet dealer for 10 years 
before obtaining the Dodge-Plym- 


outh franchises 28 years ago. 
* * + 


George E. Read 
PLYMOUTH, Mass. — George E. Read, 
66, former eastern regional sales manager 
for Studebaker-Packard Corp., died June 
21. He joined Studebaker in 1922. 
* 7 * 


Edward E. Gillam 
WARRENTON, N. C.—Edward E. Gil- 
lam, 66, head of Gillam Auto Co, here, 
a@ member of long standing in the NADA, 
and a former commissioner of Warrenton, 
died June 25 after a long illness. 
* * * 


Nelson 
MONROVIA, Calif.—Harry Nelson, 70, 
an auto dealer for 25 years, died June 21. 


He retired in 1936. 
~ 0 


H. Giguiere Jr. 
BERKELEY, Calif.—Charles H. Giguiere 
ir., 53, owner of Golden Bear Motors 

(Ford), died June 17. 
* 

ieast Eccles Gillam 
WARRENTON, N. C. — Edward Eccles 
Gillam, 66, operator of Gillam Auto Co., 


died June 25. He was an NADA member. 
* * * 


J. H. Stoltz 
WINSTON-SALEM, N. C.—J. H. Stoltz, 
29, owner and operator of E. & H. Motor 
Co., died in the VA Hospital at Durham, 
N. C., June 28. He was a veteran of the 
Korean War. 
Woe 2 
Roy A, Miller 
LOS ANGELES. — Roy A. Miller, 
retired auto dealer, died June 25. 


83, 


Small Car? 


passenger car as called for in the 
| City specifications. 

Dorschel pointed out that the 
| NADA Guide Book calls the 
Rambler American a five-passen- 
| ger car, 

| City Purchasing Agent, Kenneth 
Punnett said he didn’t know one 
car from another, adding that the 
City’s legal department would look 
into the matter. The City already 
has some Rambler Americans it 
bought from Corey. The City has 
not yet bought any Larks. 

In other bids there appeared to 
be no controversy. Judge Motor 
Corp. (Ford) was low with $54,- 
703.79 on 34 standard passenger 
cars and station wagons. Second 
was Archer Motors (Ford), with a 
bid of $56,248.77 

International Harvester Co. bid 
low at $58,240.97 on 28 trucks. 
Archer was the only other bidder, 
with $63,113.52. 








Brockway Motor Trucks was 
low on 20 chassis and cabs and 
eight special bodies, bidding $119,- 
985. International was second at 
$129,800.97. 

Low bidder on 11 refuse- col- 
lecting bodies was Laurence Rose, 
Buffalo, at $41,595.40, followed by 
Niagara-Heil at $42,339. 

The low bid is almost tantamount 
to the contract. 

+ * 4 


3 More Government Units 


Join Swing to Small Cars 


DETROIT.—Small cars continue 
to gain in popularity with state and 
municipal governments. Three more 
have entered the market for the 
first time. 

In Cincinnati 40 Studebaker 
Larks were among 89 autos or- 
dered by William C, Wichman, 
acting city manager. The con- 
tracts, totalling $153,520, were di- 
vided among four dealers. 

Pankey Motors (Rambler), Mil- 
waukie, Ore., submitted the low bid 
of $170,879 for 96 autos for the Ore- 
gon Department of Finance. 

The Los Gatos (Calif.) Police De- 
partment has acquired a Fiat 1100 
for use in traffic-meter patrol. 

Chief Ralph Phillips said the de- 
cision to buy the Fiat followed a 
year’s study. The Italian car should 
be as efficient as the three-wheel 
motorcycles now in use and less 
hazardous, he said. 

The auto has been converted 
to right-hand control so the 
driver can mark tires of parked 
cars, Phillips added. 

Elsewhere, the City of Akron 
traded in 24 trucks on 37 new units 
at a cost of $123,556. City Chevrolet, 
Inc., got the biggest order—19 
carryalls, platform and dump 
trucks. 

Others awarded contracts were 
White Motor Co., five dump trucks; 
Bachmann-Reynolds GMC, Inc., five 
panels and dumps; DeWitt Motor 
Co., station wagon and two plat- 
forms; Jack Gray Sales & Service, 
station wagon. 

Bruce Seabright, Inc., Wheeling, 
W. Va., received a $5,958 contract 
for a new Cadillac for Gov. Cecil 
H. Underwood. 

The East Liverpool (O.) Police 
Department has obtained a Ford 
Custom 300 from Carroll Motor 
Sales, Inc., for $2,434. The cruiser 
was equipped with a 200-horse- 
power, eight-cylinder engine. 

Eight cruisers have been pur- 
chased by the Manchester (N. H.) 
Police Commission from Al-Warren 
Ford, Inc., for $9,858 plus eight 
fradeins. 

In Burlington, Vt., the Street 
Commission awarded. a contract for 
a new truck to the GMC dealership 
operated by Mayor James E. Fitz- 
patrick, 

—JoHN E. WALSH 


DeSoté Holds Driveaway 


For Detroit-Area Dealers 

DETROIT.—Several hundred De- 
Soto dealers and their wives from 
the Detroit region were guests of 
the division at last week’s Detroit 
Tiger-Boston Red Sox baseball 
game. 

The dealers later toured DeSoto’s 
E. Jefferson facilities and drove 
home in over 100 new model cars, 
culminating the spring new-car 
driveaways. Over 400 cars were 
claimed by visiting dealer groups 
this year. 





HELP WANTED | 





DISTRICT MANAGER OPPORTUNITY— | 


Ford—General Motors—Chrysler 
sale experience. We have openings for 
three District Managers in south for out- 
standing line imported cars, Send com-| 
plete resume and photograph at once to} 
Box 519, c/o Automotive News, De- 
troit 7. 


whole- | 





DISTRICT SERVICE REPRESENTATIVE | 


—-Ford—General Motors—Chrysler whole- | 
sale experience. We have openings for 
District Service Representatives in south | 
for outstanding line imported cars. Send | 
complete resume and photograph at once | 
to Box 521, c/o Automotive News, De-| 
troit 7. 





SERVICE MANAGER — Rambler agency. 





Dealership of the 
cated in metropolitan area of principle south- | 
ern city, desires capable man experienced | 
in all phases of dealership operation, 
ing business management for old established | 
dealership. 
handling new and used sales. 
ice departments, 
high type operation, 
700 or more new car and 350 or more truck 
sales. 
come highly recommended. All replies confi- 
dential. 

Detroit 7. 





MOPAR OPERATIONS MANAGER—Ex- 


Must have proven record of experience 
and ability to develop top flight organi- 
zation with tremendous growth possibili- 
ties. Ability to handle volume and de-| 
liver quality. Now selling 350 new cars 
plus volume used car sales, Salary and | 
bonus plan open. Unlimited possibilities | 
for the right man. Located in San Fran- 
cisco Bay area, Excellent schools, living 
accommodations and beautiful climate. 
Box 507, c/o Automotive News, De- 
troit 7. 


WANTED: GENERAL MANAGER 


“Low Priced Three" lo-| 


includ- 
Individual must be capable of 
parts and serv- 
and operate dealership of | 
Annual potential of 


Salary and bonus plan open, Must 


Box 549, c/o Automotive News, 


perienced in managing operations and 
sales in a Chrysler parts warehouse. Sal- 
ary open. State experience in detail, Box 
539, c/o Automotive News, Detroit 7. 





PRINCIPAL OWNER wants to retire, 


DISTRICT MANAGER for fastest selling 





LET’S CHECK THE RECORD. You check 


USED CAR CONDITIONING MANAGER: 


commission on 


age, 
credit life, you will find The Resolute Plan 
can enable you to increase your commission 


income. 
Full details on The Resolute Plan can be 
obtained by writing: 


needs right man with sales and executive 
ability, with $35,000 to invest in good 
Ford-Mercury agency located in Wiscon- 
sin. Reply to Box 553, c/o Automotive 
News, Detroit 7. 





import in the country in eastern New 
York and Pennsylvania areas, Must be 
experienced. Many company benefits. 
Send complete resume to Box 554, c/o 
Automotive News, Detroit 7. 





our record—if you find it outstanding, 
let’s check your sales record—if it’s out- 
standing, let’s get together, Guarantee 
of $125 per month, demonstrator, profit 
sharing retirement, and many other 
fringe benefits. Contact Clem Carnine, 
Manager, Rogers Chevrolet Co., Rantoul, 
Illinois. 





ALES MANAGER wanted by dealer 
handling Imperial, Chrysler, Plymouth 
and Simca in the world’s most beautiful 
city, Fort Lauderdale, Florida. This 
county is listed as one of the five fastest 
growing in the U. 8S. It is a most desir- 
able year-round place to live in. Present 
volume 500 units, expected volume in 
1960, 750 units. Applicant must have 
had _ sales/management experience in 
1,000 car deal or larger, Salary of $10,- 
000 per year offered with substantial 
bonus. Applicant may set this. Please 
write giving your background and send 
photo. Age limits 35-48, This dealership 
operates in an ultra new building and 
has been profitable since beginning. Ad- 
dress replies to Mr. Cy Young, President, 
Young Chrysler-Plymouth, Inc., 1350 
North Federal Highway, Fort Lauder- 
dale, Florida. 





Must be able to handle large volume of 
used cars (2,000-3,000 per year). We de- 
mand only the cleanest cars to show on 
our lots at any time. The man we want 
must be qualified and capable, Salary 
commensurate with experience and abil- 
ity. Location in the greater Denver area. 
Box 557, c/o Automotive News, Detroit 7. 





Wanted! Consumer Credit 
Insurance Agency .. . 


Top Commissions Paid 
The Resolute Insurance Companies offer 


top commissions for the writing of auto- 
mobile physical damage cov 
top PREPAID commission on 

accident and health insurance. 


$s, and a 
life and 
These who qualify realize commissions 


50 to 100 percent more than those paid 
by conventional companie 
specializing in the consumer credit insur- 


if you are getting less than 40 percent 
automobile physical dam- 
less than 50 per 


E. K. SCRIBNER, PRESIDENT 
THE RESOLUTE INSURANCE COMPANIES 
RESOLUTE BUILDING 
2, CONNECTICUT 





OFFICE MANAGER: GMIT trained, 
ten years in accounting, parts and serv- 


PARTS MANAGER, 


MAN FRIDAY, 


ice GM dealership. Prefer Ohio, Indiana 





or Michigan. Medium to large dealership. | 


Would consider Parts Manager position. 
Available thirty days. 
tomotive News, Detroit 7. 


GENERAL MANAGER—Age 38—14 years’ 
Inter- | 


volume experience in New York, 
ested in locating in Long Island, South- 
ern California or Phoenix, Top sales 
record. No gimmick operations. I know 
all phases of the business very well. Will 
take position or invest for % interest. 
Box 540, c/o Automotive News, Detroit 7. 


desires position with car importer in 
New York City. I am fully familiar with 
purchasing, distribution, inventory con- 


trols, storage and business administra- 
tion. Box 541, c/o Automotive News, | 
Detroit 7. 


early 30’s, married, five 
years’ experience calling on dealers na- 
tionally for re-sale of approximately 
1,500 used cabs per year, Top hatter 
with Ford Motor Company. Interested in 
working as field rep. or salesman in 
some phase of automotive industry for 
major concern, domestic or foreign. Home 





REORGANIZATION 


CHIEF ESTIMATOR. 


base New York City. Box 542, c/o 
Automotive News, Detroit 7. 
BUSINESS MANAGER—GENERAL MAN- 


AGER—Accounting experience, Chevrolet 


imported auto parts, | 


Box 529, c/o Au-| 





and Ford. Daily operating control expert | 


with ability to set and control inven- 
tories, sales objectives and 
budgets. $7,500 minimum salary with 
incentive. Box 543, c/o Automotive 


News, Detroit 7. 





MANAGEMENT 
TEAM—Operating general manager and 
service manager team desires change on 
permanent operating status to 


expense | 


larger | 


General Motors dealership—-800 new cars| 
upward, Prefer Chevrolet. Present opera- | 


tion, 400 new cars, profitable last three 
years, General Motors’ management 
trained men, ages 45 and 31, married, 
good health, references. New England or 
Middle Atlantic states preferred. Box 544, 
c/o Automotive News, Detroit 7. 


AGGRESSIVE AND EXPERIENCED for- 


eign sales representative, 44, 
with international division of 
“Big Three,’’ seeks position, $15,000 
minimum, with automotive or other 
manufacturer interested in bigger sales 
abroad or stateside, Fluent Spanish, Ger- 
man and French, Box 545, c/o Automo- 
tive News, Detroit 7. 


presently 





SALES MANAGHR-GENERAL MAN- 


AGER, Eleven years’ 
years in Ford operation. 
ployed, the last three years as sales 
manager and general manager, Sober 
habits, family man, Prefer locating in 
midwest or west, Guarantee profit re- 
sults. Box 489, c/o Automotive News, 
Detroit 7. 


experience, six 
Presently em- 





Sixteen years’ steel 
Prior experience 
c/o Automotive 


plate and machinery. 
automotive. Box 555, 
News, Detroit 7. 





GENERAL MANAGER—S ALES MAN- 


AGER. Young, aggressive, with a good 
background in retail sales. Good closer, 
know all phases of the operation, Col- 
lege graduate, family man, well recom- 
mended. Available within 30 days, Box 
556, c/o Automotive News, Detroit 7. 


SERVICE MANAGER, 38 years old, three 


years college — mechanical engineering. 
Family man, 14 years’ automotive expe- 
rience as service, parts, sales and gen- 
eral manager. Have managed $35,000 
month Ford service department and 
$20,000 month Chrysler product service 
department. Presently employed, will re- 


locate. Complete resume furnished, All 
inquiries will be answered. Box 558, 
c/o Automotive News, Detroit 7. 


one of} 





POSITION WANTED 





Top management team, 
| sales mgr., 
| able dealer who wishes to retire grace- 
fully. 
| profit shoring basis, 
Over | Crences as to ability and honesty. Can 
| handle 250 to 1500 new car franchise. In- 
| terested 
528 c/o Automotive News, 


FLORIDA COAST- 


DEALERSHIP 


FOR SALE: 


Dealerships ready now for 


441 





UNUSUAL 
MANAGEMENT TEAM 


business mgr., 
desire connection with reput- 
Want opportunity to buy in on 
Unquestionable ref- 


in Chicago area or West. Box 
Detroit 7. 





ACCOUNTANT-BOOKKEEPER., Nine years 


General Motors and Motors Holding ex- 
perience. Very highly recommended. 
Prefer North or South Carolina. Box 
527, c/o Automotive News, Detroit 7. 


DEALERSHIPS AV AILABLE 


—Exclusive “county fran- 
chise handling ‘‘Big Three’’ dual and 
most popular and profitable import. May 
sales 22 new and used, Sales growing, 
future potential excellent, No slump sea- 
son. Excellent used car operation. Won- 
derful recreation area. No used Cars, 
receivables, real estate or obsolescence. 
Reasonable lease. Owner-manager will 
stay temporarily if desired. Confidential. 
Box 497, c/o Automotive News, De- 


troit 7. 





AVAILABLE. Now han- 
dling Peugeot, Renault and 4CV. Sales 
potential 25 a month. Central Texas 
largest army base, zone of infiuence. 
Population 200 thousand. Located at 
Temple, Texas. Contact G, L, Clark, 
Box 513, Hearne, Texas. 





Automobile agency handling 
top line cars, town of 12,000. Priced to 
sell. Write: Oldsmobile and Cadillac, 121 
West Laurel, Independence, Kansas, 





FRANCHISE AVAILABLE 
For One of Germany's Finest Cars 


BORGWARD 


Ilinois, 
Wisconsin and Michigan. 


MARTIN J. KELLY 


E, Ohio St. Chicago II, Ill. 


Indiana, 





DEALERSHIP AVAILABLE metropolitan 


New Jersey, handling Chrysler-Plymouth, 
150 new. Sale or lease, your own ap- 
praisal. Ideal family business. Box 512, 
c/o Automotive News, Detroit 7. 





DISTRIBUTORSHIP, German car, 


New 
Jersey. Locate ten dealers averaging 50 
cars per year to gross over $50,000. Box 
514, c/o Automotive News, Detroit 7. 


FOR AMERICA'S 
MOST POPULAR 
IMPORTED CAR 


In a large eastern city. Applicant 


must have top references and be 
factory approved. In reply give 
full information. 

Box 550, 
Detroit 7. 


c/o Automotive News, 





FOR SALE: Dealership handling Chrysler- 


Plymouth, shop equipment, parts and 
office equipment. Will transfer good lease 
on building and used car lot, These 
facilities can be used for Chrysler-Plym- 
outh, Dodge-Chrysler or Rambler, which- 
ever you choose, Will consider any offer. 
Immediate possession, Box 546, c/o Au- 
tomotive News, Detroit 7. 





AVAILABLE — Agency handling Hillman- 


Triumph for Lorain County, The Jordan 
Realty Company, 704 Blossom Drive, 
Lorain, Ohio. 





HANDLING IMPERIAL, CHRYSLER 


AND PLYMOUTH, excellent used car 
location. Will lease building and _ lot. 
Trading area 60,000 population, located 
northern Ohio. No used cars, receivables 
or liabilities involved, Dealer has other 
business interest. Box 547, c/o Automo- 
tive News, Detroit 7. 





DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE 


DEALER HANDLING ONE OF THE ‘BIG THREE’’ CAR LINES, 
CENTRALLY LOCATED IN DENVER, COLORADO. SOLD OVER 
5,000 UNITS IN 1957. DUE TO OTHER BUSINESS INTERESTS, 


OWNER WISHES TO SELL. 


WRITE BOX 551, c/o AUTOMOTIVE NEWS, DETROIT 7 
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DEALERSHIPS AVAILABLE 


N. Y. N. J. 
CONN. 


Distributor Has a Limited Number of 
Dealerships Avaitable for 


Austin-Turner 
SPORTS ROADSTER 


NEMET MOTORS 


153-19 Hillside Avenue, Jamaica, N. Y. 
JA 3-5858 


|}DEALERSHIP AVAILABLE in Los An- 
} geles—new and used GMC trucks, Full 
facilities for new car agency. Owner 
will lease all equipment along with prop- 
erty to responsible party, Now a going 
business. No blue sky to sell, 24 years 
same location. Novotny’s, Inc., 1701 S. 
| La Cienega, Los Angeles. 


FOR SALE: DEALERSHIP HANDLING 
Dodge-Chrysler in Wilmington, North 
Carolina. 180 car deal, trading area of 

| 100,000 population. Will sell shop equip- 
‘™ ment, parts and office equipment for 

7 | $20,000, which is $10,000. below cost. 
Will lease building and used car facili- 

ties. Immediate position, Write: R, R. 

Key, Key Motor Company, 721 South 

Seventeenth St., Wilmington, North Caro- 

lina. 


| DEALERSHIPS AVAILABLE with a non- 
competitive TE RRA MARINA mobile 
houseboat—tombination boat cruiser, 
house trailer—steel hull, aluminum cabin, 
toilet, kitchen, three open sun decks, 
One person operation. Sleeps four in 
luxury. Only $2,495 retail F.0.B, Texas 
—less liberal dealer discount, Enjoy the 
additional profits that are in boat sales, 
Your regular finance company will give 
wholesale-retail financing as in cars, Don 
Pierson Distributors, Eastland, Texas. 


‘Solid Gold Auto Agency Deal 
AND 
NO "BLUE SKY" TO BUY! 


| Modern, completely equipped "pin-up" auto 
jagency in prime location now holding Ram- 
bier and Metropolitan franchises can be pur- 
tchased by qualified auto man for BOOK 
| VALUE OF ASSETS! Located in thriving beach 
| communi (less than | hr. from downtown 
L. A.) .This Ist class store cited by factory 
| for highest % sales penetration in entire 
; zone in 1958 and is on road to same Position 
lfor 1959. Sells as high as 100 units retail in 
| single month. It's a going, growing business 
| and @ golden opportunity for a man with 
| right auto background and adequate financial 
| backing to assure himself of high future in- 
|come. Approximate book value of assets— 
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DISPLAY SPACE 
| %*%& MODERN FULLY ae ADJA- 
| “CENT USED CAR L 
| %& BUSY UP-TO-DATE PARTS AND SERY- 
ICE DEPTS. 
%& EXECUTIVE OFFICES AND PLENTY OF 
CLOSING OFFICES 
%& COMPLETE PARTS AND ACCESSORY 
i STOCK 
| % BALANCED NEW & USED CAR IN- 
VENTORY 
% EXCELLENT LEASE WITH OPTION 
L DIRECT WITH OWNER forced to sell 
to illness in family. Address inquiry out- 
ing background in auto industry and indi- 
you are in a financial position to han- 
and owner will contact you personally. 


y Vines Motor Sales, Inc. 
I NEwroRt AVE. COSTA MESA, CALIF. 


DEALERSHIP WANTED 


WILL PAY HIGH DOLLAR for good 
Ford, General Motors or Chrysler deal- 
ership with 600 or more new car sales 
potential. We will also invest up to 
$250,000 in your dealership and will let 
you manage and operate the dealership 
on a buyout basis. This investment ap- 
plies to either an existing or new deal- 
ership. Please write us in strict con- 
fidence about your financial needs. Box 
534, c/o Automotive News, Detroit 7. 


CHEVROLET, FORD, OR CADILLAC 
DUAL in Florida. Minimum 250 cars. 
Have cash and factory approval, All 
replies strictly confidential, Box 531, 
c/o Automotive News, Detroit 7. 

: | WANTED: GM, Ford or Chrysler agency 

in New Jersey. Pay all cash. Factory ap- 

Proval. Confidential, Box 548, c/o Auto- 

Motive News, Detroit 7. 





ee 
. DEALERSHIP WANTED — Any General 


Motors franchise in the Delaware Valley 
area. Have capital and assured factory 
approval. No real estate. Reply Box 559, 
c/o Automotive News, Detroit 7. 


PRICED 








CARS FOR SALE 


VOLKSWAGEN 


GHIAS-RENAULTS-FIATS-SIMCAS-VOLVOS 


LATEST MODELS VWs, SERIALS NO. 2,400,000/2,550,000 AND UP 


Fully Amer.—All Colors—immediate Shipment Anywhere 
In U.S.A.—For information, Prices, Details, Phone, Wire, Write: 


NANA TRADING CORP. 


120 WALL STREET. NEW YORK 5, N.Y. 
BO 9-4747 — TWX: NY 1-4811 


DEALERSHIP WANTED 


WILL PAY CASH for Ford or General 
Motors dealership selling 500 new cars 
or more; or will buy into deal on buy- 
out basis. Capital no object, factory 
approval assured, All correspondence 
strictly confidential, This is an individual 
not a chain. Box 560, c/o Automotive 
News, Detroit 7. 


BUSINESS OPPORTUNITIES 


PARTS HOUSE FOR SALE—Volume from 
$35,000 to $40,000 per month, Very good 
business. Owner has other interest. You 
do not need all the money in cash to 
buy this business. The owner owns the 


real estate also. Apply P.O. Box 3485, 
Savannah, Georgia. 





WANTED: Information leading to recovery 
of 1959 Plymouth Belvedere sedan, serial 
No. M256-108170. Driven by man posing 
as owner, Tag-Pa. R75-489. Notify 
Madrid Motor Corp. Collect, CEnter 
6-7202, Philadelphia, Pa. 

WANTED: Information leading to the 
whereabouts of auto salesman known 
variously as John Jank or Andy Layton. 
Last seen driving 1959 Ford retractable 
H.T., motor #C9EW 137925, white with 
turquoise interior, Please write or call 
collect: Nappa Ford, Inc., 655 Newark 
Ave., Elizabeth, New Jersey. EL 4-8030. 


DEALER SERVICES 


STOP LOSING NEW CAR SALES! Dis- 
cover how much your competitors’ cars 
really cost. The book, ‘‘AUTO COSTS,”’’ 
gives you the factory invoice prices of 
all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide, Order your °'59 edition today for 
only $10—three year subscription $18 
(including all supplements), AUTO 
COSTS, Box 224, Dept. 3Z, New York 
1, N.Y. 








Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will heip 
you make more auto sales to Military per- 
sonnel . . . because: 

1. We finance up to 36 months. 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers ‘and non- 
commissioned officers of pay Wen E5 
and above . . . on a simplified, non- 
recourse basis. 

MILITARY ACCEPTANCE CORP. 

Dept. D, P. O. Box 2166, 800 eee 

San Antonio, Texas—Telephone CApitol 6-268! 
“Worldwide Financing for Military Personne 
SAA Insurance available 
to qualified officers) 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 
[SH ae NRRL INT DRE DERN SN SG SO RN 

CARS WANTED or 

SEVEN PASSENGER CADILLAC limou- 

sines, Ridgway-Baker, Belmdént 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 

WANTED — TOY FURY AUTOMOBILE. 

Call or write Cooley Motors, Inc., 3140 


West 25th St., Cleveland 9, Ohio, SHady- 
side 9-3333. 


CARS FOR SALE 








USED MERCEDES-BENZ 
Selected Ist class condition 
All models, 1951-1959 
Cabriolets our Specialty. 
Supply on hand. Tel.: NEwburgh 2248 
GLOBE AUTOMOTIVE IMPORTS, INC. 
Box 508 Montgomery, New York 








TO SELL 
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TAXICABS, Chevrolets, Plymouths, Fords 
1957, 1958, 52015 Van Dyke, 
Utica, Michigan, WAInut 5-0017, Detroit. 


VOLKSWAGENS 


Immediate Delivery 


1959-58 sedans, convertibles, Karmann- 
Ghias, Micro Buses, All Commercial 
models—Ali cars fully Americanized. 


* 
English i Available 


America's Largest 


TOD-O-CAR, INC. 


On Hand at Our Two Locations 


* 

1415 HAINES STREET 
PHILADELPHIA 26, PA. 
Phone: WAverly 7-3500 

* 

DARLINGTON, SOUTH CAROLINA 
CLANTON'S AUTO AUCTION 
Phone: Express 3-286! 

NOW for the Midwest at big transporta- 
tion savings, deliveries to Great Lakes 
ports: Buffalo, Cleveland, Detroit, Chi- 

cago, Duluth 











VOLKSWAGENS 
1959’S 


Serial No. 2,400,000 and up. Sedans, 
Sunroofs, Convertibles, Karmann Ghias, 
Microbuses, Trucks. All fully American- 
ized, All Colors. Immediate shipment 
freight prepaid to any city in U. S. A. 


MERCEDES 220S 
TRIUMPH TR3 


Continuous Supply Guaranteed 


For information, prices, etc., Wire, 
Phone or Write: 


Tri-Car Imports, Inc. 
23 Popham Rd., P. O. Box 687, Scarsdale, N.Y. 
Phone: SCarsdale 5-3800 . ‘ 
Evenings Phone: Yonkers, N. Y., 5-1038 





VOLKSWAGENS 


Why Use A Middle Man? 
Buy Direct from the Largest 
Exporter in Germany 


1959, '58 and '57 Sedans, Ghias, Con- 
vertibles, Micro Buses. All commercial 
s. 


ALL CARS COMPLETELY AMERICANIZED 
THROUGH OUR OWN CONVERSION 
PLANT. 

Bank and Trade references will 
be furnished. 


RUDI ARONS, INTERNATIONAL 
AGENCIES G.M.B.H., 


Neue Rabenstrasse 32, Hamburg 
36, Germany. 
Cable address: 
RARONS HAMBURG. 


Contract your conversion work 
through our plant. All American 
requirements met to perfection. 
Quotations on request. 








VOLKSWAGEN 


Sedans, Sunroofs, Ghias, 
Convertibles 


MERCEDES 220S 


Immediate delivery, direct shipments to New 
York, Philadelphia, Houston, Jacksonville, Los 
Angeles. 


BENTON ENTERPRISES, INC. 


1860 Broadway, New York 23, N. Y. 
CIRCLE 5-0630 


Jacksonville: EL 6-7551 
Houston: Capital 7-5260 


DIRECT SHIPMENTS TO: 


—Westcoast 
—Southeast & Gulf Ports 
—Eastcoast 


VOLKSWAGENS 


1959s 


Sedans - Sunroofs - Convertibles - 
Karmann Ghias 


Call, write or wire 


G & R IMPORT CORP. 


132 Nassau St., New York 38, N. Y. 
BArclay 7-4225 





PARTS FOR SALE 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


LLOYD PARTS—Orders shipped promptly. 
Al Lioyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


LLOYD PARTS — complete stock, Prompt 
shipment, Importers and distributors for 
Lloyd cars and trucks, Greene County 
Motors, Catskill, New York, Phone: 1582. 


LLOYD PARTS: Large stock available. 
Immediate shipment, J, C, Lewis Motor 
Co., Savannah, Georgia. 


ACCESSORIES FOR SALE 





BLAUPUNKT 
AUTO RADIOS 


for Foreign & Domestic Cars 


Manhattan—AM 
Manual Timer—6V & 12 V 

Manhattan—Deluxe—AM 
Pushbutton, Transistorized, 6V & 
sqceugneviiae cigquetiotpebabeentiiscoussscoseutyens 2. 

Frankfort FM/AM/Marine 
Pushbutton—6V & 12V 


NOTE: Kit prices not included. Kits for all 
cars. Send for separate price list. 
COMPLETE STOCK OF CAR RADIOS FOR 

ALL DOMESTIC AND FOREIGN CARS 


Write for complete catalog 
Mail and phone orders 
Fast C.0.D. shipments 


LIBERTY AUTO RADIO, INC 


191 E. 161 St. New York 51, N. Y. 
LUdiow 8-7111 


$84.20 





MAILING LISTS 

DEALERS MAILING LIST—Ford, Chev- 
national list. July, 1959 checked, 
addressed labels, 35M, $14 per M, Box 
552, c/o Automotive News, Detroit 7. 


DECAL TRANSFERS 





TRUCK DECALS; no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8356 Hough 
Cleveland 3, Ohio. 


OFFICE EQUIPMENT FOR SALE 


FOR SALE: NATIONAL CASH REGIS- 
TER, electrically operated, 
to $9,999.99. Has 
drawers and nine separate totals: New 
Cars, Used Cars, Deposits, Notes Re- 
ceivables, Account Receivables, Service 
Station, Counter Parts, Paid Out, No 
Sale. A-1 condition, Price $1,000—worth 
double. Herman Goldstein, Inc., DeSoto- 
Plymouth Dealers, 460 Broadway, Brook- 
lyn 11, New York. 


SHOP EQUIPMENT FOR SALE 


WALKER ELECTRIC CAR LIFT—$250, 
Chevrolet OK used car lot neon, parts 
display tables, fast oil changer $50. 
Winter Chevrolet, Lawrence, Kansas. 








De VILBISS SPRAY BOOTH 
AND GAS OVEN 


One of the best of its kind. Like new. 


NEWARK BUICK 


980 Broad Street, Newark, New Jersey 
Phone: MArket 4-4300 








PARTS BINS 
FOR SALE 
200 — Almost New 
NEWARK BUICK 


980 Broad Street, Newark, New Jersey 
Phone: MArket 4-4300 








SEE PAGE 34 
for the nation's 
TOP AUTO AUCTIONS 

















Us 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.B, Factory Net) 


$52.35 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Hook-Up 
. Factory Net) 


Fed. Tax Included 


DEALERS’ SPECIAL 


$44.8 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939” 


Canadian Distributors 


FIVE WHEELS, LTD. 


599 Y St. 
Toronto, 


Four ne. Ss 





Advertise in 
Our Want Ad Section 


The “ORIGINAL YELLOW" 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL $5] 45 


“WRIST ACTION" 
Incldg. BRAKE HOOK-UP 
4 Point $ 00 
Hook-Up 45 


TowKinG 


TRAIL-KING $37.50 
Delivery 
Fits 2" Ball 


Fast Pickup and 

ALL Foreign and 

American Cars 
CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


Protecto Covers (Tailor Made) $6.95 
—— & $3.50 


Tow Bar Sales Co. 


Exclusive Factory Distributor 
DE 2-0700 AN 3-8888 Nites: BA “8717 


40 So. Clinton St., Chicago 6, Ill. 


ANTIQUE CARS FOR SALE 


i928 FORD FIRE TRUCK—makes excel- 
lent parade or show auto. $750. Eric 
Swanson, 1712 Central, Fort Dodge, 
Iowa. 


1921 FIRE ENGINE—Good running condi- 
tion, good tires. $450.00. Rodosta Motors, 
2035 Poydras St., New Orleans, Louisi- 


ana. 


1919 OLDSMOBILE touring, 4 cyl., expert- 
ly restored. New tires and battery and 
ready to drive anywhere. Pictures on re- 
quest. Priced at $1,200, Keyes Motors, 
Ironton, Ohio. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 (J 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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“Mr. INTERNATIONAL” 


takes inventory of a dealer’s parts business 


He’s the District Parts Supervisor, helping a dealer 
help himself to bigger profits by checking his parts 
identification, stocking and reordering system, and 
developing new merchandising ideas. 

He’s the Credit Manager, advising a dealer on the 
best policies for retailing parts through customer 
open accounts. 

He’s the Zone Parts Supervisor, helping a dealer 
prepare displays for a parts promotion campaign that 
will result in swifter turnover and a larger share of 
the parts market. 


‘Best deal in the truck business. . 


“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 


This.is INTERNATIONAL HARVESTER’S plan of assist- 
ance. If you’re interested in working with an organi- 
zation like this, selling the world’s most complete 
line of trucks, an INTERNATIONAL franchise may be 
available to you. Write: Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 


INTERNATIONAL TRUCKS HHL 





